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Conflicting Company 
Testimony At Auto 
Hearing Spurs Threat 


Sen. Greenberg Says Committee 
May Conduct Own Study 
“To Get At Truth” 


COMPANIES SUBMIT PLANS 


McCullough, 
Offer Limited Cancellation, Hit 
Legislative Proposals 


By Siwney S. WHIPPLE 


“The way I see it,” 
New York Times said, during a brief 
intermission at last Friday’s auto insur- 
ance cancellation hearing held by the 
Condon Committee on Insurance Rates 
and Regulations, 
come up with something to remedy mass 
cancellations or the legislature is going 
to take action.” 

Later that afternoon the companies did 
come up with something: Evidence that 
was almost in direct contrast to testi- 
mony given by brokers and car owners 
at previous hearings, but most markedly 
from the Insurance Department’s own 
| Andre F. Pouy. 

Mr. Pouy had quietly left the stand 
after informing the committee that the 





state, 
Greenberg, presiding for Sen. Condon 
who was too ill to attend, awoke those 
dozing in the back row of the County 
auditorium at Vesey Street 
with an arousing declaration that would 
have done old 
Roosevelt proud, 
“Someone is not telling the truth,” he 
“There is such a vast difference 
between company and Insurance Depart- 
ment evidence that I don’t know where 
the truth lies. But I’ll tell you one thing,” 
said the State Senate’s Senior Democrat 
to his now wide-awake audience: 
going to get down to the bottom of this, 
even if our committee has to conduct 
its own study. And if the Department’s 
facts are substantiated, 
drastic measures taken.” 


Election Year Pressure 


It is probably of little concern to H. 
lay Johnson, chairman of the compul- 
sory automobile insurance committee for 
the Association: of Casualty & Surety 
Cos., and Roy C. McCullough, American 
Insurance Alliance, who both 
made a plea for non- -regulation of auto 
policies—that the Senator is up for re- 
election in Brooklyn’s 17th Senatorial 
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No industry is more surrounded by regulations, rulings and revisions than 
insurance — which is the way it will always be. Knowing that, the self- 
imposed mission of this agency is to help clear a path of understanding 
for brokers in the New York Metropolitan area so that they can do busi- 
ness better. 


We perform this service in many ways, verbally and in print, by personal 


contact and even on the speaker’s lofty platform. Of course there’s a 
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55 John Street, New York 38, N. Y. 


MEMBERS, N.Y.C. INSURANCE AGENTS ASSOCIATION, INC, 
PRACTICALLY ALL FORMS OF INSURANCE INCLUDING LIFE 


brokers who are on the ball write more insurance with us. 
If you are not a “Jaffe Broker” yet let’s talk it over now. 
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Cuban Bank Seizes 


Operations There Of 
U.S. Insurance Cos. 


Information Reaches Head Offices 
Through Medium of American 
State Department 


ISLAND IS HARD TO LEAVE 


Government Selects U. S. Employes 
To Direct Confiscated 
Operations 








While expecting that American insur- 
ance companies doing business in Cuba 
would have their operations nationalized, 
news of actual seizure of the company’s 
Cuban assets last week had not been of- 
ficially given to insurance home office 
themselves by Tuesday of this week. In- 
stead, the companies learned from the 
State Department that the American 
companies had been assigned to the So- 
cial Security bank for administration 
under terms of the Cuban law by which 
they were confiscated. Exactly what are 
the functions of this government agency 
they do not know. They also got news 


_/A&t the confiscations from the daily papers 
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who in turn had found the information in 
the official Gazette of the Cuban govern- 
ment which publishes decrees. Some 
companies received telegram of a few 
words from their own people in Cuba, 
one message reading: “We have been 
seized.” 


The Life Companies Seized 


Number of companies whose Cuban 
operations were taken over by the Gov- 
ernment was 29, those doing life insur- 
ance being Pan American Life of New 
Orleans, Occidental Life of California, 
Life Insurance Company of North Amer- 
ica, American National of Texas and 
United States Life. 


Pan American Statement 


First company to issue a news release 
of the Cuban situation was Pan-Amer- 
ican Life of New Orleans. This state- 
ment read: 


New Orleans—In connection with the 
forceable expropriation of the ‘Cuban 
businesses of 167 American firms, in- 
ciuding more than a score of insurance 
company offices, the [Pan-American Life 
issued the following statement: 


“Pan-American Life has long done 
business in Cuba and regrets exceedingly 
the action which has been taken by the 
present Government. We particularly 
leplore the action because of the 

ffect which it will have on our Cuban 
»olicyowners, agents and employes. Ex- 
perience everywhere has shown that a 
government take-over of private business 
has always been to the detriment of such 
persons as well as the nation itself. 


“We wish to assure our hundreds ‘of 
thousands of policyowners in the United 
States and all other countries in which 
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sells well 
WHAT MAKES THIS trim motor scooter a sure-fire at each option date, depending on the face amount 
seller? A combination of things. Desirable features. of the basic policy, without further evidence of 
Economy. And an eager market. insurability. 

So it is with life insurance. Provident Mutual, along Like the perky scooter, this type of insurance is 
with other leading life insurance companies, studied ideally suited to young men “on the grow.” That’s 
the possibilities of guaranteeing young people the why it sells so well. When a product sells well, the 
opportunity to add to their life insurance protection man who sells it does well. 
as their needs and income grow, regardless of insur- 
ability. Result: The Guaranteed Purchase Option— i 
it guarantees the client the right to buy added P d t M t l 
Provident Mutual life insurance on specified future rovl en u ua 

» dates at standard rates—as much as $10,000 more Life Insurance Company of Philadelphia 
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Multiple Lines Affect Other Cos. 


President Spear Tells Institute of Home Office Underwriters 
Concept Grew Out of Modern Service 
Demand In the Field 


Washington — The development of 
“multiple line” insurance operations is 
going to affect even those companies 
which do not embrace this concept of 
doing business, I. M. Spear, president of 
the Institute of Home Office Under- 
writers, said Wednesday in opening the 
group’s 24th annual meeting, in Wash- 
ington at the Statler Hilton Hotel. 

Mr. Spear, who is also vice president 
of State Farm Life Insurance Co., at- 
tributed any trend to multiple lines to 
“the efforts put forth in trying to an- 
alyze and establish a system for mar- 
keting our product. ms 

“Let me assure you such a decision 
will not be made in the ranks of our 
business, but in the market place. 
Neither will the merit of the system be 
found by examining its rules or tradi- 
tions, but by how well does it serve its 
customers.” 


Multiple Line Background 


In outlining the background of multiple 
line insurance, he stressed the role of the 
agent. 

“In order to have better representa- 
tion, if not exclusive, many companies 
have made the decision that the addi- 
tion of other lines would create more 


| and better opportunities for their agents, 


not to mention the gains that would come 
from being able to provide the mass 
markets with service for all its insurance 
needs by the ‘one stop’ method,” he 
said. 

“A life insurance agency executive 
can scarcely view his recruiting and 


| training costs with composure when he 


recognizes that life insurance _inter- 
views can be a cost-free by-product of 


the delivery of an automobile or fire 
insurance policy or a claim check, Agen- 
cy executives cannot be content to re- 
cruit, train and finance life insurance 
agents, perhaps provide them with desk, 
telephone and secretarial assistance, only 
to see them use these facilities to write 
fire and casualty lines for companies 
in which they have no interest. The 
‘all lines’ approach feeds on the desire 
of agency men to reduce the cost and 
improve the efficiency of their agency 
organization.” 


Growing Manpower Needs 


When a casualty company organizes 
or buys a life company, or when a life 
company acquires a casualty outlet, the 
company will need experienced super- 
visory or higher personnel very soon, or 
even immediately, Mr. Spear pointed out. 

“Surely it doesn’t take very much im- 
agination to see what such expansion or 
acquisition will encompass in the way 
of manpower needs—and I mean trained 
and experienced manpower. Opportuni- 
ties will open up in all the allied fields 
of insurance operations, functionally and 
administratively, not only by the immed- 
iate spread of responsibilities, but as the 
company grows,” he said. 

“I don’t suppose there is a company 
represented here today but what it con- 
siders its greatest asset is in an exper- 
ienced and able personnel from which 
competent executives can be developed. 
That is why many companies have, and 
all should develop, an Executive De- 
velopment Program or Management 
Training Program, or whatever it may 
be called. There must be a reserve of 
qualified personnel to back up key 
positions.” 


Build and Blood Pressure Study 
Reviewed by Webster and Cochran. 


How the monumental “1959 Build and 
Blood Pressure Study” can be of use to 
underwriters was discussed by two 
speakers at the annual meeting of the 
Institute of Home Office Underwriters, 
in Washington, D. C. this week. The 
study was issued late last year by the 
Society of Actuaries. It follows the lives 
of 5 million life insurance policyholders 
according to their body build; and of 4 
million policyholders according to their 
blood pressure—both over a 20-year per- 
iod, 

Andrew C. Webster, vice president for 
selection of Mutual Life of New York, 
who spoke first, discussed the problems 
inherent in analyzing the statistics, and 
recalled the warnings contained in the 
study itself. He pointed out that the 
period of exposure (1935-1954) included 
variations in mortality and variations in 
underwriting, and that the basic table 
against which the experience was tested 
was specially adjusted to allow for these 
variations and to allow also for the tri- 
angular form of the exposures. 

He mentioned the effect of the under- 
writing practices of the contributing 
companies, and suggested that some of 
the results in the study show the re- 
sults of severe selection, while some seem 
to show the effect of liberal selection. 
He further discussed the general re- 
sults of both the build and blood pres- 
sure experience, referring to the all-over 
Mortality ratios, to the ratios by dura- 
tion and to the ratios in the sub-groups: 
“Without Known Minor Impairments,” 

With Minor Impairments,” and “With 
and ‘Without Minor Impairments.” 

he second speaker, Dr. Harry A. 
hran, Jr., medical director of Lincoln 

National Life, commented that in light of 
the indirect and subjective technique of 





measuring blood pressure, together with 
the possibility of variations in the blood 
pressure in a given individual under dif- 
ferent circumstances, it should not be 
surprising that some difficulty will be 
encountered in defining precisely the 
limits of normal and abnormal blood 
pressure. A modern medical dictionary, 
he noted, defines hypertension simply as 
“an especially high blood pressure,” 
while Robbins’ Textbook on pathology 
says “most definitions of hypertension 
follow the pattern set by life insurance 
companies which define hypertension as 
any elevation of pressure above 140/90. 

“We have every reason to be con- 
cerned about the heavy concentration of 
reports—on insurance applicants—at cer- 
tain levels of systolic and diastolic read- 
ings and the prevalence of certain com- 
binations of the two,” Dr. Cochran said. 
“No mortality investigation can tell us 
why this should be and we can only 
guess what blood pressures of this type 
may mean. We should not generalize 
that all examiners report incorrect read- 
ings or that they will shade borderline 
pressures in favor of the applicant. This 
implies a lack of confidence which is not 
deserved, for the majority of examiners 
are honest and sincere. 

“However, considering the circum- 
stances under which the examinations 
are often made—circumstances inherent 
in the business of selling insurance and 
processing of the examination through 
third parties—and which may, if not 
handled properly, detract from the dig- 
nity of a competent examiner—we should 
not be surprised that in certain areas of 
blood pressure of doubtful clinical, or 
underwriting, significance some shading 
may occur. Particularly would this be 
at levels clustered around 140/90 since 


Bankers, Bond Men, and 
Brokers at Dey Affair 


E. G. BAUMAN GUEST OF HONOR 





Manufacturers Life Investment Official 
25 Years With Company; Has 
Large Bond Portfolio 


E. G. Bauman, associate treasurer, 
Manufacturers Life of Toronto and in 
charge of its United States investment 
portfolio, has been with that company 
for 25 years and always in the invest- 
ment department. While in New York 
City last week he was guest of honor 
at a reception in the Canadian, Club 
given by J. Stanley Dey, branch man- 
ager of Manufacturers in Newark. The 
affair was attended by many prominent 
figures in the New York financial dis- 
trict, especially by men whose principal 
duties are connected with bond issues. 
They included bankers and trust com- 
pany men and there were also present 
some well known figures in New Jersey 
banking and financial world; and repre- 
sentatives of New York City insurance 
brokerage concerns. From the Toronto 
home office was George Clark, assistant 
agency superintendent who is an actuary 
of the Manufacturers. From that com- 
pany also was John Hogan, secretary, 
Newark branch. 


One of Largest Buyer of Bonds 


Manufacturers Life is one of the larg- 
est buyers of bonds in the international 
security world and has an_ unusually 
large ownership of them in its American 
investment portfolio. The company’s net 
interest return on all investments last 
year was 5.25%. On the day following 
the reception Mr. Clark left for the Far 
East, his first stop enroute being Ber- 
muda from where he took an airplane 
for the Orient and Near East; and while 
abroad will also visit South and East 
Africa. 





Those at Canadian Club 


Among those attending the Canadian 
Club reception: 

First National City Trust Co.: Abin 
Payne, president; Howard B. MacAdams, 
vice president; Bryant S. Cookman, as- 
sistant vice president; James G. Gaffney, 
trust officer. 

Chase-Manhattan Bank: John Stal- 
ford, assistant /treasurer, part of whose 
duties relate ‘to municipal bond invest- 
ments; Charles Clune, investment officer. 

Howard Savings Bank: John Kress, 


executive vice president, and James 
O’Donnell, tax consultant. 
Royal Bank of Canada, New York 


branch: Bernard Godfrey, in charge of 
investments. 

Marsh & McLennan, insurance bro- 
kers: John Holbrook, executive vice 
president; James Higgins, assistant vice 
president in charge of pensions; Frank 
Toors, assistant vice president and man- 
ager of life insurance department. 

Rollins, Burdick, Hunter Co., insur- 
ance brokers: General G. Russell 
Brown. 

John Scott of Lewis & MacDonald, 
international attorneys; Ernest Megna 
and Samuel Stedman of Carl M. Loeb, 
Rhoades & Co., a securities ‘firm in New 
York financial district; Lee Brokaw and 
Tohn Cowie of Moore, Leonard & Lynch; 
Dr. David Stuart, assistant medical di- 
rector, and Harold Covert, agent, Mu- 
tual Benefit Life; George ‘Webster, New 
York manager of Bank of Nova Scotia; 
Captain Nicholas Kulukunus, steamship 
line; John Laporte, Newark; Fred Pic- 
ton, Stone & Webster; Ralph Hart, 
president, Colgate-Palmolive Co. 

Monroe Chappelear, vice president, and 
Dr. Bert Comeau, medical referee, metro- 





it has been the general impression that 
the life insurance industry considers this 
level the dividing line between the 
normal and the abnormal. But, what- 
ever the reasons for the unusual cluster- 
ing of blood pressure readings, the 
chances are good that they will continue 
to characterize the life insurance exam- 
ination in the future as they have in the 
past.” i 





Trustee Mutual Of N. Y. 


Fabian Bachrach 
THOMAS R. WILCOX 


Thomas R. Wilcox, executive vice 
president of First National City Bank of 
New York, has been elected a trustee of 
Mutual Of New York. 

Mr. Wilcox is over-all supervisor of 
the Metropolitan Division of the bank. 
He joined First National City. in 1934 
and worked as a.page and junior feller 
while attending night classes at New 
York University. In 1938, he transferred 
to Princeton University, on a National 
City Foundation award, and was grad- 
uated in 1940, 

During the war, Mr. Wilcox served in 
the Navy. He was discharged in 1945 
with the rank of lieutenant commander. 
After the war, Mr. Wilcox became an 
assistant cashier, and assistant vice presi- 
dent and, in 1951, a vice president, sub- 
sequently heading the bank’s. West 
Coast Division. Hs was assigned to. the 
Metropolitan Division in 1955 and was 
appointed executive vce president n 1957. 

He is president of the National City 
Safe Deposit Co., a director-at-large of 
the American Cancer Society and a di- 
rector of the Visiting Nurse Service of 
New York. 


F. W. Ecker Director of 


American Cancer Society 


Frederic W. Ecker. chairman © of 
Metropolitan Life, was elected a director 
of the American Cancer Sociéty by del- 
egates to the annual meeting of the So- 
ciety in New York. 

With Mr. Ecker’s electiqn, Rutherford 
L. Ellis, chairman of the American Can- 
cer Society board of directors, said. “a 
long and fruitful association between 
the Society and Metropolitan Life has 
been strengthened.” 

Mr. Ellis pointed out that Dr. Louis I. 
Dublin, now retired as second vice presi- 
dent and statistician of Metropolitan, 
was “a valuable member of the Society’s 
board of directors foryears.” He served 
on several committees and was chairman 
of the Statistics Committee. With Dr. 
Dublin’s retirement, Edward A. Lew, 
statistician and associate actuary. of 
Metropolitan, has served on the Society’s 
Statistics Committee. 








politan department, The Prudential; C. 
Rudd, controller, United States Tool Co.; 
Frank McCarter, McCarter & English, 
lawyers, Newark. 

The Manufacturers Life, president ‘of 
which is George L. Holmes, at the end 
of 1959 had $3.182 billion in force, and 
assets of $888 million. 

In this annual statement Mr. Holmes 
said: “More than one-half of our invest- 
ments are outside Canada and some idea’ 
of their geographic distribution is given 
by the fact that 46% are in Canadian :dol- 
lars, 38% in United States dollars, 11% 
in Pounds Sterling, 3% in South African 
Pounds and 2% in other currencies.:. _* 
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Equitable Life of Iowa’s 


General Agents Conference 


General agents of the Equitable Life 
of Iowa this week held their annual con- 
ference at the company’s home office in 
Des Moines in the atmosphere of a po- 
litical convention. In his keynote ad- 
dress, President James H. Windsor re- 
ported on a number of extensive studies 
completed during the past year, each 


pointing toward continuing expansion 
and improved efficiency in the company s 
operations. 


J. Richard Ward, vice president and di- 
rector of agencies, as general chairman 
of the conference, introduced the various 
“planks” designed to implement the com- 
pany’s 1961 program, and the entire two 
and one-half day conference was devoted 
to considerations of the “planks” by both 
field and home office personnel. 

Primary emphasis was placed on ex- 
pansion of present agencies through de- 
velopment of a stronger second-line man- 
agement staff and the establishment of 
new agencies in areas where the company 
is not now represented. Other develop- 
ments announced during the meeting 1n- 
cluded new sales aids, an accelerated 
training program for career agents, and 
liberalizations in the company’s plan for 
financing new agents. J 

Following the general meeting, the 
General Agents Advisory Council met 
for two days to discuss with home office 
officials mutual field and management 
problems. Now in its 22nd _ year, the 
Council is composed of six general 
agents. These serving during 1960-61 
are: H. S. Bell, CLU, Seattle; R. L. 
Boyd, CLU, Kokomo; H. W. Ehrsam, 
Portland: H. A. Hedges, Kansas City; 
J. D. Hopper, CLU, Harrisburg; and 
C. T. Johnson, CLU, Grand Rapids. 


U. §. Companies Seized 


(Continued from Page 1) 


we are doing business that this action 
by the Cuban Government will have no 
adverse affect upon the financial sta- 
bility and security of the Pan-American. 
Benefits to insureds elsewhere will not 
be diminished nor will the ratio of sur- 
plus to liabilities be changed, unless the 
ratio of surplus be increased. 

“This company will take such action 
as it can under the circumstances to 
protect the interests of our Cuban pol- 
icyowners, but under existing conditions 
it appears that they must henceforth 
look to the Cuban Government until 
such time as business should be returned 
to us and normal governmental and busi- 
ness conditions restored.” 

Uncertainty Over Loss Payments 

Some developments since the seizure 
of the American operations are these: 

Vises for American employes of U. S. 
employes of U. S. insurance companies 
were obtained from the U. S. consulate 
in Cuba, but these representatives have 
often not been able to obtain Cuban 
permission to leave the island. 

Some representatives of the American 
companies were placed under “house ar- 
rest,” but others were inducted into the 
Cuban militia and given charge of the 
administration of the American com- 
panies under the Cuban regime. 

Uncertainty has arisen with respect 
to settlement of losses, payment of di- 
vidends under policies and other financial 
transactions 


Confiscate Property, Company’s Business 
In Cuba 


In addition to the life insurance com- 
panies involved the following American 
companies have had their Cuban busi- 
ness taken over: 

Home, Hartford, Maryland Casualty, 
Phoenix of Hartford, Queen of America, 
St. Paul F. & M., Security of Connecti- 
cut, Unity, American Surety, Commercial 
Casualty, Johnson & Higgins, American 
Insurance Underwriters of Cuba, Em- 
ployers Fire of Newark, Great American, 
Hanover, National Union. 


MURRAY R. MEHLMAN 


Mehlman, Cosby, Inc., has been ap- 
pointed general agents in Cleveland for 
American Travelers Life, Indianapolis, 
Roy A. Foan, president announces. Prin- 
cipals in the new agency are Murray R. 
Mehlman and Pryor Cosby, who first 
met in the Air (Force in World War II. 
The agency began operations November 
: 

In forming the corporation, Mr. Cosby 
resigned as president of Capital Plan- 





THOMAS SHALLCROSS, JR., DEAD 
Thomas Shallcross, Jr., a director of 


Fidelity Mutual Life of Philadelphia 
since 1917 died recently. 
Mr. Shallcross retired several years 


ago as vice president of The Jackson 
Cross Co., and was a director of the 
Philadelphia Land Title Bank and the 
Centennial National Bank. 





PRYOR COSBY 


ning Services, Nashville. He began his 
life insurance selling career with MONY. 
He is a graduate of the University of 
Wisconsin where he majored in insur- 
ance and finance. 

Mr. Mehlman has been in the business 
since 1946 when he began with Federal 
Life. A graduate of the University of 
Kansas City, he received his Law degree 
from the University of Michigan Law 
School. 





LINCOLN LIBERTY SCHOOL 


Lincoln Liberty Life’s second advanced 
school on estate and business insurance 
was conducted recently in Houston by 
Harrie L. Swinford, CLU, training di- 
rector. Eight men from three states were 
selected on the basis of meritorious serv- 
ice and superior production in estate and 
pension planning, according to John H. 
Coffman, vice president and director of 
agencies. 
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THREE LIFE/A & H 
OPPORTUNITIES 


LIFE SALES DIRECTOR 
$15,000 


Well-known Eastern Company is 
seeking top man with proven sales 
record to head Agency Department 
in Home Office. Fifty per cent 
travel. 


ACTUARIAL ASSISTANT 
$12,000 


Eastern Company wants individual 
with some actuarial background to 
train as Actuary. Actiivity includes 
dividend calculations, research on 
policies and planning. 


SENIOR A& H UNDEWRITER 
$8,500 

Leading Company in A & H field 

needs experienced Underwriter to 


handle all lines of Individual A & H. 
Excellent potential. 





Other listings in Casualty- 
Fire-Life-A & H in all sections 
of the country. Write for 
“HOW WE OPERATE." No 
obligation to register. All in- 
quiries given confidential 
handling. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 
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BERKSHIRE NAMES J. C. DOYLE 

Appointment of John C. Doyle as train- 
ing and sales promotion assistant for 
Berkshire Life was announced by George 
D. Covell, CLU, first vice president, sales. 
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AMERICA'S INFORMAL 


BUSINESS CAPITAL 


Joseph Vance 


RI 1-6814 « 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, a 
theatre with a CinemaScope screen. Ready soon will 
be our new 17,000 square foot exhibit hall. For after- 
session enjoyment The Greenbrier’s recreational facili- 
ties are unsurpassed. And our staff of experts not only 
helps in planning your program, but they also handle 
the details to carry it through successfully. 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1960—FEB. 28, 1961. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sales. 
Also reservation offices: 
Boston, 73 Tremont St., LA 3-4497 ¢ Chicago, 77 W. Wash- 
ington St., RA 6-0624 ¢ Washington, D. C., Investment Bldg., 
RE 7-2642 ¢ Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 « 


New York, 630 5th Ave. JU 6-4500 


Seattle, 726 
Building, MU 
2-1981 © Dallas, 211 N. Ervay, 
Los Angeles, 510 
West Sixth Street, MA 6-7581. 


THE 


WHITE SULPHUR SPRINGS * WEST VIRGINIA 
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Detroit General Agent 


RAYMOND H. WERTZ 


The appointment of Raymond H. 
Wertz as general agent for United States 
Life in Detroit, has been announced by 
Gordon E, Crosby, Jr., vice president and 
director of agencies. 

Mr. Wertz, first entered the Life In- 
surance business as a producer in Re- 
liance Life at Omaha in 1931. Four 
years later, he became manager for Iowa 
and Nebraska, and in 1940, manager for 
Michigan. In 1951, Mr. Wertz became 
Michigan general agent for Lincoln 
National Life. 

Mr. Wertz, presently on several na- 
tional committees of the NALU, is a 
past national chairman of GAMC. His 
many other life insurance activities in- 
clude membership in the Life Insurance 
and Trust Council of Detroit, conducting 
of classes in Advanced Life Insurance 
and Estate Planning, and the authorship 
several years ago of a course in Life 
Insurance Sales Training. 


DR. W. E. THORNTON DEAD 





Retired Medical Director of Lincoln 
National Life Long Prominent in 
Professional Field 
Dr. Walter E. Thornton, 82, board 
member and former second vice president 
and medical director of Lincoln National 
Life, died on October 27, following an 

extended illness. 

Dr. Thornton, who retired as a Lincoln 
Life official in 1949, was widely recog- 
nized as an authority in the field of life 
insurance medicine. In addition to being 
a frequent speaker before insurance med- 
ical groups, he was a prolific writer, his 
papers being presented before such or- 
ganizations as the Association of Life 
Insurance Medical Directors of America 
and the Medical Section of the American 
Life Convention. He was listed in “Who's 
Who in America,” “Who's Important in 
Medicine,” and “World Biography.” 
_An emeritus member of the Associa- 
tion of Life Insurance Medical Directors 
of America and a past chairman of the 
Medical Section of the American Life 
Convention, Dr. Thornton also was a 
member and a Fellow of the American 
Medical Association. In addition, he was 
amember of the Allen County and Indi- 
ana State Medical Associations. In 
1951, he was awarded the Fifty-Year 
Certificate of Merit by the State Medical 
Society of Indiana, for distinguished 
service in the profession. 





Made General Agent 


New England Life has promoted Reid 
. Vance, manager of the Seattle agency, 
to be general agent there. He has served 
Previously at Miami and Detroit. 


Pension Advice to N. Y. C. 


R. Manning Brown, Jr., vice president, 
New York Life, is one of five men who 
have been appointed members of a board 
of fiscal experts to advise Controller 
Lawrence E Gerosa of New York City. 
on the management of the five actuarial 
pension funds of the city. These funds 
include those of New York City Em- 
ployes Retirement System, Teachers’ Re- 
tirement System, Board of Education 
Retiremen: System, Police and Fire De- 


R. T. FAIRCLOTH DIES 
Richard T. Faircloth, a retired branch 
manager of Canada Life Assurance, died 
in Toronto recently. He was 82. He 
joined the company in 1900 and was 


named manager of the Ontario branch 
in 1916. 





partment Pension Funds. 

Mr. Gerosa is custodian of the funds 
which had total investments with a par 
value of more than $28 billion as of 
June 30. 


GIRARDIAN REGIONAL MGR. 
Appointment of Vernon Miller as re- 
gional manager of western Missouri and 
Kansas was announced by the Girardian 
Insurance Co. of Dallas. Girardian Vice 
President Roger Garrels issued the an- 
nouncement. Mr. Miller began his 
career in the insurance profession in 
1956 and previous to that had served as 
an officer in the Progressive Automatic 
Co. for some eight years. A first lieu 
tenant in the Air Force during World 
War II, he is an active member in the 
Dynamo Club and Great St. Louis Club. 
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have applied to myself.” 


Sign of professional excellence 


... Pledge of professional integrity 


“In all my relations with clients I agree to observe 
the following rule of professional conduct: I shall, in 
the light of all circumstances surrounding my client, 
which [ shall make every conscientious effort to 
ascertain and to understand, give him that service 
which, had I been in the same circumstances, I would 





A proud symbol and a solemn pledge ... reflecting the professional integrity 
and dedication of the Chartered Life Underwriter . . . who, by training, expe- 
rience and conviction, places the welfare of his client above his own. 


SoMa) STATE MUTUAL 


VW 


OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Founded 1844 © Over $3 billion of Life Insurance in force @ LIFE e NON-CANCELLABLE SICKNESS & ACCIDENT e GROUP 


Investing Over $2 Million Each Week for the Growth of American Enterprise 
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Gerald Rosner 


GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4.5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 





Hartford General Agent 
Named by Berkshire Life 





4 
ROBERT T. WALSH 


Robert T. Walsh has been appointed 
general agent in Hartford for Berkshire 
Life, it was announced by George D. 
Covell, CLU, sales vice president for the 
company. Mr. Walsh succeeds J. Arthur 
Cope who has been general agent in 
Hartford for Berkshire Life since 1953. 
Mr. Cope recently was elected superin- 
tendent of agencies for the company and 
began his new duties at the Pittsfield, 
Mass. home office of the company on 
September 1. 

A native of Hartford, Mr. Walsh at- 
tended the University of Miami in Flor- 
ida and served two years with the U. S. 
Marines. He entered the life insurance 
business in 1953 as an agent for New 
England Life and became a supervisor 
for that company in 1958. He is a mem- 
ber of the Life Underwriters and Super- 
visors Associations. 








Northwestern Mutual 
Opens District Agency 


HEADED BY MIRSKY-SILVERMAN 
Associated With Krueger Agency in 
New York, New District Will Service 
Brooklyn, Queens Residents 


Northwestern Mutual Life has opened 
a district agency in Brooklyn, it is an- 
nounced by the Harry Krueger general 
agency of New York, with which the 
Brooklyn agency is associated. 

The Brooklyn agency, with offices at 
845 Flatbush Ave., has been established 
to provide additional service to residents 
of ‘Brooklyn and Queens. It is headed 
by Irving Mirsky, CLU, and George 
B. Silverman. 

Mr. Mirsky has had 14 years exper- 
ience with The Prudential, having served 
the past four years as district agency 
manager in Brooklyn. Mr. Silverman 
had formerly been staff manager of 
Prudential in Long Island City. 


Mirsky, Silverman Careers 


Mr. Mirsky joined Prudential in June, 
1946, and consistently ranked in the 
top 10% of the entire company as a 
personal producer until his promotion 
to staff manager in 1950. 

He was named Prudential’s Brooklyn 
district agency manager in 1956, which 
position he held prior to the establish- 
ment of Northwestern’s Brooklyn dis- 
trict agency. He is a director of the 
Brooklyn Life Underwriters Association. 

A World War II veteran, Mr. (Mirsky 
served as an Army lieutenant in the 
European theater. He is active in the 


Parent-Teacher’s Association of Tilden 
high school and Levin junior high 
school, both of Brooklyn. 

Mr. Silverman had been with Pru- 


dential since 1957 and in his first year 
sold more than $1 million in insurance. 

From January 1959 until the establish- 
ment of Northwestern’s Brooklyn district 
agency, Mr. Silverman was Prudential’s 
staff manager at Long Island City. In 
that position he ranked first in sales 
among 93 staff managers in his region. 

Mr. Silverman attended City College 
of New York and is a World War II 
Air Force veteran. He has been active 
in PTA and Cub Scout work. 





Westaway Group Executive 


Excelsior Life of Toronto 
Excelsior Life of Toronto has ap- 
pointed James W. Westaway, CLU, as 
Group executive and an officer of the 
company, it is announced by A. Bruce 
Matthews, president. Long associated 
with Aetna Life, Mr. Westaway will con- 
tinue to give general supervision to 
Aetna Life’s existing Group business 
across Canada. This year Aetna Life 
acquired control of Excelsior Life. 

Canadian born, and a graduate of 
University of Toronto, Mr. Westaway 
joined the Aetna Life Group Division 
in July 1934, and attended the Group 
School in Hartford for three months. He 
served in the Los Angeles group sales 
office for nine months and in the De- 
troit office for one year. 

Since 1936 he has been located in the 
Toronto office of Aetna Life, and two 
years ago became regional manager 
for Canada, Group Division. Mr. West- 
away is a former president of the Life 
Underwriters’ Association of Toronto, 
vice president of the CLU Chapter and 
formerly a director of the Life Under- 
writers’ Association of Canada. He is 
married and has three children. 





TAMPA GENERAL AGENT 

Parke Herbert, CLU, was recently ap- 
pointed general agent in Tampa for Sun 
Life of America. A successful insurance 
representative for 18 years and previ- 
ously an insurance consultant with the 
Metropolitan, Mr. Herbert has consist- 
ently been a member of his former 
company’s Producers’ Club. Mr. Her- 
bert obtained his CLU degree in 1958. 


Appointed to New Post 





H. DAVID FLICKINGER 


Fred I. Wunderlick, executive vice 
president of North American Equitable 
Life Assurance Co., has announced ap- 
pointment of H. David Flickinger to the 
newly-created post of director of agency 
development. position, Mr. 
Flickinger will be assigned to the com- 
pany’s combination operation in the Balt- 
imore area. 


In his new 


Mr. Flickinger was staff manager for 
The Prudential in Baltimore. He joined 
Prudential as an agent in 1942, 

He is active in the Baltimore Asso- 
ciation of Life Underwriters, having 
served as president in 1958. He is now 
chairman of the board of directors and 
national committeeman. Mr. Flickinger 
is a graduate of LUTC, a former instruc- 
tor of that course, and has passed two 
phases of CLU. 

A veteran of World War II, with serv- 
ice on Ckinawa and in Korea, Mr. Flick- 
inger is currently a supply officer in the 
3rd _ Battle Group of the 12th Infantry 
Division (Reserve) and holds a commis- 


sion in the U. S. Army Reserve as Cap- 
tain. 


September Sales Up 2% 


September purchases of life insurance 
in the United States amounted to $5,- 
585,000,000, a gain of 2% over a year 
ago, and the largest September total on 
record. Aggregate purchases for the 
first nine months of 1960 were $52,579,- 
000,000, up 3% from a year ago. These 
figures were reported by the Life Insur- 
ance Agency Management Association of 
Hartford. 

Purchases of Ordinary life insurance in 
September were $4,031,000,000, up 1% 
from September a year ago. The num- 
ber of Ordinary policies bought in Sep- 
tember was 671,000 compared with 673,- 
000 the year before. 

Industrial life insurance bought in Sep- 
tember amounted to $550,000,000, down 
2% from the corresponding month last 
year. 

New Group life insurance amounted to 
$1,004,000,000 in September, an increase 
of 9% from September a year ago. These 
figures represent new groups set up only 
and not additions under Group insurance 
contracts already in force. 

In the first nine months of this year, 
Ordinary life insurance bought ac- 
counted for $38,054,000,000, negligibly less 
than last year. Industrial life insurance 
purchases represented $5,154,000,000 of 
this year’s nine month total, about the 
same as last year, while new Group life 
insurance amounted to $9,371,000,000, an 
increase of 23% from the first nine 
months of last year. 











STOP GROPING .. 
Start Grouping! 


Your clients have group busi- 
ness waiting for you — but how 
long can they wait? Call in 
W & W, now, for the utmost in 
group counsel and coverage .. 
it’s that easy to write your next 
BIG sale — in group. 











WHITE & 
WINSTON 


INC. 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO 


WILLARD L. DENNISON 


Willard L. Dennison has Been ap- 
pointed an investment research officer 
of Northwestern Mutual Life, it 1s 
announced by Peter B. Langmuir, vice 
president in charge of the securities de- 


partment, The new officer has_ been 
associated with NML as a securities 
department specialist since November 


of last year. In his new post, Mr. Den- 
nison’s duties will include analyses of 
investments in public utilities and re- 
lated fields. 

Mr. Dennison holds a Ph.B. degret 
(Magna Cum Laude) in investment and 
finance from University of Wisconsin 
(1942), and a degree in electrical eng 
neering from Pennsylvania State Uni- 
versity (1944). 
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Satisfaction, Success, and Prestige Attract 
MBL General Agents’ Sons to Life Insurance 


Six sons of successful Mutual Benefit Life general agents have 
followed in their fathers’ footsteps for a career in life insurance. 


A survey of the six young men showed 
that satisfaction in being able to help peo- 
ple solve their problems, to have profes- 
sional status, to be self-employed, and 
quality of salesmanship were the leading 
reasons for entering life insurance. 

Most interesting is the fact that the 
father-son teams are from different parts 
of the country. 


For All These Reasons 


Charles L. Doane, Jr., 
son of Omaha general 
agent Charles L. Doane, 
CLU, had three reasons 
for selecting a career in 
life insurance. They in- 
cluded professional pres- 
tige, ability to help peo- © 
ple, and that his income S's * Peane: 3 
would depend on his willingness to work. 





The son of Miami general 
agent Alfred J. Lewallen, 
CLU, A. John Lewallen, 
Jr., chose a career in life 
insurance because of the 
prestige and a deep con- 
viction about the impor- 
tance of the job. 


A. J. Lewallen, Jr. 


Melvyn J. Huber, assist- 
ant general agent of the @ 
Solomon Huber-New § 

York general agency, 
and son of Solomon Hu- 
ber, credits the knowl- 
edge that he could help 
people solve their prob- 
lems, and make a good 
living doing it, plus the chance to train and 
develop good men, as the motivation be- 
hind his choice of a life insurance career. 


Melvyn J. Huber 





™ Bill Robbins, son of Lex- 
‘ ington general agent Earl 
+ G. Robbins, chose a life 
‘4 insurance career because 
of the satisfaction his 
P father derives from the 
vid business and from work- 
ing with people. 


< 
Ne 


. Bill Robbins 





The son of Hempstead 
general agent Victor R. 
Goldberg, CLU, Bernard 
E. Goldberg, was influ- 
enced by the fine exam- 
ples of insurance men he 
saw so frequently, plus 
the desire to enter a pro- 
fession in which he could 
help others and earn a good income. 





Bernard E. Goldberg 


Gerald E. Youngman, © 
son of New York gen- 
eral agent Arthur V. 
Youngman, entered life | 
insurance because of his 
father’s love for the busi- 
ness, and salesmanship. 





Gerald E. Youngman 





NEW MBL FIELD ADVISORY COUNCIL 
TO PROMOTE LIAISON, UNDERSTANDING 


Mutual Benefit Life Insurance Company 
announces the formation of a new Field 
Advisory Council to replace its Agents 
Advisory Committee and provide more 
sales assistance. 

The new group will represent full-time 
agents, and by means of an improved for- 
mat, election procedures and objectives, 
is designed to promote more effective liai- 
son and communication between Mutual 
Benefit Life’s home office and the field. It 
will provide a means for the agent to ex- 
press his opinions, and to channel ideas, 
questions, recommendations and _ prob- 
lems from the field to the Home Office. 
Among its additional objectives, the 
Council will aid creatively in sales and 
merchandising, consider agents’ special 
problems, enhance the independent con- 
tractor status of the full-time career un- 
derwriter and typify the professional 
career concepts of life underwriting which 
are ingrained in the history of the Mutual 
Benefit field force. 





And a High Average Sale — 


$15,459.00 


In the Annual Report to Policyholders 
last year, Mutual Benefit Life reported 
that the average MBL policy purchased 
in that year was $15,459.00. 














FROM A GROCERY STORE 
TO “OFFICE OF THE YEAR” 


When the Mutual Benefit Life Insurance 
Company was founded in 1845 by Robert 
L. Patterson, and a lawyer, tallow 
chandler, carriage manufacturer and sev- 
eral merchants, they held many of their 
early meetings in the back room of a New- 
ark grocery store. 

Today the MBL Home Office is a 
twenty-story tower of white limestone and 
blue-green glass. At the top, day and night, 
“Mutual Benefit Life” shines in twelve- 
foot stainless steel letters. Completed 
in 1957, the modern structure was hon- 
ored with the national “Office of the Year” 
award, with a commendation for the way 
it combines efficiency and economy with 
beauty and dignity. 


Mutual Benefit Life Has 10.16% 
Of Agents in MDRT 


Ranks 4th Among All Companies 


The high caliber of Mutual Benefit Life 
representatives was once again recognized 
with the current tally of Million Dollar 
Round Table memberships. 

156 Mutual Benefit Life agents hold 
Life and/or Qualifying membership in the 
national Million Dollar Round Table. This 
represents over 10% of the MBL field 
force. 

131 Mutual Benefit Life field men — 
8.5% of the entire field force — are Quali- 
fying members. 


High National Membership 


In the entire country, including all com- 
panies, there is a total of 3,040 Million 
Dollar Round Table Life and/or Qualify- 
ing members — of which MBL members 
represent 5%. Coincidentally, Mutual 
Benefit Life, which is the fourth oldest 
life insurance company in the country, 
last year ranked fourth in Million Dollar 
Round Table Memberships. 

In Mutual Benefit Life’s own Million 
Club, there are 90 members who each 
wrote a million dollars or more Mutual 
Benefit Life business last year. 
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Alberta Stutsman is 
Advertising Manager 


FOR MASSACHUSETTS MUTUAL 


Succeeds Seneca Gamble Who Retired 
Nov. 1; Her Wide Experience From 
Field to Home Office 


S. Alberta Stutsman, CLU, who has 
been assistant advertising manager for 
Massachusetts Mutual Life since 1957, 
been named advertising manager 
succeeding Seneca M. Gamble who re- 
tired Nov. 1. 

A native of 


has 


Jacksonville, Ill., Miss 
Stutsman has been affiliated with Mas- 


sachusetts Mutual since 1934 when she 


joined its Detroit agency. She spent 
most of her early life in Dearborn, 
Mich., is a graduate of Wayne Univer- 


sity in Detroit, and received her Chart- 
ered Life Underwriter designation in 
1941. 

Her first position with Massachusetts 
Mutual was as direct mail secretary in 
the George E. Lackey Agency in De- 
troit. She was named manager of the 
women’s department of the agency in 
1946, became district manager in Trav- 
erse City, Mich. early in 1949, and joined 
the home office staff later that year. She 
was named an agency assistant in 1953, 
assistant advertising manager in 


From 1944 to 1946 Miss Stutsman was 
on active duty as a member of the 
Women’s Reserve of the United States 
Marine Corps. She held the rank of 
captain at the time of her resignation in 
1957. While in Detroit from 1935 to 1949, 
Miss Stutsman took an active part in the 
Detroit Life Underwriters Association, 
the Women’s Division of the Underwrit- 
ers Association, the General Agents and 
Managers Association, and the Detroit 
Chapter of CLU, serving each group as 
publicity chairman. She was president of 
the Women’s Advertising Club in Detroit 
from 1942 to 1944 

Miss Stutsman was regent of the Col. 
Joshua Howard Chapter of the DAR 
from 1946-48, and in 1949 was elected 
state secretary of the Michigan Society 
of DAR, but she came to the home office 
of the Massachusetts Mutual prior to 
taking office. 

Since coming to Springfield, Miss Stuts- 
man has held all offices of the Spring- 
field Chapter of CLU, including that of 
president, and during 1957-58 was chair- 
man of the query board for the Ameri- 
can Society of CLU. In 1959-60 she 
served as an officer of LAA, editing its 
monthly publication. 

Miss Stutsman has served as a mem- 





ALBERTA STUTSMAN 


ber of the Springfheld YWCA board of 
directors during eight of the last 10 
years, is a member of the Business and 
Professional Women’s Club, program 
chairman for Zonta, a director of the 
Springfield Advertising Club, and a mem- 
ber of the Appalachian Mountain Club. 
Since coming to Springfield she has 
served as advisor and interpreter for 
the Deaf Women’s Club of the Spring- 
field YWCA. 


In 1955 Miss Stutsman visited Norway, 
Denmark and Sweden, and during the 
summer of 1959 she led a group of 18 
members and guests of the Appalachian 
Mountain Club into Africa’s Kenya and 
Tanganyika to photograph game and to 
climb Mount Kilimanjaro. 





Named Associate Counsel 

John B. Barney has been appointed 
associate counsel of the Union Mutual 
Life of Portland, Me. He was previously 
with a local bank. 

A graduate of Harvard College, Mr. 
Barney attended the Boston School of 
Accounting and was awarded his LL.B. 
degree from University of Michigan Law 
School. He is a member of the Maine 
Bar and Minnesota Bar and belongs to 
the Maine Bar Association. 

During World War II, Mr. Barney 
studied Meteorology at Massachusetts 
Institute of Technology and served as 
a weather tabulating officer and fore- 
caster. He was discharged in 1947 from 
the Air Force with the rank of captain. 





John Hancock's 


RATEABLE AGE AT ISSUE 
0-30 
31-35 
36-40 





Call us 








MUTUALJLIPE INSURANCE COMPANY 
eeerem, EsensouvesTTe 


Ask M. L. CAMPS AGENCY 


about 


New Non-Medical Rules 


The Following Maximum Amounts Will Be Considered: 


for Full Information 


FRANK McCAFFREY LARRY CAMPS 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 


MAXIMUM AMOUNT 
$25,000 
10,000 
5,000 





MARVIN ORNSTEIN 











GROUP LIFE ADMINISTRATOR 


Expanding life company, affiliated with established property and 
casualty organization in New York, now entering Group field. Excep- 
tional opportunity for experienced Group administrator familiar with 
underwriting, issue, sales, claims, accounting, etc. Good future. Salary 
open. Reply in strictest confidence to 

Box 2854, THE EASTERN UNDERWRITER, 93 Nassau St., New York 38 











Joins Am. Educational Life 


Roger Church, formerly state manager 


Arizona Leads in Sales 
Arizona led the country in percentage 


for the Midwestern United Life, has increase in Ordinary life insurance sales 
joined American Educational Life of <=) ¢ ; ith Hawaii 

Nashville, as director of the professional ‘'™ September, with awall second and 
student division, it was announced by South Dakota third, according to the 
E. R. Derryberry, president. Life Insurance Agency Management As- 


A mative of Wichita, Mr. Church joined — sociation of Hartford, which has analyzed | 


pon gem al Life and ringer ames a 8. September sales by states. Countrywide, 
uring three years with that firm, he Ordi . : ‘ 

L ) : ; rdinary bus % p- 
led its central territory in personal dinary business increased 1% in Sep 


tember, compared with September, 1959, 
while Arizona sales gained 26%. In 
Hawaii, September sales were up 25% 
and South Dakota sales showed a 20% 
increase in the month. 

For the first nine months of 1960 with 
national Ordinary sales practically un- 


production. Joining Midwestern United 
as a general agent in Auburn, Ind., he 
compiled an outstanding record, which 
resulted in his being appointed state 
manager for Tennessee. Since 1956 he 
has built up a state-wide agency force 
while establishing a national record for 
the company in premium income during 





















1958, At the time of his resignation to changed from the year before. Hawaii 
join American Educational Life, Mr. edd wil ; ; 230%. with Nev: Forr 
Church ranked third among Midwestern’s ‘¢ W!t# an increase of 23%, with Nevada as m 
entire agency structure for insurance in 1 second place, up 16% from the cor- . 
force, responding period of last year. office « 
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Made President Tower Life 


FORRES E. WOOD 


Forres E. Wood, who until recently 
was manager of the San Antonio branch 
office of Mutual Of New York, has been 
elected president of the Tower Life In- 
surance Co. of that city. The charter 
name of this old line, legal reserve com- 
pany was changed at the same time that 
Mr. Wood was elected president. The 
company has been known as Citizens 
Republic Insurance Co. The company 
owns and has its home office in one of 
the tallest buildings in Texas. This 31- 
story building which has been known as 
the Transit Tower, is being changed to 
Tower Life Building. 

Forres Wood, a graduate of Texas 
A & M is a native Texan and was born 
on one of the state’s pioneer ranches 
which is still operating near Dripping 
Springs. In 1948 he engaged in the in- 
surance business, joined Mutual Of New 
York the following year, becoming as- 
sistant manager. He was called to New 
York in 1954 and instructed agency 
schools throughout the United States. 
In April, 1955 he returned to San An- 
tonio as manager of Mutual Of New 
York serving Southwest Texas and built 
it into one of the top agencies. 

Mr. Wood was president of the San 
Antonio Junior Chamber of Commerce 
in 1951-52 and in that same year, re- 
ceived the organization’s Man of the 
Year Award. He has been vice president 
of the State Junior Chamber of Com- 
merce and a director of the national 
body. 

In addition to life, the company also 
writes accident, health, hospitalization, 
Group, pension and annuity insurance. 





Pryor to Chairman NALU 


Nominating Committee 
William H. Pryor, agent for Connecti- 
cut Mutual in Wauwautosa, Wis., has 
been elected chairman of the 1960-1961 
nominating committee of The National 
Association of Life Underwriters. 

Mr. Pryor was elected to the com- 
mittee at NALU’s recent 1960 annual 
convention in Washington and was 
named to his chairmanship by a vote of 
his fellow committee members. 

Others who will serve on the commit- 
tee are Elsie S. Doyle, Union Central 
Ft. Lauderdale, Fla. chairman of last 
year’s nominating committee; David CC. 
Gaut, Mutual Benefit, Memphis; William 
S. Hendley, Jr, Mutual Of New York, 
Columbia, S. C., NALU immediate past 
President. 

Also “O. P.” Schnabel, Jefferson 
Standard, San Antonio; Jack White, 
CLU, The Prudential, Los Angeles; and 
ernon R. Zimmerman, Acacia Mutual, 
Washington, D. C. 





Record Dividends by Mutual 


Mutual Of New York expects to pay 
its policyholders $50,000,000 in dividends 
and excess interest in 1961, making the 
largest allocation in the company’s 117- 
year history. The 1951 amount will be 
2%4 times as much as it was in 1951, and 
will be $3,200,000 more than the 1960 
payment. 

MONY President Roger Hull said that 
the bulk of the increase comes from a 
boost in the company’s dividend scale 
for most Ordinary insurance policies and 


annuities. The rest of the increase is 


the result of a rise in the company’s 
insurance in force, he said, and an in- 
crease in excess interest on supplemen- 
tary contracts and dividend deposits over 
the 1960 scale. 

The trustees also approved an in- 
crease from 3.5% to 3.55% in the interest 
rate to be paid on participating supple- 
mentary contracts, and an increase from 
3.3% to 3.55% in the interest rate to be 
paid on dividend deposits. 

The present scales for termination di- 
vidends and dividends on ‘Accident i& 
Sickness policies will be continued next 
year. 


F. D. Woodall Appointed 


Georgia International Life has an- 
nounced the appointment of Franklin 'D. 
Woodall as a member of the home office 
underwriting staff. 

Mr. Woodall 


was educated in the 
Griffin, Ga., public schools and _ the 
University of Georgia. Prior to his 


joining Georgia International, Mr. Wood- 
all was assistant secretary of Universal 
American Life in Atlanta. 

‘Mr. ‘Woodall is a Mason and a mem- 
ber of the Atlanta Junior Chamber of 
Commerce. 





4Etna Life Trains 
for Success 





BUSINESS 


a successful life insurance career. 


bined with text book study. 


books and examinations. 


THIS MAN WON’T ACCEPT 
AN AVERAGE INCOME IN 
THE LIFE INSURANCE 


He knows that sound training is vitally important in order to get 
ahead. That’s why so many like him are benefiting by Atna Life’s 
intensive training program. This is a five-step course which equips 
‘Etna Life representatives with the knowledge necessary to build 


1 Basic Estate Control Plan School. A four-week course at the Home Office 
with expert instructors teaching proved sales plans. 


2 Career Course. Under the general agent’s supervision, field work is com- 
3 Advanced Training. Business insurance and tax courses at the general 
agency supplemented by field schools and clinics. 


A C.L.U. Participation. The company provides financial assistance for text 


Leaders Seminars and Regional Meetings. Men who qualify exchange 


ideas with other top salesmen, Home Office personnel and prominent men 


from business and industry. 





AZ TNA LIFE 


INSURANCE COMPANY 


Affiliates: Attna Casualty and Surety Company 
The Standard Fire Insurance Company * Hartford 15, Conn. 
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E. R. Erickson Resigns 
Buffalo Gen’l Agency 


35 YEARS WITH JOHN HANCOCK 





Headed Agencies In Several Locations 
Before Going to Buffalo; Developed 
Many Outstanding Producers 





Buffalo—The Hancock Mutual 
Life announces that Edwin R. Erickson 
has asked to be relieved of his manage- 
ment duties and responsibilities as gen- 


Buffalo 


John 


eral agent for the company at 
effective November 30. 


Mr. Erickson will maintain offices in 





EDWIN R. ERICKSON 


Bank Building, Buffalo as 
well as in New York City and devote his 
time to the sale and service of business 
insurance, pension plans and Group in- 
surance. 

He has served the John Hancock, 
distinction, 


the Liberty 


with 
for over thirty-five years in 

capacities of agent, sales 
associate general agent and 
agent, commencing as a part- 
for the Syracuse agency 
while attending college at New 
York. He ap- 
pointment at Syracuse on demonstrated 
subsequently 
similar duties at 


the various 
supervisor, 
general 
time agent 
Ithaca, 
received a supervisory 
transferred to 
Decatur, Ill. under the 


late T. W. Boruff. His next assignment 
for the John Hancock was at St. Paul 
where he was one of the youngest gen- 
eral agents ever appointed by the com- 
pany. 


merit and 


Agency Long Company Leader 


Mr. Erickson later became associate 
general agent at Buffalo in partnership 
with the late Percy G. L apey, continuing 
in that capacity until his appointment 
as general agent in 1943 

His agency has led all John Hancock 
general agencies in Ordinary production 
of life insurance for ten consecutive years 
through 1959, and is still the leading 
agency in 960. 

During his career he has developed 
many outstanding men in the life insur- 
ance business, some of whom are now 
general agents or have home office po- 


sitions with the company. 
Mr. Erickson is a member of the 
Million Dollar Round Table—Life and 


Qualifying for the past seventeen years. 
His personal production has been in ex- 
cess of a million dollars, with an annual 
average of more than three million since 
1943. 

He is a member of the Buffalo, Saturn 
and Buffalo Athletic Clubs of Buffalo, 
the Country Club of Buffalo—Bankers 
Club of America and Canadian Club at 
New York City—the Seigniory Club of 
Canada—and the Ponte Vedra Club of 
Florida. 


Variable Annuity Rules 
By D. of C. Superintendent 


Washington—Rules governing the con- 
duct of business by variable annuity 
companies licensed here and regulations 
controlling the segregation by such com- 
panies of variable annuity and life in- 
surance assets have been issued by Dis- 
trict Insurance Superintendent Albert F. 
Jordan. 

These regulations carry into effect a 
statute, enacted by Congress last session, 
authorizing the establishment of separate 
accounts and the regulation of variable 
annuity writers by the District Insurance 
Department. 

The regulations are effective Decem- 
ber 31, 1960. Their requirements are as 
follows: 

“1. The computation of the net invest- 
ment factor shall be based exclusively 
upon the investment experience of that 
account, except as regards contracts is- 
sued prior to December 31, 1960, specify- 
ing otherwise. 

“2. No person while serving as an elected 
or appointed officer or as a director or 
trustee of any company shall receive di- 
rectly or indirectly any commission on 
the business transactions of the company. 

“3. The company will effect no trans- 
fer of assets or liability to or from the 

variable contract account except in mak- 
ing the adjustments necessitated by con- 
tract and the mortality experience ad- 
justment specified in D. C. Code Sec. 
35-541(a). Such adjustments shall be made 
by a cash transfer only. 

“4. The company will value assets of 
the variable contract account at market 
values, where possible, or, in the absence 
of a market value, by appraisal. 

“5. Each company will file with its ax 
nual statement the supplement includéd 
with the blank form. 


“6. All variable annuity contracts and 
the applications therefore will cgntain a 
prominent notice that annuity payments 
are variable and are not guaranteed as 
to fixed dollar amounts. 


“7. The company will establish one or 
more separate bank accounts into which 
only and all variable contract premiums 
and considerations will be deposited. All 
amounts so deposited will be appropri- 
ately transferred periodically, consistent 
with the company’s general accounting 
procedure. 

“8. For each variable annuity contract 
the company will maintain a_ history 
record card or ledger sheet showing, in 
addition to the usual premium or con- 
tract consideration information, each net 
annuity consideration applied and the in- 
crement and accumulated balance on 
either a unit or dollar value basis.” 








CONSULTING ACTUARIES INTERNATIONAL, INC. 


Consultants to Insurance Companies and 
Emplove Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 


ClIrcle 5-2300 





Ww 


LIFE INSURANCE 





Announcement 
MUTUAL FUNDS 


A. & H. 








fringe benefits. 





ww ~ = © ww S ww 


Appoint L. D. Bredwell 


Bankers Life *6f Nebraska has an- 
nounced=the! ‘appointment of ;Laurence 
Dy Bredwell as general agent for the 
company’s new agency operations in Cin- 
¢innati, 

Mr. Bredwell brings a six-year record 
of sales and agency management to 
Bankers Life. Most recently, he was 
agency manager for Life of North Amer- 
ica in Chicago. 

A native of Cincinnati, Mr. Bredwell 
was educated at the University of Mary- 
land. He served for ten years in the 
Army, receiving his discharge as a cap- 
tain in 1954 





RAPID CITY GENERAL AGENT 


Bankers Life of Nebraska has an- 

nounced the appointment of Lisle E. 
Owens as general agent in Rapid City, 
S: 
Mr. Owens goes to Bankers Life with 
a successful nine-year background as an 
agent with Monumental Life in Rapid 
City. A native of South Dakota, Mr. 
Owens was educated at South Dakota 
State college. During World War II, he 
served with the Navy in the Pacific. 





Our office has a New Look! 
accommodate four TOP PRODUCERS. We offer 
a unique commission arrangement plus private 
office — secretary — private telephone — group 


THE MARK DAVIS AGENCY, 
General Agents 


CRAIN ASSOCIATES, INC. Broker-Dealer 
114 Main Street, Hempstead, N. Y. 











JOHN A. 


NEWMAN 


New York 17, N. 





JOHN A. 


130 William St., New York 38, N. Y. 


NATIONAL LIFE 
OF 
VERMONT 





ABE EISEN BRANCH 
ABE EISEN, CLU 
110 East 42nd Street 
Y. YU 6-2490 


Split Level Premium Life Insurance 
Low Outlay-Low Cost-Ask about it 


NEWMAN AGENCY 


General Agents 


WO 2-2163 





ABE EISEN 




















We can now 


INC. 


IVanhoe 5-2414 
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Pareti Made General Agent 


The Sun Life of Baltimore has ap- 
pointed Harold A. Pareti as general 
agent in Carlstadt, N. J. Associated 
with Mr. Pareti as agency manager of 
this general lines agency located at 1438 
Hackensack Street is Paul J. Ortenzio., 

Mr. Pareti, a life-long resident and 
presently the mayor of Carlstadt, at- 
tended Fordham and Rutgers Univer- 
sities and served in the U. S. Navy from 
1942 to 1946. A trustee on the Carlstadt 
board of education for the past nine 
years and a charter member of the Carl- 
stadt Lions Club, Mr. Pareti is also ac- 
tive in the American Legion, Elks and 
V.F.W. organizations. 





Chas. M. Morgan Appointed 


Charles M. Morgan Jr. has been ap- 
pointed general agent at St. Louis for 
Aetna Life succeeding Walter W. Smith, 
who was named a partner in one of the 
company’s New York City general agen- 
cies. 

Mr. Morgan, who has been general 
agent at Saginaw, Mich., for the past two 
years, joined Aetna Life at Hartford in 
1948 after attending Bentley School of 
Accounting and Finance. He subsequent- 
ly served as cashier in the Syracuse, 
Cincinnz ati and Boston agencies and as 
supervisor at a New York City agency. 
He was associate general agent at Sagin- 
aw before being advanced to general 
agent there. 





PHOENIX MUTUAL MANAGER 


Harold F. Neaderhiser has been named 
manager of the Davenport agency of 
Phoenix Mutual Life. 

A graduate of Kansas State Univer- 
sity, Mr. Neaderhiser entered the life 
insurance business in 1953 after serving 
several years as a school administrator. 
Since 1955 he has been supervisor for 
Union Central Life in Wichita, Kansas. 
While there he was president of the 
Kansas Leaders Round Table and _ vice 
president of the Wichita Life Under- 
writers Association. He holds the CLU 
designation and has served the Kansas 
Chapter as a member of the board. 





Bageant Vice President 


Equitable Society has appointed Ken- 
neth E. Bageant, heretofore manager 0 
the cashiers’ division, to be vice presi 
dent of the cashiers’ department succeet- 
ing Vice President Harold A. Spiller whe 
retires after 39 years service with the 
Society. 
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American United Life Has 


New Programming Material 
American United Life introduced new 
life insurance programming material 
called “Living Dollars” at a special school 
for advanced agents October 31-Novem- 
ber 3 in the company’s home office in In- 


erty value of life insurance. 

American United “faculty members” 
are Lawrence Leland, vice president and 
director of agencies; Robert B. Thomp- 
son, CLU, manager of training and di- 
rector of this school; Ralph J. Campbell, 
agency field supervisor; Edward 
Thomas, assistant manager of training; 


Rhode Island Managers 
Gets GAMC “First Charter” 


The Rhode Island General Agents and 
Managers Association became the first 
association to be chartered under the 
new rules and regulation of the General 
Agents and Managers Conference of 





regulations of GAMC, which will go into 
effect on January 1, 1961, will provide 
for a democratic national assembly, sim- 
ilar to the national council of NALU. 
Chartered General Agents and Managers 
Association will elect national repre- 
sentatives who will have voting privileges 
at future meetings of GAMC., In his re- 
to the membership, Mr. Purser: 


= , 4° *. : ° port 
dianapolis. f Sherman M. Jenson, vice president, NALU, according to Carr R. Purser, aati — 3 : 
FI Attended by career agents from nine Group; E. Earl Ward, health insurance national chairman of GAMC. — by baygsost 4 yest a evi 
states, the school covered settlement actuary; Kaye B. Wilson, claims man- The request for “First Charter” was ‘™0™ @ Tew scattered thousands of indi- 


options, Group insurance, health insur- 
ance and business insurance with special 
emphasis on tax problems and the prop- 


ager, and Milton K. Elrod, Indianapolis 
attorney and independent insurance coun- 
sel. 


presented for approval at the annual 
meeting in Washington, by Lloyd Cran- 
dall, manager for Phoenix Mutual in 


vidual members unattached to local Gen- 
eral Agents and Managers Associations 
to about 6,500 who are now joint mem- 






























bers of their local and national organiza- 


” 


Providence and a past president of the 
Rhode Island GAMA. The new rules and 
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~ Name Metropolitan Vice Presidents 


Frank E. Jorgensen and Henry E. 
Mellin have been appointed second vice 
presidents in Group insurance by Metro- 
politan Life, it has been announced by 
Frederic W. Ecker, board chairman. 
Other November 1 appointments are: 





FRANK E, JORGENSEN 


Jerome D. Doyle to be third vice pres- 
ident, Group insurance; Rexford W. Mc- 
Curdy to be assistant vice president, field 
training. 

Mr. Jorgensen is a native of Colorado 


JEROME D. DOYLE 


and a graduate of Drake University. 
After several years of experience with 
General Motors and Cadillac Motor Car 
Co., in San Francisco, he joined the 
Metropolitan as a Group salcs super- 
visor in 1929. He was advanced to Group 
regional manager and placed in charge 
of the Pacific Coast region in 1954, re- 
maining in that post until his appoint- 
ment as third vice president and trans- 
fered to the company’s home offce in 


New York on January 1, 1958. 
Mr. Mellin has been associated with 
the Metropolitan since 1934. He was 


born in Chicago, and received his edu- 
cation at Northwestern University 
(where he was an Austin scholar), at 
University of Munich and the London 
School of Economics. He formerly was 
regional supervisor in th Group division 
from 1946 to 1955, and was regional man- 
ager of the Atlanta Group office from 
early in 1955 until his appointment as 
home office sales manager later the same 
year. He was appointed an officer of 
the company with the title of assistant 
vice president on January 1, 1956, and 





was advanced to third vice president on 
January 1, 1958. 

Mr. Doyle, who has been associated 
with the company since 1913, served in 
various capacities in the Group division 
and as a member of the company ad- 


HENRY E. MELLIN 


ministrative personnel before being ad- 
vanced to officer rank with the title of 
assistant vice president on January 1 
1957. 

Mr. McCurdy, former district manager 
for Metropolitan in Austin, Tex., and 
New Orleans, began his career with the 
company as an agent in 1947. He is a 
graduate of University of Alabama, and 
prior to his appointment as district 
manager, had served successively as 
assistant manager, field training instruc- 
tor, and field training supervisor. He was 
appointed executive assistant in field 
training on March 1, 1959. 


Joins All American L. & C. 


E. E. Ballard, president of All Amer- 
ican Life & Casualty has announced the 
appointment of Glenn Tiffany who will 
build his agency in Atlanta, Ga., and 
establish other agencies in central and 
northern Georgia. He will also serve as 
agency director for Tennessee. 

Prior to joining All American, Mr. 
Tiffany was associated with New Eng- 
land Life as general agent. Prior to that 
he was assistant director of agencies at 
the home office in Boston. He was a 
member of the Million Dollar Round 
Table, selling a million dollars of in- 
surance on 96 lives in his first eight months 
qualifying him as “Rookie f the Year.” 

Mr. Tiffany is a member of NALU and 
secretary of the Atlanta Life Managers 
Club. 
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LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








TO GENERAL BROKERS 
THE LEE NASHEM AGENCY . 
“The Major League Agency 
(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.! 
All communications on your letterhead—with 
copies to you. All phone calls taken at your 
switchboard and relayed to us. Your client 
gets expert service from your own hand 
picked expert. Double your volume with half 
the effort—at no extra cost 
PHONE US, THIS PLAN WILL MAKE 
MONEY FOR YOU! 
Call us at Oxford 7-2950 
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Sturgis Executive V. P. 
Of Old Security Life 


Kansas City, Mo—Jim B. Sturgis has 
been elected executive vice president, 
Old Security Life. He served as general 
manager of the company at its founding 
in 1953, and is being promoted from vice 
president and general manager. 

A native of Cincinnati, he entered the 
consumer credit insurance field shortly 
after Army service. Old Security Life 
has added Ordinary life, accident and 
health, and special risk divisions to its 
original credit insurance operation. At 
the end of the nine-month period Sep- 
tember 30, the company had increased 
the amount of insurance in force to $300,- 
000,000. It is currently licensed for busi- 
ness in 45 states and the District of Co- 
lumbia. 





Republic National Names 
New Medical Assistant 


Appointment of James K. Goodlad, 
M.D., as medical assistant for Republic 
National Life, Dallas, was announced 
by E. F. Brewer, senior vice president, 
underwriting division and Dr. Donald G. 
Kilgore, vice president and medical di- 
rector. 

Born in Houston, Dr. Goodlad received 
his Bachelor of Science degree from 
Tulane University in 1950 and was grad- 
uated from the School of Medicine, Tu- 
lane University in 1953. He is a member 
of Theta Kappa Psi Medical Fraternity 
and the American Medical Association. 
Dr. Goodlad is also active in The Opti- 
mist Club and the YMCA. 





EMPIRE’ 


Everyone’s Talking About It... 


Hospital-Surgical Expense Policy 


PLAN — 1 Premiums Payable For Life 
PLAN — 2 Premiums Payable to Age 65 


Guaranteed Renewable 
For Life 





20-10 Hospital Plan — Something new in the Hospital Field 
Guaranteed Renewable To Age 65 





MORGAN O. DOOLITTLE, 
President 





A Complete Portfolio of Life and Group Coverages 
Direct Mail Program That Gets Results 


For A General Agency Opportunity— 
Write 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. 


DOUGLAS 5S. FELT, 
Agency Vice Pres. 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








| O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Hartford General Agent 


ROBERT S. HOUSE 


Promotion to general agent of Robert 
S. House, CLU, manager of New Eng- 
land Life’s Hartford agency, was an- 
nounced by President O. Kelley Ander- 
son. The agency, located at 95 Wood- 
land Street, has 24 full time agents and 
$90 million of life insurance in force. 

Mr. House graduated from Yale in 
1942, served four years in the Navy, be- 
ing discharged at a lieutenant, and joined 
New England Life in 1947. He was pro- 
moted to supervisor in 1949 and became 
agency manager in 1958 on the retire- 
ment of his father, W. Watson House, 
who had been general agent for 25 years. 

Robert House is past president of the 
Hartford Life Underwriters Association 
and of the Supervisors Association 0! 
Connecticut, director of the Hartford 
Chapter of CLU, director of the Hartford 
Rotary Club, member of the executive 
committee of the 20th Century Club, 
member and former club golf and bow 
ing champion of the Hartford Golf Club. 
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Baltimore General Agent 


SIGMUND M. HYMAN 


Appointment of Sigmund M. Hyman, 
CLU, as general agent in Baltimore of 
New England Mutual Life was an- 
nounced by President O. Kelley Ander- 
son. The new agency, with headquar- 
ters in the Weaver Building at 100 St. 
Paul Street, opened November 1. 

A graduate of Franklin and Marshal 
College, Mr. Hyman joined New Eng- 
land Life in 1955 as an agent with the 
Frederick A. Savage, Jr., agency in Bal- 
timore. In his first four months with the 
company he placed more than a million 
dollars of life insurance and since has 
averaged sales of $3 million each year. 
In 1956 he set a new company record 
by placing $6.2 million of life insurance 
protection, " 

Mr. Hyman is a past chairman of the 
law and legislation committee of the 
Baltimore Life Underwriters and is a 
member of the Baltimore Estate Plan- 
ning Council, a life and qualifying mem- 
ber of the Million Dollar Round Table, 
a life member of the New England Life 
Leaders Association and has been a 
member of the company’s Hall of Fame 
for six years. 





Many Taking HOLU Exams 


For the 13th straight year there has 
been a record enrollment in the examina- 
tions in proficiency in home office under- 
writing sponsored jointly by the Institute 
of Home Office Underwriters and the 
Home Office Life Underwriters Associa- 
tion. This was reported at the annual 
meeting of the Institute of Home Office 
Underwriters, in Washington, D. C. this 
week, 

W. R. Condon, underwriting secretary 
of Ohio National Life, chairman of the 
joint education and examination commit- 
tee of the two underwriters’ groups, said 
that in the past year 203 students had 
taken Part I of the examination, an in- 
crease of 33 over the year before; and 
159 students had taken Part II, an in- 
crease of 22 over the previous year. 
Certificates of Proficiency were awarded 
to 85 students who had completed the 
course of two examinations during 1960. 

r. Condon said that reference ma- 
terial used in preparing for the examina- 
tions had been completely revised by the 
committee this year, and that references 
that do not appear in textbooks have 
been reproduced in a loose-leaf book, 
“Readings in Underwriting,” making it 
possible to add or delete material in the 
future to keep the book up to date. The 
book is available to students and to 
working underwriters for $6 from the 
Secretary-treasurer of the joint commit- 
tee, Donald J. van Keuren, Metropolitan 
ife Insurance Co., 1 Madison Avenue, 
New York 10, N. Y. 


Term Rates Reduced by 
Massachusetts Mutual 


The Massachusetts Mutual Life an- 
nounced that gross premiums on 10, 15 
and 20-year term policies, except for 
10-year term policies at younger ages, 
have been substantially reduced. Material 
reductions were also announced on mort- 
gage retirement (term insurance to cover 
reducing principal on mortgages) and 
family protection agreements (term in- 
surance to provide additional income for 
the family during its growing years). 
Rates for extra protection (level term 


“riders” attached to permanent life in- 
surance policies) were generally revised 
downward with substantial reductions on 
most plans. No adjustments were made 
in premiums on five-year renewable and 
non-renewable policies. 

_ Net cost to policyholders on term pol- 
icies (except five-year term policies) will, 
in many instances, also be considerably 
reduced, as increased illustrative divi- 
dends go into effect simultaneously. This 
is the fourth announcement of reduction 
in premiums made by the Massachusetts 
Mutual this year. Revised rates went 
into effect earlier this year for retire- 
ment income, single premium life an- 
nuities, and accidental death benefits. 


Let’s talk 


TERM 


...and its proper place 


Adds Los Angeles Agency 


General American Life has announced 
the expansion of its multiple agency 
system in Los Angeles with the appoint- 
ment of Patrick A. Paige as a general 
agent. The company already had two 
general agencies in Los Angeles oper- 
ating under the system used extensively 
by General American Life in large metro- 
politan areas. 

Mr. Paige entered the life insurance 
business in 1952 as an agent for Mutual 
Of New York. Since 1955 he has been 
agency and brokerage supervisor for 
Occidental, working with more than 600 
brokers specializing in life insurance. 


A place for everything . .. and everything in its place. That’s General American 
Life’s philosophy on term insurance. 


We were pleased when a certain young widow received substantially more 
benefits than her husband could ever have afforded . . . because of Family Income 


Agreements. 


It was good, also, to see how term insurance helped a promising young business 
man. With his temporary, low-cost protection, he gained peace of mind .. . was 
better equipped to protect his frail capital, to plunge ahead into the fray. 


However . . . and let’s face it . . . sell a man term insurance and you often sell him 
short. Quite possibly, you deprive him of guaranteed savings, available through 
steadily built-up cash values. You may deprive him of the guarantees of protection 
as long as needed, at a level premium he can afford. 


No doubt about it ...term plans, in proper perspective, can meet special needs 
for low-outlay, temporary protection. 


But at General American Life, the emphasis is on permanent life insurance... 


the kind most likely to be of long-lasting benefit to the people who buy it .. . the 


kind most likely to offer the most tangible... and intangible... returns to the 


agents who sell it. 
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Made News Bureau Manager 





RICHARD G. 


McGANDY 


Appointment of Richard G. McGandy 
as news bureau manager for Occidental 
Life of California has been announced 
by H. Dixon Trueblood, vice president 
of public relations and advertising. Mr. 
McGandy will be responsible for pub- 
licity functions under the supervision of 
Don F. Sorensen, director of press re- 
lations and publications, in the com- 
pany’s home office in Los Angeles. 

For the past 10 years Mr. McGandy 
has been engaged in publications, pub- 
licity, and public relations work with 
commercial and industrial firms in the 
Los Angeles area. Most recently he was 
with Pomona Tile Manufacturing Co. 
and previously was with Lockheed Air- 
craft Corp. and Firestone Tire & a 
ber Co. A native of Washington and : 
veteran of World War II, he meeieed 
a bachelors degree from University of 
Washington and a masters degree from 
University of Washington and a mast- 
ers degree from UCLA’s Graduate De- 
partment of Journalism. 





Lincoln National Names 


Miller at Santa Barbara 


D. R. Miller, Jr. has been appointed 
general agent of Lincoln National Life’s 
new agency in Santa Barbara, Cal., ac- 
cording to an announcement made at the 
company’s home office in Fort Wayne 
by Henry W. Persons, vice president 
and director of agencies. 

Mr. Miller entered the life insurance 
business in 1952 as an agent in Paso 
Robles, Cal. He was named to his com- 
pany’s Leaders Club in both 1953 and 
1954 and a year later, he transferred to 
Long Beach, where he entered manage- 
ment work as unit manager for his com- 
pany. During the next two years, he 
was instrumental in doubling the unit’s 
sales production. 

In 1957, Mr. Miller moved to Los 
Angeles where he was appointed as- 
sistant branch manager, the position he 
held until his present appointment as a 
general agent. 





Wash. Companies Merge 


A merger of Old American Life Co. 
of Seattle with the Sunset Life Insurance 
Co. of America, headquartered in Olym- 
pia, W ashington, has been approved by 
the boards of directors of both firms, 
according to a joint statement by Gar- 
land Sponburgh and Neil Woody, re- 
spective presidents. 

The two firms will combine operations 
at the end of this year in the recently 
completed home office building of Sun- 
set Life and operate under that name. 
The plan is subject to approval by the 
State Insurance Commissioner and the 
stockholders of both companies. 





MADE FIELD REPRESENTATIVE 
Appointment of Bob C. Gilpin as field 
representative for the Standard Insur- 
ance Company has been announced by 
William T. Moore, agency 
Standard’s Seattle office. 


manager of 


Mr. Gilpin will represent the com- 
pany in the sale of individual life insur- 
ance, accident and sickness insurance 


and Group insurance in the Aberdeen, 
Washington area. Mr. Gilpin is a mem- 
ber of the National Association of Life 
Underwriters and active in Toastmasters 
International. 


a a 








Fort Worth General Agent 


Ira L. Thomas has been named a gen- 
eral agent in Fort Worth for General 
American Life. He joins two other 
Fort Worth General American Life gen- 
eral agents under a “multiple agency” 
set-up which permits men to take on 
management responsibilities without 
leaving their home communities. Mr. 
Thomas entered the life insurance busi- 
ness in 1946 and has had experience both 
as an agent and as a staff manager. 








**Following the Hounds”’ 


Prior to the Revolution, George Washington, a superb horseman, par- 
ticipated frequently in his favorite sports, fishing and fox hunting for 
which he and his neighbors “followed the hounds” near his Mt. Vernon 


estate. 


This reproduction is one in a series of eleven original oil 
paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 


A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


Washington National 


COMPANY 


INSURANCE 
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BMA Has 7% Increase 


The high level of new life insurance 
business written by Business Men’s As. 
surance was extended during the third 
quarter to bring the gain in life insur. 
ance sales for the first nine months oj 
this year to 7%, according to W. D. 
Grant, BMA president. Life insurance 
sales for this period amounted to $323. 
846,892, compared with $302,687,336 a year 
ago. 

New paid-for sales were $21,160,000 
higher than a year ago; at the end of the 
first half, the gain was $10,575,000. 


Insurance in force September 30 was § 


$1, 887,918,230, a gain of $152,929,081 for 
the nine months; a year earlier when the 
total was $1,672,553,014, the gain was 
$145,065,774. 

The life and health insurance com- 
pany’s total income set a new high this 


year of $48,812,578, which was 5% over © 
the $46,442,218 of a year ago. Premium; § 


of $40,900,714 compared with $39,094,970 
a year ago, reflecting the increase in new 
business and premium deposits by more 
than 1 million policyowners on existing 
contracts. With more funds invested and 


new acquisitions this year carrying af 
somewhat higher yield than prevailing j in § 
1959, the company was able to increase 7 
Grant § 


earnings from this source, Mr. 
said. The nine-month investment income 
was $5,755,060, a gain of 11% over the 
$5,185,910 of a year ago. 

Total disbursements by the company 
this year amounted to $39,318,839, com- 
pared with $36,450,566 for the correspond- 
ing 1959 period. BMA paid $23,646,009 


to its policyowners and their families in J 


the nine months, including $19,162,260 in 
claims and $4,483,749 in dividends, an- 
nuities and surrenders. Total payments 
2 the 1959 period amounted to $21,954- 
571. 





Pan-American Life Names 
Hodgin at Home Office 


Keith E. Hodgin is the newest mem- 
ber of Pan-American Life’s field super- 
visor training program. Under this pro- 
gram young men with experience in life 
insurance selling or field supervision, 
other than managers and general agents, 
are invited to join the company in the 
New Orleans home office to be trained 
for eventual general agent positions in 
the field. Those who meet the qualifica- 
tions spend a portion of each month 
in the home office learning procedures 
and supervisory techniques, and the re- 
mainder of their time in the field on 
various assignments with Pan-American 
agencies. 

Mr. Hodgin entered the insurance in- 
dustry with Commonwealth Life in 
Louisville in 1955. Four years later he 


joined Springfield-Monarch in Indian- 
apolis. 
Educated at New Castle, Ind. and 


Union College, Barbourville, Ky., Mr. 
Hodgin served in the Army from 1953 
to 1955. He was a member of the Indi- 
ana Health and Accident Association 
and is a member of the International 
Association of Health Underwriters. 

Regional Agency Vice Presidents Paul 
Light, CLU, and Bernard S. Lyon, are in 
charge of Pan-American’s field supervisor 
tr aining program. 





Standard Ins. Supervisor 


Robert V. Cummins, vice president of 
Standard Insurance Co. has announced 
appointment of Fred M. Rosenbaum as 
supervisor for the Bob Rau, East Port- 
land Agency. A graduate of the advance 
life insurance marketing course, W ash- 
ington University, Mr. Rosenbaum is 
presently enrolled in his CLU studies. He 
attended Reed College in Portland and 
the Northwestern College of Law. ' 

Prior to joining Standard he was credit 
manager for Zell Bros. in Portland. He 
is an officer of the B’nai Brith, educa- 
tion chairman for the Mayor's Commis- 
sion for Intergroup Relations, Oregon 


National Guard. He has also been active 
in United Fund, Red Cross and City Club 
functions. 
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Crown Life Passes Billion 
In Force in United States 


A. F. Williams, vice president and man- 
aging director of Crown Life in Toronto, 
announced that the company now has 
over a billion dollars of insurance in 
force in the United States. 

In 1945, the Crown Life had 9 agen- 
cies in the United States with a total 
insurance in force of $47 million. To- 
day 80 general agencies serve the public 
in 46 states, Puerto Rico and the District 
of Columbia. 

The total insurance in force for the 
entire company is in excess of $2,750,- 


000,000 





MONY Time Signal Changes 


One of the features of New York 
City’s skyline is having its face lifted. 
The clock at the base of Mutual Of 
New York’s 150-foot weather tower is 
being mated with a new temperature 
indicator, and both the time and tem- 
perature signals are being juiced up with 
a new, reflector-type light bulb that 
MONY officials say will make the unit 
visible “in the brightest sunlight.” 

When the changes are completed, 
about the first week in December, the 
unit will flash time and temperature in- 
formation alternately. six times a minute, 
from atop MONY’s 25-story building at 
55th and Broadway. 





Opens 2nd Detroit Agency 

Pacific Mutual Life has established a 
new Detroit agency and _ appointed 
Robert C. Dyni as manager. At the same 
time Frederick H. Hummel was named 
as manager of the company’s Cleveland 
agency. : 

The new Detroit agency, which will 
cover the Detroit area in addition to 
Pacific Mutual’s E. Walter Albachten 
general agency there, will be housed in 
new offices in the Penobscot Building. In 
locating its newest agency, Pacific Mu- 
tual has taken the opportunity to inte- 
grate its entire Detroit Group, mortgage 
loan and claims operations into a com- 
mon facility. 





Leads General American 

The Donald B. Williams Agency, San 
Jose general agency for General Ameri- 
can Life, St. Louis, ranked first among 
the company’s top ten agencies in the 
amount of individual life insurance sold 
during September. The agency is affili- 
ated with the company’s San Francisco 
agencies. 

Other agencies among the top ten in 
order of their qualification were: Louis 
J. Clark, St. Louis; Vernon L. Woodrum, 
Akron; Cochran-Lowry, Kansas City; 
Frank E. Kelly, San Francisco; James E. 
Gilles, Columbus; Kamaaina Agencies, 
Honolulu, Hawaii; Maurice Levine, Los 
Angeles; Fred F. Sale, St. Louis; and 
the agency in Omaha. 





Occidental Sales Up 9% 


Occidental Life of California’s sales 
of individual and Group life insurance 
for the first three quarters of 1960 are 
9% ahead of the same period last year. 

New Group life sales recorded the 
greatest gains, up 39% over last year, 
while individual sales increased 2%. 

Total sales on September 30 were $1,- 
460,223,238, an increase of $126,383,314. 
Individual sales were $1,088,431,323, up 
$22,057,237. Group sales totaled $371,791,- 
915, an advance of $104,326,077. 

Individual accident and sickness pre- 
miums were $6,106,680, up $898,488 over 
last year to record a 17% gain. 





NAMED BY FINANCIAL LIFE 


R. B. Morgan, vice president of Fi- 
nancial Life, Fort Lauderdale, announced 
appointment recently of Elicke Sicilia as 
Florida supervisor. Mr. Sicilia’s insur- 
ance experience has been that of man- 
aging general agent for the past six 
years, 


Name Cullen and MacDonald 


Lawrence M. Cullen has been named 
general agent at Fargo, N. D., for the 
Aetna Life, succeeding Rod J. MacDon- 
ald, head of the Fargo agency for seven 
years, who was named general agent 
at Saginaw. A graduate of the Univer- 
sity of North Dakota, Mr. Cullen joined 
Aetna Life at Fargo in 1954 and has been 
serving as agency controller for the past 
five years. 


Regional Manager Named 


D. J. Conkey has been appointed as 
regional manager for the State of Wash- 
ington, where he will appoint agency 
builders and develop the state for All 
American Life & Casualty. 

Mr. Conkey has spent many years in 
the life insurance business, most re- 
cently at the agency management level. 
Until his association with All American, 
he was agency vice president for Farm 
& Home Life, Phoenix, Arizona. 





EKliminates Most 
Out of Pocket’’ 
Expenses 














Here’s why so many successful 


—and many other important features. 


The GUARDIAN Life Insurance 


Company OF AMERICA 
Park Ave. South at 17th St., New York 3, N. Y. 





brokers are recommending Group 


Major Medical... by GUARDIAN 


¢ With a basic plan to satisfy the deductible, 
the insured usually has no “out-of-pocket” 
expenses for covered charges; 


¢ Tailor-made to provide realistic coverage against 
the financial shocks of large medical expenses; 


¢ Lifetime Coverage may be made available for 
employees and their 


ependents; 


¢ May be integrated with a GUARDIAN 
Hospital-Surgical Plan or Blue Cross—Blue Shield, 
or written without a basic plan; 


¢ May be written on all employees or on 
specified classes of employees; 


© Our Centennial Year ® 


LIFE e ACCIDENT & HEALTH « 


PENSION PLANS « 


GROUP INSURANCE 


Pension Deposit Fund 
Addition by Guardian 


WILL GUARANTEE 4% INTEREST 





New Program for Non-contributory Plans 
Guarantees Price of Annuities 
Purchased with Deposits 


The Guardian Life has announced the 
addition of a Deposit Administration 
Program to its regular Pension Trust 
line. Designed for businesses with fifty 
or more employes, the new program ini- 
tially provides only for non-contributory 
plans. 

One of the outstanding features of 
Guardian’s Deposit Administration con- 
tract is the guarantee of a minimum in- 
terest rate of 4% during the first five 
years that funds are on deposit. Lower 
guarantees apply thereafter. In accumu- 
lating the Experience Fund, interest rates 
current at the time of deposit will be 
reflected. 


Rates for Monthly Annuity 


The Guardian plan guarantees the pur- 
chase price of annuities purchased with 
deposits made during the first five years. 
The price for each dollar of monthly an- 
nuity bought during the first five years 
for a male at age 65 is $139.92. The 
guaranteed price is slightly higher for 
purchases made after the first five years. 

Under the Deposit Administration 
Plan, no charges will be made to the 
deposit fund for administrative expenses 
and services, other than provided by the 
annuity purchase price (including state 
tax, if any) and a modest contract charge. 
If the annual deposit is $25,000 or less, 
the contract charge is $600. When the 
annual deposit exceeds $25,000, this 
charge is reduced by 2% of the amount 
deposited in excess of $25,000, so that, 
if the annual deposit is $55,000 or more, 
no charge at all is made. A minimum 
annual deposit of $15,000 is required. 

Settlement options under the contract 
include a provision allowing for reduced 
pension payments from the normal re- 
tirement date until death, with pay- 
ments continuing to a contingent annui- 
tant. No health statement of any kind 
is required to elect this option at any 
time before the normal retirement date 
or 90 days before a later retirement date. 
A cash sum settlement in lieu of the 
annuity may also be elected without a 
health statement. 





Ga. International Growth 

The management of Georgia Interna- 
tional Life met with 120 stockbrokers, 
most of whom had participated in the 
initial stock offering of the company on 
August 5, 1959. G. Albert Lawton, presi- 
dent, traced the progress of the company 
during its first 14 months. Arthur C. 
Hueners, secretary-treasurer, discussed 
the territorial expansion of Georgia In- 
ternational and announced, “The com- 
pany is now licensed in 15 states and the 
United Kingdom.” Wylie Craig, vice 
president, in discussing the company’s 
production, stated: “We expect to have 
$50,000,000 of life insurance in force at 
the end of 1960, and to produce $50,000,- 
000 of direct new business in 1961.” James 
C. H. Anderson, vice president, discussed 
the importance to the stockholders of the 
results achieved to date, and ¢oncluded: 
“We find the results we are reporting 
to you to be most encouraging; we did 
not expect to reach our present position 
this quickly with respect to both financial 
results and volume of business.” 





CHICAGO LUTC CLASSES 


Life Underwriter Training Council 
classes are currently being conducted at 
Mutual Trust every Tuesday afternoon. 
Attending the sales training classes are 
15 students from 13 insurance companies 
in the Chicago area. 

This is the third successive year that 
LUTC has selected Mutual Trust as the 
Chicago area class site. Instructor is 
Sanford B. Halperin of Bankers Life 
and Casualty. 
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HERBERT I. TRASK 


The Travelers has announced that 
Herbert I. Trask has been named second 
vice president, life department, and 
James W. Rose, secretary, life under- 
writing department. Named assistant 
secretary in life underwriting was Hed- 
ley E. Hill. 

Mr. Trask is a graduate of the Uni- 
versity of Maine and Hartford College 
of Law. He joined The Travelers in 
1932 in the mortgage loan department 
and was named an examiner in the life, 
accident and Group claim department in 
1934. Four years later he was named at- 
torney in the law department. He is a 
member of the Connecticut State Bar 
Association and the Association of Life 
Insurance Counsel. He served with the 
Navy in the Pacific during World War 
II with the rank of Lt. commander. _ 

Mr. Rose joined the life department in 





R. H. Patton, Ervin Wald to 
Address NYC Association 


The November educational meeting of 
The Life Underwriters’ Association of 
the City of New York will be held in the 
Hotel Astor on November 10, at 2:30 
p.m., according to Association Educa- 
tional Vice President Arthur H. Bikoff, 
general agent, Aetna Life. 

Ralph H. Patton, CLU, superintendent 
of agencies and director of pension trust 
sales, Berkshire Life, Pittsfield, Mass. 
and Ervin Wald, Penn Mutual Life, will 
be the featured speakers. 

Mr. Patton will discuss “The Lowest 
Cost Pension Plan for the Small Em- 
ployer.” He will make a full survey of 
all the factors influencing the true costs 
of a pension plan in actual operation. He 
will demonstrate, in a point-by-point 
analysis, how the accumulation of cost 
factors produces some surprising results 
in those small employe groups having 
a heavy concentration of benefits in a 
few individuals. This speaker suggests 
considering the revision of some pension 
techniques that have been taken for 
granted in order to do the best possible 
job for the client—at the lowest out-of- 
pocket cost. 

Mr. Wald will speak on “Profitable 
Prospecting Procedures.” He will de- 
scribe his prospecting procedures and 
how he keeps a reservoir of clients. A 
firm believer that life insurance can only 
be sold on a close “person-to-person” 
basis, he caters to his client’s egos and 
presents them with a mental picture of 
their retirement possibilities in a man- 
ner they can seldom resist. He will also 
tell you how to sell with the heart as 
well as the head. 

Speakers will answer questions at the 
conclusion of the program. There will 
be no admission charge and attendance 
is restricted to members only. 








JAMES W. ROSE 


1923 and subsequently was named under- 
writer, assistant chief underwriter me 
chief underwriter. He was appointed a 
sistant secretary in 1949. native of 
Wallingford, Conn. Mr. Rose was edu- 
cated in the public schools there. 

Mr. Hill joined The Travelers in 1946 
as an examiner in the life department. 
Three years later he went to the life 
underwriting division and the following 
year was appointed an underwriter. Mr. 
Hill holds the degree of associate in 
business administration from the Uni- 
versity of Hartford. He is a Fellow of 
the Life Office Management Institute. 
During World War II he served with 
the Navy. 
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MDRT Committee Appointments 


Appointments to six committees which 
will serve the 1961 Million Dollar Round 
Table of the National Association of Life 
Underwriters have been announced by 
James B. Irvine, Jr., CLU, Chattanooga, 
National Life Vermont, chairman of the 
1961 Round Table. 

Lester A. Rosen, CLU, Memphis, 
Union Central; James B. Longley, CLU, 
Lewiston, Maine, United Life & Accident 
and Dan S. Holefca, Detroit, Independ- 
ent, have been appointed as chairman 
and vice chairmen, respectively, of the 
program committee. 

Mr. Irvine explained that the 1961 
program committee has been working 
since early summer, evaluating member- 
ship reaction to the 1960 annual MDRT 
meeting, making preliminary suggestions 
for subjects and speakers as well as pre- 
paring a suggested calendar of events for 
the 1961 annual meeting which will be 
held at the Americana Hotel in Bal Har- 
bour, Fla., from June 25 to 29. 

The 1961 nominating committee, under 


the chairmanship of Adon N. Smith, II, 
CLU, Charlotte, N. C., Northwestern 








e SPLIT PREMIUM 
e KEY MAN 


call: 


WILLIAM F. 





NOW Increasing Insurance 
With A Most Unusual Plan Designed Especially For 


e DEFERRED COMPENSATION 


EXAMPLE—MALE, AGE 40 
Death Benefit equals: 


FACE AMOUNT OF POLICY 
plus 


GUARANTEED CASH VALUE (prior to age 65) 
(or 10 years ages over 55) 


plus 
CASH VALUE EQUIVALENT PURCHASED BY 
“FIFTH DIVIDEND" OPTION (prior to age 76*) 


* Based upon 1960 dividend scale and 1960 rates for term insurance option. 


MIDTOWN BROKERAGE AGENCY 


PHOENIX MUTUAL LIFE'S 
LEADING BROKERAGE AGENCY 
Suite 3602, Chanin Building 
122 East 42nd Street, New York 17, N. Y. 


YUkon 6-6585 


BARRY ROSENFELD & CLIFF MELDRUM - SUPERVISORS 
Home Office — Hartford 


KELLY, Mgr. 








Mutual, will meet in Chicago concurrent- 
ly with the program committee to begin 
selection of nominees to the 1962 MD. 


RT executive committee and for director. } 


ships of the MDRT Foundation. While 
the primary function of the nominating 
committee is the selection of nominees, 
its members will assume a secondary 
role by assisting as ex-officio members 
of the program committee. 


Albritton, CLU, Los Angeles, 


Mutual Life; ' Williston L. Bradway, 
CLU, Los Angeles, Equitable, N. Y.: 
Kenneth R. Mackenzie, CLU, Boston, 


New England Life; and James B. Irvine, 
Jr. 

To carry on the continuous job of 
considering possible 
the MIDRT constitution and by-laws, the 


1961 by-laws committee met in Chicago | 


October 30-31 with Walter N. Hiller, 
CLU, Chicago, Penn Mutual, serving as 
chairman, Committee members are 
George L. Byrnes, CLU, New York, 
New England Life; William L. McKech- 
ney, Chicago, Northwestern Mutual; 
Edward J. Mintz, CLU, Salinas, Calif, 


New York Life; and Theodore 'W iding, s 


CLU, Philadelphia, Provident Mutual § 
Life. 

Roy D. Simon, CLU, Chicago, Penn 
Mutual, chairman; Frank E. Grennan, 


CLU, Kansas City, New England Life; 
and ‘E. Price Ripley, CLU, Roanoke, 
National Life-Vermont, form the 1961 
insignia committee which administers the 


Round Table’s insignia and advertising 9 


rules. 


1961 membership committee duties will 4 


be performed by Daniel H. Coakley, 
Boston, New York Life, chairman; 
Joseph N. Desmon, CLU, Buffalo, Con- 
tinental Assurance; and Charles B: 
Kingston, Jr., Hartford, Union Mutual. 
It is this committee’s responsibility to in- 
vestigate, and make recommendations on, 
applicants for the 1961 Round Table in 
cases where there is some reasonable 
doubt regarding the applicant’s qualifi- 
cations for membership . 

Alfred S. Howes, New York, Connecti- 
cut Mutual, will head the public relations 
committee as chairman. In addition to 
his public relations committee duties, 
Mr. Howes will assist the program com- 
mittee in an advisory capacity during 
the Chicago meeting. 


Advanced by N/W N L 


Three Northwestern National Life 
fieldmen have been advanced to new 
responsibilities in the firm’s agency or- 
ganization. 

Howard L. Dalrymple, formerly a 
supervisor in the firm’s southwest di- 
vision at Dallas, has been promoted to 
manager of a district agency at Searcy, 
Arkansas. Robert B. Bell, of the South 
Dakota agency at Black Hills, S. D., has 
been appointed supervisor in the mid- 
west division at Des Moines. Robert S. 
Brown of the Luckey agency at Fos- 
toria, Ohio has been named a supervisor 
in the eastern division at Columbus. 

All three attended the company’s 
home office agents’ eines school. Mr. 
Dalrymple and Mr. Bell joined the firm 
with previous experience in sales work. 
Mr. Brown, a graduate of Western Re- 
serve University, joined the company 
following five years as sales manager for 
a steel products manufacturer. 


(Members of | 
the nominating committee are Robert § 
Provident 7 
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_ Columbus General Agent 





CHESTER LEDFORD 


Massachusetts Mutual Life has an- 
nounced the appointment of Chester 
Ledford as general agent in Columbus 
to succeed Robert L. White who, after 
serving the company since 1951, retired 
on November 1. 

Mr. Ledford attended the local schools 
in Hamilton, Ohio, was graduated from 
Wilmington College in Ohio, and at- 
tended the Life Insurance ‘Marketing 
School at Purdue University. He served 
four years as a marine captain in the 
South Pacific theater during World War 
II and was recalled for duty with the 
rank of major during the Korean conflict. 

Before entering the life insurance pro- 
fession in 1948, Mr. Ledford was a high 
school teacher and coach at Kingman, 
Ohio. During the 12 years he has been 
both a supervisor and manager at Cin- 
cinnati and Kansas City, Mo. 

Active in professional and community 
organizations, Mr. Ledford has been a 
director of the General Agents and Man- 
agers Association and a member of the 
Life Underwriters Association, Advertis- 
ing Sales and Exchange Club, Chamber 
of Commerce and the Masons. 





Group Field Appointments 
By Conn. General Life 


Four staff appointments in its field 
Group insurance organization have been 
announced by Connecticut General Life. 

Merwin E. Soper has been named as- 
sistant district Group manager in San 
Francisco. He formerly served as as- 
sistant Group manager in Des Moines. 

Roger E. Springer will be assistant 
district Group manager in Chicago. He 
has been assistant Group manager in 
Tampa. 

Charles R. Wolff has been appointed 
assistant Group manager in New Haven. 
He was formerly with the Buffalo Group 
insurance staff. 

James R. Ciernia, formerly a special 
Group representative in Long Beach, has 
been appointed assistant Group manager 
there. 





Bankers, Neb. Increase 


Bankers Life of Nebraska had _ its 
biggest production increase in more than 
two years during September. Combined 
life and accident and sickness written, ex- 
amined and paid volume totaled over 
$13,585,000—a 43% increase over Septem- 
ber, 1959. Year-to-date volume is up 24%. 

Company expansion is showing excel- 
lent progress. Five new states have been 
entered in the past year, bringing total 
operations to 33 states and the District 
of Columbia. In addition, several new 
agencies have been started. Immediate 
plans call for entering six more states 
before the end of the year, 





Connecticut Mutual Life 
To Pay Record Dividends 


Policyowners of Connecticut Mutual 
Life will receive a record $35,200,000 next 
year under an increased policy dividend 
scale announced November 1 by Presi- 
dent Charles J. Zimmerman. 

This is 12%% more than would have 
been paid by the company under the 1960 
scale, and is one of the sharpest increases 
in recent years, he said. 

Also announced were increases in in- 
terest rates payable to policyowners and 
beneficiaries in 1961. On dividends left 
with the company to accumulate at in- 
terest, the new rate will be 3.8%, com- 
pared with the current 3.5%. The 38% 
rate will also apply to policy proceeds left 
with the company. 

Under the 1961 dividend scale, which 
will be formally voted by the board of 
directors in January, policyholders will 
receive 50% more in policy dividends than 
they would have if the scale of only 10 
years ago were still in effect. 

The increases have been made possible 
by continuing favorable factors of mor- 
tality and earnings on policy reserves 
and other invested funds, Mr. Zimmer- 
man said. These have helped to offset 
rises in operating expenses and taxes 
and the effect has been to substantially 
reduce net cost of life insurance pro- 
tection, he explained. 

Similarly, the new interest rates to be 
credited on policyowners’ and _ benefici- 
aries’ funds are the highest in 25 years. 
Those who benefit directly are the 350,000 
Connecticut Mutual policyowners who 
leave their policy dividends with the com- 
pany under various options and the bene- 
ficiaries whose policy proceeds are paid 
to them as regular income rather than 
in lump sums. 





GAMC Committee Chairmen 


Carr R. Purser, national chairman of 
the General Agents and Managers Con- 
ference of NALU has announced the 
following committee chairmen to serve 
for the 1960-61 administrative term: 
Area and state meetings, Walter K. R. 
Holm, Jr., Connecticut Mutual: attend- 
ance at convention, William B. Hoyer, 
CLU, John Hancock; budget, L. Kent 
Babcock, Jr., CLU, Aetna Life; educa- 
tion and training, Milton Asfahl, CLU, 
Equitable Life; elections, C. Carney 
Smith, CLU, Mutual Benefit; extension, 
Kendrick C. Hawkes, Mutual Of New 
York; management practices, Hastings 
A. Smith, CLU, New England Life; 
membership, Robert B. Pitcher, John 
Hancock; nominations, Leonard  T. 
Smith, The Prudential; operations man- 
ual, W. Roy Parsons, Pilot Life; past 
national chairmen, Leonard T. Smith, 
The Prudential; program for conven- 
tions, L. Kent Babcock, Jr., CLU, Aetna 
Life; publicity and publications, David 
B. Fluegelman, CLU, Connecticut Mu- 
tual; resolutions, Winston W. Wynne. 
CLU, Connecticut General; rules and 
regulations, C. Carney Smith, CLU, Mu- 
tual Benefit. 

There were two vice chairmen named: 
Vice-chairman for education and train- 
ing, Dale A. Simpkins, New York Life; 
and vice chairman for rules and regula- 
tions, Laurel E. Miller, Sun Life Assur- 
ance. 





Announces Dividend 


A quarterly dividend of 20 cents a 
share on the five million outstanding 
shares of stock in Jefferson Standard 
Life was declared by the directors at a 
recent meeting in Greensboro, 'N. C. 

The dividend will be payable November 
9 to stockholders of record at the close 
of business on October 31. 

Howard Holderness, Jefferson’s presi- 
dent, reported that sales for the first 
nine months of this year exceeded $176,- 
369,000, a gain of about 4% over the 
first nine months of 1959. The net gain 
in insurance in force for the period was 
$76,478,000, boosting the total insurance 
in force as of September 30 to $1,994,- 





LIFE BROKERAGE SUPERVISORS 


Five men needed to manage our Life brokerage operations in Char- 
lotte, Chicago, Cleveland, Reading, Pa. and Washington. Must develop 
life business through licensed agents and brokers. At least five years’ 
experience in selling, agency supervision and brokerage in the ordinary 
field, also a good working knowledge of Group Life and A&H brokerage 
development necessary. Position offers excellent salary, car and ex- 
penses, plus incentive. Send complete resumé, or call Dir. of Sales, 
Valley Forge Life Insurance Co., pastes, Pa., member of American 





Casualty Group. All replies confidential. 








United States Life Climaxes 1960 
With Term Conversion Month 


Gordon E. Crosby, Jr., vice president 
and director of agencies, has announced 
that The United States Life is naming 
November as “Term ‘Conversion Month.” 
During those thirty days, all Term con- 
version will earn double credit toward 
qualification for the company’s regional 
conferences to be held next June at the 
Grove Park Inn, Asheville, N. C., for 
eastern producers, and at the Broad- 
moor in ‘Colorado Springs for midwest and 
Pacific region producers. To attend, the 
qualifying producer must earn $2,500 in 
first year commissions. New producers 
may qualify on a pro-rata basis with as 
little as $2,000 in credits. 

The Term conversion campaign was 
kicked off with an announcement wire on 
October 12, and will be heavily promoted 
throughout the month in all available 
company media, including special field 
trips and meetings conducted to stim- 
ulate interest in the campaign. 

In his announcement, Mr. Crosby 
pointed out that “The entire life insur- 
ance industry has been concerned for 
some time with increasing the sale of 
permanent life insurance. We at The 


United States Life are very much in ac- 
cord with this, especially in terms of the 
advantages it will bring to the producer 
—improved persistency and _ increased 
earnings. 

“Furthermore,” he said, “we _ believe 
that Term conversions are an essential 
part of this important program. For that 
reason, our concentrated year-long cam- 
paign for more permanent insurance is 
now being climaxed by ‘Term Conversion 
Month.’ 

“Earlier this year, the company re- 
leased to the field a complete Term con- 
version sales package, including direct 
mail and pre-approach material, educa- 
tional literature, and a visual sales pres- 
entation. The company expects that the 
use of this material plus the bonus offer 
of double conference credit for Term 
conversion will bring the 1960 program 
to a close on a high note. We are certain 
that, through hard-hitting campaigns 
such as the one we are currently con- 
ducting, we can more successfully realize 
the goal of better conservation and big- 
ger commissions through permanent life 
selling.” 





Men of the Month 


“Man of the Month” honors for Sep- 
tember were shared by two members of 
the Midland Mutual Life’s field force. 
They are Philip Fass, Los Angeles and 
Thomas E. Greig, Minneapolis. The 
“Man of the Month” designation is con- 
ferred each month on the agent who 
compiles the most outstanding _all- 
around performance record among the 
some 600 men and women representing 
Midland Mutual coast-to-coast. Messrs. 
Fass and Greig turned in records that 
resulted in a tie under the company’s 
rating formula. 

Mr. Fass has been a Midland repre- 
sentative since 1957, was “First-Year 
Star” of the company for that year and 
captured the “Man of the Year” desig- 


nation for two successive years. This 
marks the eleventh time that he has 
qualified as company “Man of the 
Month.” 

Mr. Greig captured “Man of the 


Month” honors in his first full contract 
month. He joined the organization on 
August 15 of this year without previous 
personal insurance selling experience. 





Shenandoah Board Meets 


Sales results for the year to date was 
the highlight of a report made to the 
board of directors by G. Frank Clement, 
CLU, acting president of Shenandoah 
Life at the regular meeting in the home 
office in Roanoke, Va., recently. 

Total insurance in force now is $565,- 
677,387 and includes a substantial in- 
crease in Group life insurance made by 
the company in the past three months. 
Assets of the company now are $56,- 
053,354 and reflect investment earnings 
which are up to 4.11%. 

The board of directors formally 
adopted a resolution in memory of Paul 
C. Buford, president of the company at 
the time of his death, last August. 


Baltimore Life Managers 
To Meet for 1961 Planning 


“Operation Forward” is the theme of 
the annual meeting of district managers 
of The Baltimore Life Insurance Co., 
to be held November 10 and 11 at Cherry 
Hill Inn, Haddonfield, N. J. 

This meeting will be concerned with 
planning for 1961 management of the 
company’s 33 district offices. Marlin W. 
Morgan, vice-president for agencies, will 
lead the discussions, assisted by members 
of his staff, Richard B. Altland, super- 
intendent of agencies, William H. Lam- 
bert, director of field services, and Frank 
Davelli, assistant director of field service. 

Other home office executives who will 
attend are Henry E. Niles, president; 
Curt H. G. Heinfelden, executive vice 
president, J. Carroll Rhodes, vice presi- 
dent and chief underwriter and Edward 
W. Gosling, vice president. 

The company’s plans for opening its 
new home office building in Baltimore 
next spring will also be revealed. 





Clark Heads Mutual Trust 
Public Relations Dep’t. 


Creation of a public relations depart- 
ment at Mutual Trust Life, Chicago, has 
been announced by Raymond Olson, 
president. Heading the new department 
is Vice President John’ E. Clark, di- 
rector of public relations; John J. Cal- 
len is associate director; Miss Angela 
Tedesco is public relations assistant. 

Succeeding Mr. Callen as sales pro- 
motion manager is Raymond M. Proffitt. 
Other recent appointments include Rob- 
ert C. Crosby, CLU, director of educa- 
tion and training; Paul M. Hanson, di- 
rector of field operations—East; Paul 


E. Osborne, director of field operations 
—West; and Ralph, E. Wilson, director 
of agency administration. 
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Hunting Wild Animals With a Camera 


(Brought Forward from Page 21) 


disturbed. The lions have learned that 
Masai spears can be deadly if cattle are 
menaced. 


Photographing Lions 


In the afternoon Clive and his party 
found three male lions near a reed bed 
not too far from camp. The next morn- 
ing Bob and I were there at daybreak 
and found them returning, probably from 
a night’s kill. They were in a frisky 
mood. One especially would crouch and 
rush at one or the other of his compan- 
ions. Then there would be a friendly 
tussle—all for the benefit of the camera. 

On the final morning Bob and I were 
out to find some more lions. It was the 
first heavily-clouded morning we had 
had and the light was poor. Bob, who 
has eagle eyes, saw something interesting 
in the distance. It was a magnificent 
black-maned lion coming straight across 
the plain as though on important busi- 
ness. We met him, let him pass us, then 
ran ahead for a _ repeat performance. 
All this time the light was maddeningly 
too dim for Kodachrome. However, it 
got better. After at least a half hour ‘the 
lion came to a swampy place where we 
could not follow. He obviously was 
definitely headed for something import- 
ant. 

Fortunately, we could run around the 
swamp to the point where he would 
probably emerge. As we approached the 
spot two other fine male lions were out 
in the open. On came our friend, head- 
ing for a patch of medium-high grass. It 
looked quite innocent but in a moment 
we saw that it hid five more male lions. 
These were his objective. And there we 
were in the midst of eight beautiful 
big-maned male lions—the biggest thrill 
of the safari. 


A Buffalo Episode 


On the next to the last day Clive and 
his African boy went on foot to the 
Lodge on the rim of the Crater to get a 
few supplies. As they came near the top 
they noticed a dark object moving in the 
bush and figured it to be a water buck, 
so kept on going. Suddenly the water 
buck turned into a bellowing, charging 
buffalo some ten feet away. In a split 
second Clive thought of his large safari 
hat and threw it in the buffalo’s face. It 
confused the animal and they escaped in 
the bush, but it was a close call. 


Here was a perfect example of the 
need for eternal vigilance in the African 
bush. Clive was born and raised in 
Kenya and knew the hazards; but even 
he nearly got caught. So far as he 
knows his hat is still in the bush. But 
he has a new one contributed by the 
party. 

The buffalo episode wasn’t all. As we 
were sitting in camp in the late after- 
noon awaiting Clive’s return, Bob spotted 
him and his boy; and in front of them 
were two lionesses coming down toward 
the forest. Bob thought it wise to go out 
with the Land Rover to meet the two 
men. As he did so the lionesses halted 
not far away. When Clive and his boy 
were picked up they were unaware of 
the proximity of the lions. 


Lake Manyara 


Leaving the exciting Ngorongoro Cra- 
ter we camped one night near Lake 
Manyara. To drive to the lake itself 
it is necessary to follow a practically 
one-way track for some three or more 
miles through a dense forest where there 
are many elephants, buffalo and a few 
rhinos. Had we met a mean animal in 
the track it could have meant serious 
trouble. As it was we saw only three 
elephants—all peacefully inclined. 


Lake Manyara is a large saline lake 
teeming with bird life—flamingos, yellow- 
billed storks, spoonbills and white peli- 
cans, not to mention many lesser water 
birds and waders. Sometimes there is 
a huge flamingo population there but 
nothing when we were there to com- 
pare with the hundreds of thousands at 


Lake Nakuru. We had spent two days 
at Lake Nakuru before the safari taking 
movies and stills. Ornithologists who 
have traveled widely say it is the great- 
est bird spectacle in the world. 


Amboseli, and the End of the Safari 


Our safari ended with a two-day visit 
to Amboseli, in Kenya near the Tangan- 
yika border and commanding a fine 
view of 19,500 foot Mt. Kilimanjaro. 
Amboseli is easily reached by a dusty 
road in a little over three hours from 
the city of Arusha. Because of its ac- 
cessibility it is visited by large numbers 
of people. You live in individual shelters 
each with running hot and cold water 
and a bath. As at Seronera you supply 
your own food. 

Amboseli is noted for rhinos and ele- 
phants. We saw many of both—some 
very close to the cabins. One of the 
many rhinos charged our Land Rover. 
We came around a corner in the trees 
and there he was. Fortunately, there 
was space to maneuver on the right and 
we escaped unharmed. 

Bob, Margaret and I went out a con- 
siderable distance and found a large herd 





of elephants. At the same time we kept 
at a safe, respectful distance. Bob con- 
siders the elephant the most dangerous 
animal on a safari like ours. 


Living Arrangements on a Safari 


A word about the living arrangements 
on a camping safari. All drinking water 
is boiled and put into a two-compartment 
filter. Overnight it cools. Canned fruit— 
pineapples and Bartlett pears were de- 
licious. Swiss dried soups were better 
than any we had at the city hotels. 
Canned chicken and meats made fine 
stews with potatoes, rice or canned vege- 
tables. There was dehydrated milk for 
coffee, tea, dry and cooked cereals. 


We got along fine on two meals a day. 
Before going out in the early morning 
we had tea or coffee and delicious Bar- 
ing biscuits. Returning at 11 or so we 
had a hearty breakfast. Then we were 
at leisure around camp during the heat 
of the day (nights were cold and three 
blankets were frequently needed). About 
4 o’clock we would have tea or coffee 
and biscuits before zoing out to hunt 
for the animals. Returning at sundown 
we would have a complete dinner about 
7:30 or 8. It worked wonderfully. More 
would have been uncomfortably super- 
fluous. 

We had the most amazing tents—im- 
ported from France. In the square main 


section one could stand erect. On the 
door side (a zipper affair with a mosquito 
netting in a section of the door) was 
a porch high enough to stand up in. Two 
of the three sides were zippered so that 
you could have a breeze-way, a space 
with one open side, or a closed room. 
The tents had an attached water- -proof 
floor to keep out insects, etc. The low 
folding safari beds (obtained in London) 
had foam rubber mattresses. Well, what 
more could one want! It’s a great ex- 
perience. I recommend it. 





Name Erickson, Loveland 

Bankers Life of Nebraska has an- 
nounced the appointment of two new 
general agents, Jack L. Erickson and 
John B. Loveland, for the greater Chi- 
cago area. 

Mr. Erickson and Mr. Loveland each 
bring successful backgrounds of insur- 
ance sales and agency management to 
their new positions. Both served as of- 
ficers in the Air Force. Mr. Erickson is 
a graduate of Iowa State University, 
while Mr. Loveland received his educa- 
tion at Dartmouth College. 

Bankers Life will continue its Chi- 
cago brokerage operation under the di- 


rection of General Agent Ralph L. 
Welch. 


























*Since January 1, 1940 Franklin 
insurance in force has increased = 
from less than $200 million 


to nearly $4 billion. 






































An agent cannot long travel at a faster gait than the company he represents! 
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SEEKING COMMON GOAL 


Despite numerous current and past 
differences of viewpoint held by agents 
and their 
insurance companies on many insurance 
practices and proposals, each of these 
integral parts of the stock property-cas- 
ualty field keenly realizes its depend- 
ance upon the other for continued suc- 
cess. And both producers and com- 
panies are continually working to achieve 
cooperation, even 


and brokers—on the one hand 





a greater degree of 
while these two units of the business are 
publicily airing their differences. 

Within the last couple of weeks Pres- 
ident John A. North of the National 
Board of Fire Underwriters and of the 
Phoenix of Hartford Companies, re- 
tiring Chairman Frank W. Boyle of In- 
ter-Regional Insurance Conference, who 
is also vice president of the Employers 
Fire, and J. Carroll Bateman, general 
manager of the Insurance Information 
Institute, have all stressed the vital im- 
greater understanding be- 
and their companies 
and presented openings toward achieve- 
ment of such goals. In this present era 
of intense competition for insurance 
risks and with new merchandising meth- 
ods and new forms of coverage con- 
stantly appearing it is easy to under- 
stand the necessity for better coopera- 
tion between producers and insurers. 


portance of 


tween producers 


Agents in some states have been crit- 
ical of rates and commission schedules 
of the revised Homeowners policies. Mr. 
Boyle of Inter-Regional defended com- 
pany action by stating failure to recog- 
nize the competitive situation could well 
lead to this class of business gravitating 
to direct writers and specialty companies 
as rapidly as private passenger auto 
business did. He is determined that the 
lead in writing Homeowners risks will 
not pass to other types of insurers. But 
criticism has come from agency ranks. 
Hence in his report to the annual-meet- 
ing of Inter-Regional Mr. Boyle said: 

In the future we can, either in a large 
measure or entirely, avoid criticisms by 
doing a more effective job of internal 


relations with agents, brokers, and their 
conference organizations. In short, we 





should be prepared to meet with our 
agents frequently. They constitute our 
sales organization, and notwithstanding 
their independent status we owe it to 
ourselves to obtain the full benefit of 
their thinking at the local sales level. 
Additionally, we can make their jobs 
easier if we but make it a practice to 
consult and confer with them in respect 
to new programs about to be undertaken. 

This is a characteristic of every other 
business which depends upon sales. The 
insurance business should be no excep- 
tion, and Inter-Regional with its talented 
staff and its keenly knowledgeable com- 
mittees is certainly among the best pre- 
pared to confer with brokers and agents. 
Agreements may not always be reached 
as a result of these conferences, but out 
of them will come a better understand- 
ing of each others problems and hope- 
fully the presentation of a united front 
in meeting attacks on those phases of our 
business in which we have a common in- 
terest—and where there is no common 
interest, each segment should and can 
assist the other. 

President North states that “we cer- 
tainly need to combine forces more than 
ever before. We need you and, separated 
from us, you will have access to no com- 
parable market for placing your risks. 
Strong evidences point to the necessity 
of our working out these internal ad- 
justments amicably and making a more 
aggressive sales effort, together.” Mr. 
Bateman of Triple I told the New York 
agents’ association how essential pro- 
ducers are to the business and to suc- 
cessful public relations efforts of the 
stock insurance industry as a whole. 

Agents’ leaders likewise are calling for 
greater joint undertakings and less fric- 
tion in the business. With all parties 
seeking a common goal it does appear 
that attainment should be possible, with 
determination, patience and understand- 
ing guiding the way. 





Boyd Bruce has been promoted to 
state agent for the Phoenix of Hartford 
Companies in eastern Pennsylvania. He 
is a graduate of Columbia University 
and joined the company in 1951 as spe- 
cial agent in eastern Pennsylvania. State 
Agent Bruce holds the CPCU (Chart- 
ered Property and Casualty Under- 
writer) designation. He will continue 
to make his headquarters in the Public 
Ledger Bldg., Philadelphia. 








ALBERT E. 


MEZEY 


Albert E. Mezey, vice president and 
secretary of the Home Insurance Co., 
and former president of the New York 
City agency of Hoey, Ellison, 
Mezey, Inc., received a high honor last 
week from the New York State Associa- 
tion of Insurance 


Frost, 


Agents when he was 
elected an honorary member. He is one 
of three men receiving this honor during 
the 75 year history of the New York 
Association, and he was presented with 
the certificate by President Robert Doug- 
lass during the downstate regional 
gathering at Garden City last week. Mr. 
Mezey completed 40 years in insurance 
on September 1, and was a leader in the 
agency field for many years. He has 
held high posts in the city and state as- 
sociations and been honored with elec- 
tion to top positions in other insurance 
organizations. He fought long against 
compulsory auto insurance in New York 
State and has been a leader in the bat- 
tle for incorporation of basic principles 
of underwriting in newly introduced 
package policies. William A. Leslie, Jr., 
general manager, National Bureau of 
Casualty Underwriters, who also spoke at 
Garden City, commended Mr. Mezey for 
his many fine services to the industry. 


e a oe 


Mabel J. Foster, head of the insurance 
department of The Nestle Company, Inc 
White Plains, N. Y., and a Nestle em- 
ploye for almost 40 years, retired No- 
vember 1. She joined the Nestle organi- 
zation in 1921 as a secretary and was 
promoted to head of the insurance de- 
partment in 1932. Within a few weeks 
after her appointment, she single-han- 
dedly represented the company in the 
satisfactory settling of a $152,000 claim. 
One of the few women insurance man- 
agers in the country, Miss Foster is a 
charter member of Risk Research In- 
stitute, Inc., and its predecessor, the In- 
surance Buyers of New York, now 
known as American Society of Insur- 
ance Management. 


* * * 


William R. Ballard and Miss Jean 
Anne Gieseke, daughter of Mr. and Mrs. 
Henry Gieseke, Park Ridge, IIl., were 
married on October 1. Mr. Ballard, as- 
sistant secretary of All American Life 
& Casualty, Chicago, is the nephew of 
E. E, Ballard, president of the company. 
Miss Gieseke had been employed at All 
American for the past year. The young 
— spent their honeymoon in Ber- 
muda 





WILLIAM F. COLLINS 
William F. Collins has been appointed 
secretary, underwriting development, for 
The Travelers Insurance Companies. He 
joined The Travelers Fire in 1928 and 
served in the fire company’s Eastern 
department until 1938 when he joined the 
brokerage department. In 1949 he joined 
the marine department and was named 


chief underwriter in 1954. Three years 
later he was appointed assistant secre- 
tary in that department. Mr. Collins is 
a native of Hartford, and was educated 
in Hartford schools. During World War 
Il he served with the U. S. Army in 
the South Pacific. 





Edward Chave and Cardinal Spellman 


Francis Cardinal Spellman presents the 
Pontifical Benemerenti decoration to Ed- 
ward Chave of the Equitable Life As- 
surance Society, for his long service with 
the Xavier Institute of Industrial Re- 
lations in New York City. Mr. Chave, a 
senior research associate with the meth- 
ods research department of the Equi- 
table, is on the volunteer faculty staff 
of the Institute, teaching courses in eco- 
nomics and welfare plans to labor lead- 
ers and management personnel. 


* * * 


Wallace S. Lapham has been named 
manager of the Louisville, Ky., office of 
the National Union Insurance Compan- 
ies. Mr. Lapham was formerly associated 
with the Home Indemnity. 
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Hunting Wild Animals with a Camera in East Africa 


Editor’s Note—This narrative by M. Albert, Linton, fromer chairman, Provident 


Mutual Life, is based upon experiences during a three-week safari 4 


Kenya 


and Tanganyika he made in July, 1960. The safari was led by Robert (Bob) Lowts, 
director of Trans-African Guides, Nairobi. It was organized for two couples, Mr. 
and Mrs. Linton and two friends. On several of the experiences described Mr. Linton 
was alone with Bob as others were either in camp or in the second car driven by Bob’s 


assistant, Clive. 


Kenya and Tanganyika are among the 
remaining strongholds of the wild ani- 
mals of Africa. Here are hundreds of 
square miles of bush and forest lands 
over which the animals roam at will, safe 
from the guns of the hunter, poachers 
excepted. 


The Land Rover Car 


Thanks to a remarkable car, the Land 
Rover, it is possible to traverse these 
areas without having to follow beaten 
tracks. The Land Rover used for game 
photography has two seats taking up 
over half of the car and at the top is a 
hatch with a device providing a firm 
base for the cameras with their long 
telephoto lenses. In the rear part of the 
car, separated by a solid partition, is 
space for the large tin trunks for per- 
sonal effects and miscellaneous camping 
gear. There was a Land Rover for each 
two photographers, one driven by Bob 
and the other by Clive, and a third for 
the African helpers, food, other camping 
equipment, extra gasoline and what have 
you. 

I never ceased to marvel at what the 
Land Rovers could do. They have four 
speeds forward on two-wheel drive and 
four on four-wheel drive. They resemble 
our Jeeps but are more sturdy and bet- 
ter able to stand the strains and stresses 
of travel over the plains. They have an 
amazing ability to negotiate impossible 
terrain and plow through sticky mud up 
to the hubs. 


The Mara River Area 


Our first camp was on the west bank 
of the Mara River in the forest border- 
ing the water and about twelve feet 
above it. We arrived late after a drive 
of about 180 miles from Nairobi and 
were welcomed by the blowing and 
snorting of hippos. By the time the tents 
had been set up it was dark and we were 
sitting around a fire near the river bank. 
Suddenly there was a tremendous splash 
in the water’ below us. Flashlights re- 
vealed a large Topi antelope in the water. 
Apparently he had plunged in to escape 
some enemy. Running to the edge of the 
forest with a powerful flashlight re- 
vealed only a hyena. The probable cause 
of the trouble was a lion as one had been 
seen on the way in, not far from the 
camp. Hyenas are wise to the ways of 
_ and follow them for remants of a 

ill. 

But what about the Topi weighing 
Some 200 or more pounds? Standing on 
the bottom, he could just about keep his 
ead above the surface and was evi- 
dently in no mood to go out on dry land. 


Neither was it good to stay in the water 
too long as there are crocodiles in the 
Mara. Clive was commissioned to try to 
get a rope with a slip knot around the 
Topi’s horns. Using a long stick with 
branches he got part way down the bank 
and accomplished his mission. 

As the horns flared, the animal was 
securely held when the noose was pulled 
tight. The African boys were then called 
in and up came the Topi helping on the 
way up the bank. Clive got a firm hold 
on the Topi’s jaw behind the teeth and 
the animal was securely held and unable 
to get away. Clearing everyone out of 
the way Clive let the Topi go. He was 
supposed to go out where the Land 
Rover had come in. But no, amidst a 
clatter of utensils, through the kitchen 
area he went. Why was supper delayed 
that evening? Topi in the kitchen. 

This was our first night under canvas 
and several times we heard lions roar- 
ing, something that was to be repeated 
nearly every night on our camping trip. 
Our party was the only one in an area 
of some 250 square miles. Reservations 
to go into the area had been made 
months before. 


A Pride of Lions at Camp #2 


Our second camp was across the Mara 
on the east side of the river. Here we 
saw many lions, elephants and _ buffalo. 
Speaking of the last two, I was many 
times impressed by the way these great 
animals can melt away quietly into the 
forest belt along the river so that you 
would never guess anything was there. 
And that emphasizes the importance of 
not taking for granted the absence of 
danger from even small clumps of bushes 
in the plains. Lone buffalos or rhinos 
have a way of bedding down during the 
day and you may discover them too late. 

One afternoon at the second Mara 
camp we came across a pride of lions, 
13, including a number of cubs and young 
lions. Generally speaking lions are not 
afraid of cars, in fact they practically 
ignore them, possibly because the gaso- 
line smell drowns out human scent. The 
result is that you can safely go quite 
close. Later the same afternoon we 
found a magnificent male lion resting 
on a mound about his size, the remmants 
of a large anthill. As we were watching 
him some twenty yards away he took 
it into his head to roar, the car fairly 
vibrating. He was answered by another 
lion in the distance. 


Camp Nearly Burned Out 


This country belongs really to the 
Masai, a nomadic tribe willing to live 


with the wild animals. They guard their 
flocks by day and at night drive them in- 
to their camps. These are protected by a 
circular barrier of branches from thorn 
bushes. In the Mara area the tsetse fly 
limits the domestic animals to sheep; 
cattle cannot survive. The Masai make 
a practice at certain times of the year 
of buring off the dry brown knee-high 
grass. Before long the burning is fol- 
lowed by new green grass, even in dry 
weather. Our camp was on the edge of 
the trees and beyond was an expanse of 
plain with dry grass. The Masai took it 
into their heads to burn that section and 
the fire came at pretty good speed to- 
ward our camp. Fortunately, there was 
a barrier of green grass so that it was 
not too difficult to keep the fire from 
doing damage to the camp, but.it required 
considerable effort with branches with 
leaves to beat out the fire as it reached 
the green grass. 


Lions and Buffalo at Camp #3 


Our third camp was on the Talek 
River about 25 miles from Camp 2. In 
this case the word river was a misnomer. 
At that time of year (July) there was 
no running water, only a series of pools. 
As we drove into the camping place at 
noon we were greeted by two lions and a 
lioness, an easy wood golf shot distance 
from where the tents would be located. 
Not only that, there were three more, at 
a crossing not more than a quarter mile 
from the camp. The first three were still 
there in the late afternoon as we came 
back from game watching. But all six 
apparently thought it wise to move to 
quarters less disturbed by humans and 
we didn’t see them again. The next 
morning, however, we were delayed by 
the presence of a buffalo at the edge of 
the camp. 

I shall remember this camp partic- 
ularly because of the herd of buffalos 
we headed off as Margaret and I were 
out with Bob. We thought they were 
moving in a direction that would bring 
them through a section of light forest 
on to the plains beyond. So we drove 
around to the other side of the trees and 
waited. Sure enough, out they came and 
promptly halted to figure us out. They 
stood and looked and finally decided to 
turn back. Generally speaking, buffalos 
are afraid of humans and clear out. How- 
ever, it is a different story if you corner 
one or come upon him suddenly and 
make him think you are likely to harm 
him. 


Serengeti Teems With Game 


Up to this point we had been in Kenya. 
Further south, Seronera, on the edge of 
the Serengeti plains in Tanganyika is a 
place well known to all who go out to 
see the animals in that part of the world. 
You live in individual round thatched 
huts but supply all your own food just 
as though you were camping. 

Usually the Serengeti, in the vicinity 
of Seronera, is teeming with thousands 
of game, zebras, wildebeest and other 
members of the antelope family. For 
this reason the lion population is usually 
large. Incidentally, the lions of the 
Mara-Serengeti area are the finest in 
all Africa. Two weeks before we reached 
the area the early arrival of dry weather 
had caused a tremendous migration of 
game westward some 60 miles toward 
Lake Victoria. Consequently, many of 
the lions had gone along. However, 
there were some left and we saw about 
twenty while there. 


Adventure With a Leopard 


Seronera will stand out in my mind 
because of our experience with the elu- 
sive leopard. The most interesting of 
four encounters occurred early one 
morning as we were driving out over the 
track along a stream bed. Suddenly in 
the right-hand track we came upon a 
leopard stalking a quarry. It was an 
ideal spot as he could be shielded by the 
grass without disturbing it as he moved 
forward. We stopped and Mr. Leopard 
went leisurely over to the stream bed. 
He didn’t seem to mind us and con- 
tinued with his hunting. Near at hand 
were three little reed bucks—small an- 





M. ALBERT LINTON 


Former Chairman Provident 
Mutual Life 


telopes. They kept following the leopard 
jumping up to see him over the grass 
and uttering shrill cries of warning. 

In a few moments the leopard stopped 
and looked intently out toward the open 
area. He had spotted a lioness and the 
lioness had spotted him. We knew that 
two lionesses were there with cubs—and 
cubs are a tempting meal for-a leopard. 
The lionesses know that too, and one 
of them decided to impress upon the 
leopard that it would be best to move on. 
She got up and walked in our direction. 
Mr. Leopard thought it wise to start up 
a tree. The two then looked at each 
other intently, whereupon the lioness, 
having made sure that the leopard knew 
that she meant business, returned to her 
cubs. 

The leopard came down and went into 
the bushes. How would: he continue 
working down the stream bed with ‘the 
lions in the way? We figured that he 
would cross the stream bed and go 
down on the other side, shielded by the 
trees and bushes. Instead, he came out 
in the open, made a wide circle around 
the lions, returned to the bushes and 
disappeared. 

In the Seronera area Bob and I were 
out in a section where there were num- 
erous branches of a main stream—most- 
ly dry. To cut the distance to home 
base we tried crossing the stream beds. 
At one point Bob got out of the car to 
investigate a spot where we might cross 
safely. Less than 100 feet to the right 
was a clump of bushes in the stream 
bed. Suddenly out rushed a buffalo— 
fortunately bent on getting away. It was 
lucky he didn’t take it into his head to 
charge Bob in the gully. 


Ngorongoro, Land of Rhinos and Hippos 


From Seronera we moved on to a 
most exciting place, the Ngorongoro 
Crater. It is a vast depressed area of 
mountainous territory about 12 miles in 
diameter. The Crater floor, some 2,000 
feet below the rim, includes an area of 
more than 100 square miles., Here are 
large herds of zebras and wildebeest and, 
of course, lions. Also a few rhinos— one 
of which viciously charged Clive’s Land 
Rover without the usual pause to make 
up his mind. No damage, as the car ran 
faster than he did. 

In the Crater is a large saline lake, a 
small fresh water lake, (with hippos) 
great swamp areas covered with reed 
beds, a small forest, and extensive plains. 
We were the only camping party in the 
Crater. The tents were set up under a 
tremendous fig tree between the forest 
and the Crater wall. 

The Masai are in the Crater with their 
cattle (no tsetse here) and in conse- 
quence the lions were not easy to find. 
Between the Masai and the lions there 
is a truce so long as the cattle are not 
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Parker of Inter-Regional Reviews 
Activities During the Past Year 


General Manager Kent Parker of In- 


ter-Regional Insurance Conference re- 
ported on activities of the organization 
at the recent annual mecting. On rate 
level adjustment procedures he told those 
present: 

“The recommended procedure for over- 
all fire rate level review has now been 
in use throughout the country for sev- 
eral years. It has been most ‘helpful, 
both as to result and in reaching a some- 
what earlier indication as to desirable 
rate level movements in each state. It 
is fully understood that the formula is 
a guide giving greater weight to the ex- 
perience of the most recent years but 
subject, as would be the case with any 
formula, to evaluation and underwriting 
judgment, recognizing known factors 
that have influenced the experience. 

“In the further study of this procedure 
our actuarial committee has felt that 
certain technical revisions were desir- 
able. The first was to incorporate a 
more exact adjustment to the effect of 
previous rate revisions on earned pre- 
miums. This has been approved by the 
committees and recommended to the rat- 
ing organizations for adoption. The re- 
sults of the reviews of the fire experi- 
ence ending 1959, as made this spring, 
were based on this revision. The second 
change, which has also been approved 
by the committees, is intended to incor- 
porate the use of an adjusted expense 
ratio in which certain of the expenses 
will be related to written premiums. It 
is felt that this will ultimately give a 
somewhat more realistic reflection of 
prospective expense in evaluating indi- 
cated rate level change. 

“Considerable discussion has taken 
place in our actuarial and rate level ad- 
justment committees of a possible pro- 
cedure that would be more effective in 
the implementation of rate level reviews 
of extended coverage experience, and 
particularly the treatment of catastrophe. 
This study has not been completed al- 
though preliminary reaction to the pro- 
posed procedure is favorable.” 


Public and Institutional Property Plan 


On the public and institutional prop- 
erty plan Mr. Parker said: “This plan 
was recommended for adoption on a 
countrywide basis after a preliminary 
field trial in a limited number of states. 
It is now approved and effective in 27 
States. 

“The form was initially developed with 
a $1,000 occurrence deductible applicable 
to all perils except fire and lightning. 
The rating plan also contemplated, in 
support of the reduced rate level, a re- 
duced acquisition cost factor. 

“Due to criticisms of this latter pro- 
cedure from some company as well as 
agency sources, the rating plan was re- 
vised to contemplate support of the rate 
level by a ‘balance point’ loss ratio of 
62.5%. This change appears to have met 
with more general acceptance. Due to 
a number of deviation filings on the de- 
ductible provision, a revision of the de- 
ductible to a $100 per structure deduc- 
tible for perils other than fire and light- 
ning, with a $1,000 per occurrence limit, 
was approved as a substitute recom- 
mendation. This later recommendation 
has also received rather general con- 
currence and adoption by the rating or- 
ganizations. 

“The P.I.P. Plan is attracting atten- 
tion on important public and institutional 
accounts and we continue to feel that it 
is desirable and worthwhile addition to 





the bureau filings for meeting the de- 
mands of these important classes of 
property. In conjunction with a self- 
inspection program by the insured and 
an annual inspection by the inspection 
bureaus, it is hoped that it will also 
produce an underwriting experience 
within the range of the loss ratio con- 
templated. A separate statistical coding 
will permit review of such experience in 
the future. 


Dwelling Schedule Format 


“A revised outline or format of a 
dwelling schedule was issued as a rec- 
ommendation for countrywide considera- 
tion. While many features of this for- 
mat were revised, the principal purpose 
of the revision was the simplification, as 
well as the modernization, of the pro- 
tection classifications accorded dwelling 
property and particularly within subur- 
ban areas,” Mr. Parker said. 

“The growth of suburban residential 
areas within distance of reasonable fire 
department response from  adjo‘ning 
communities, as well as the availability 
of hydrant protection, had led to need 
for study of more realistic protection 
groupings and relationships. Such classi- 
fications were also felt to be partciularly 
needed from the standpoint of their ef- 
fect under homeowners policies. 


E.C.E. Dwelling Contents Differential 


“For several years. at the 
mendation of the conference, the mem- 
bers have been maintaining a separate 
statistical coding between dwelling build- 
ing and contents for Extended Coverage, 
Major Peril 20. 

“After reviewing preliminary data for 
the country, our committee on rate level 
adjustments offered a general recom- 
mendation suggesting the introduction of 
a contents differential in dwelling E.C.E. 
rates whenever the mous might find 
such action possible. A differential ap- 
proximately 25% downward from the 
$50 windstorm deductible building rate, 
but without requirement for a deductible 
clause, was felt proper, subject to further 
study when more credible experience is 
available. It was also recognized that 
due to generally unfavorable E.C.E. ex- 
perience, adjustments of ‘building rates 
upward might be prerequistite to this 
action. 


recom- 


Commercial Property Coverage 


“A major revision of the Commercial 
Property Coverage plan, including not 
only forms and rules but the rating plan 
as well, was finally concluded after many 
months of effort. This revised plan has 
been recommended to the fire, casualty 
and inland marine rating organizations 
for filing as an interline filing. Under 
the interline procedure, the fire rating 
organizations will handle all details of 
the filing,” Mr. Parker observed. 

“The revised plan is in process of being 
adopted and filed, and it is hoped to have 


Elected Director of 
Niagara Fire of N. 


WILLIAM B. REARDEN 


William B. Rearden has been elected a 
director of the Niagara Fire of New 
York. Mr. Rearden, who is chairman of 
the boards and chief executive officer of 
the Loyalty Group companies of Amer- 
ica Fore Loyalty Group insurance com- 
panies, was elected to the board of the 
Continental, the parent company of 
America Fore Loyalty Group, at the time 
the two groups athliated in December, 
1957. He is also a director of the Fire- 
men’s of Newark, N. J. and its af- 





it effective in the majority of states by 
November 15. The revise plan embodies 
suggestions from many sources, includ- 
ing discussion with representatives of 
the National Association of Insurance 
Agents and the brokers’ national organ- 
ization. 

“The revised plan is intended to pro- 
vide for a much greater range and class- 
ification of the ‘all other peril’ loadings 
so as to reduce selection against the 
companies. Much more flexibility is also 
provided for the treatment of the transit 
peril, to insure better rating of risks 
with pronounced exposures of that na- 
ture. 

“Explanations of the revised plan have 
been prepared suitable for distribution to 
the agents and the producers. Country- 
wide forms will be handled in the most 
economical manner through central 
forms distribution channels. Our hope, 
of course, is that this revised program 
can materially improve underwriting ex- 
perience on commercial floater business 
and at the same time better meet the 
competitive filings of companies not 
using the bureau plan. 

“Member companies have been kept 
informed of work in progress on other 
multi-peril coverages or plans as cur- 
rently under development. These involve 
a motel program, including a Special 
Multi-Peril Policy for use with this and 
similar coverages that will be developed 
in the future for non-mercantile or non- 
manufacturing classes. Also a Farm- 
owners Policy program is reaching a 
more finalized state. Member companies 
will be furnished information on these 
or other programs just as soon as com- 
pleted.” 
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filiates: the Commercial of Newark, Na- 
tional-Ben Franklin of Pittsburgh, and 
Milwaukee Insurance, Milwaukee, Wis. 
Mr. Rearden’s other insurance activities 
include directorships in the Underwrit- 
ers Salvage Co. of New York, of which 
he is also president; National Automobile 
Underwriters Association; Sanborn Map 
Co.; First Pelham Corporation; United 
States P. & L Agency, and is a mem- 
ber of the board of governors of Inter- 
Regional Insurance Conference. 


He also serves on the executive com- 
mittee and on several other committees 
of the Marine Office of America. He is 
a member of the executive committee of 
the Stock Company Association and_ is 
active in American Insurance Associa- 
tion, National Board of Fire Underwrit- 
ers and Insurance Society of New York. 

Mr. Rearden’s civic activities in North 
Jersey include the N. J. State Safety 
Council; ‘Newark Safety Council; Great- 
er Newark Development Council; Newark 
Association of Commerce and Industry; 
Bureau of Municipal Research; past 
president of Advertising Club of New 
Jersey; member of endowment com- 
mittee, Newark Y.M.-Y.W.C.A. and coun- 
cil member-at-large of the Robert Treat 
Council, Boy Scouts of America of New- 
ark. 





MERGER PLANS PROGRESS 





Directors of New Hampshire and Illinois 
National Approve Affiliation Terms; 
No Management Change 

President C. Morris of the Illinois 
National Insurance Co. and President 
Lester S. Harvey of the New Hampshire 
announce that the directors of the re- 
spective companies have voted approval 
of an offer by the New Hampshire to 
purchase all of the outstanding stock of 
the Illinois National through an _ ex- 
change of stock on the basis of seven 
shares of New Hampshire for six shares 
of Illinois National. 

The formal offer to be made to the 
stockholders of the Illinois National will 
be contingent upon approval of the terms 
of exchange by appropriate authorities 
and upon the deposit of not less than 
81% of the outstanding stock of the 
Illinois National in acceptance of the 
New Hampshire’s offer. 

Group Assets About $100,000,000 


The New Hampshire Group, including 
the Illinois National, will have assets of 
almost $100,000,000 and approximately 
$32,000,000 of capital funds. Net pre- 
miums written will amount to about $52,- 

President Harvey of the New Hamp- 
shire states that the proposed addition of 
the Illinois National to the New Hamp- 
shire Group should greatly strengthen 
the group’s operations in Illinois, In- 
diana, Iowa, Kentucky and Ohio where 
the New Hampshire has wished to in- 
crease its business. The Illinois Na- 
tional’s organization of employes and 
agents has produced an excellent record 
in automobile and casualty writings for 

many years. Through the greater re- 


sources and enlarged facilities of the 
New Hampshire, the Illinois National will 
be in a stronger position to write a 
larger volume of business. 

He also indicated that no change was 
contemplated in the operations or man- 
agement of the Illinois National, 
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x, Raymond Berry Honored at Annual 


Banquet of General Brokers’ Assn. 
National Board’s General Counsel Receives Gold Medal 


Award for Distinguished Service to Insurance; Suter 
Talks on Competition; Pres. Haarmann Speaks 


Cost, professionalism and real, not 
lip, service, are essential reasons gov- 
erning a buyer in dealing with an insur- 
ance broker, or agent, and these factors 
must be provided by a producer if he 
is to continue to hold his place in the 
insurance picture of the future, according 
to Bruce H. Suter, senior consultant, in- 
surance division of Ebasco Services, Inc., 
a leading management consulting firm. 
Addressing the 35th annual dinner of the 
General Insurance Brokers’ Association 
of New York at the Hotel Statler Hilton 
in New York City, at which J. Raymond 
Berry, general counsel of the National 
Board of Fire Underwriters, received 
the Gold Medal Award for distinguished 
service, Mr. Suter stated that “the ques- 
tion whether a buyer is satisfied with 
the services yendered depends entirely 
upon you, 

“If insurance is properly written the 
broker if offering his insured a product 
which is more equitably costed than 
any other item on the market today, a 
service which can’t be matched by any 
industry and technical counsel which 
equals that of any profession.” 


Haarmann Commends Chairmen 


President C. W. Haarmann, Jr., presi- 
dent of GIBA, commended Russell Witt- 
penn, chairman of the dinner committee 
this year and in 1959, and one of the 
most active members of the association. 
Also commended was Charles Dorfman, 
chairman of the journal and program 
committee, and Joseph Conroy, chairman 
of the invitation committee, 

Mr. Wittpenn opened the after-dinner 
program, introducing Holgar J. Johnson, 
president of the Institute of Life In- 
surance and recipient of the 1959 Gold 
Medal, as toastmaster. On hand to see 
Mr. Berry receive the award he fully 
deserves were his wife and son and of- 
ficials of the National Board, including 
General Manager Lewis A. Vincent. 
Many other top executives in the prop- 
erty-casualty fields of insurance attended 
the banquet. 


Guests of Honor 


Guests of honor on the dias included 
Insurance Superintendent Thomas A. 
Thacher, Assistant Superintendent Julius 
Sackman and Deputies Samuel C. Cantor, 
Newell G. Alford, Matthew A. Campbell 
and Walter C. McGahan; likewise Wil- 
liam G. Gould, chief of the property bu- 
reau. Other guests were J. Victor Herd, 
chairman of America Fore Loyalty 
Group; former chief Judge Albert Con- 
way of the New York Court of Appeals; 
William S. Hults, Motor Vehicle Com- 
missioner of New York State; former 
Superintendent Albert J. Bohlinger; 
James B. Donovan of Watters & Dono- 
van; William Leslie, Jr., general man- 
ager, National Bureau of Casualty Un- 
derwriters; E. C. Niver, executive vice 
president, New York Board of Fire Un- 

erwriters. 

Also J. Dewey Dorsett, general man- 
ager, Association of Casualty and Surety 
Companies; Joseph J. Magrath, Chubb 

Son; Herman A. Bayern, past presi- 
dent and founder of the GIBA; Samuel 
R. Feller, former Deputy Superintend- 
ent; Jack A. Fink, past president of 
GIBA; Harold Fleischer, chairman, Bro- 
kers’ Association Joint Council, Warren 


N. Gaffney, general manager, Surety 
Association; Arthur C. Goerlich, presi- 
dent, Insurance Society of New York; 
Nathan Greenbaum, executive committee, 
GIBA; Samuel Oberman, past president, 
GIBA; Henry B. Olshen, past president, 
GIBA; George J. Schepens, manager, 
Automobile Assigned Risk Plan. 

Also S. E. Senior, chairman, Work- 
men’s Compensation Board; Paul Simon, 
past president, GIBA; George F. Sulli- 
van, past president, GIBA, and Julius 
Wikler, former New York Superintend- 
ent. 

Mr. Haarmann told his large audience 
that failure of insurance to attract more 
young people can be traced to uncer- 
tainties facing producers and companies. 
“Certainly the prospect of future com- 
mission reductions must discourage the 
producer from expanding his force and 
thereby attracting ambitious young 


people into our industry,” he stated. “The 
prospects of reduced earnings must also 
necessarily prohibit the producer from 
competing with the many other indus- 
tries which are currently syphoning off 
the best of the working force which 
leaves school each year. 

“We are mindful that the reluctance 
on the part of young graduates to enter 
the insurance profession is not limited to 
the entry into the production ranks. A 
recent survey conducted by one of the 
leading insurance companies has _ indi- 
cated a disinterest on the part of college 
graduates to enter the insurance industry 
through association with insurance com- 
panies as well. There is no question but 
that the inability of the insurance com- 
panies to offer prompt and immediate 
rewards and monetary incentive to the 
new graduates has caused this disinterest 
on the part of our young working force. 


Cooperation With Companies 


“With regard to direct billing, it is our 
opinion that open and serious discussion 
of the subject would result in better 
understanding of the pros and cons and 
thereby afford each segment the oppor- 
tunity to understand the advantages and 
disadvantages thereof,” President Haar- 
mann said. “Better understanding of 
this subject might very well serve to 
allay the fears which normally follow 
the advent of any departure from the 
norm. 

“We would have our industry under- 





" N 
hae 
ft 














































































































Z = 
- 
e\f 
oa 
 ‘S 
; t wun 
. 
~~ * 
rH 
Mi 
, ale 
rn | 
y i Ht 





Many a company today is in the same position as this one. With 
sales and earnings on the rise, its future seems bright. But something 
vitally important is missing. That is, constant review of the firm’s 
changing insurance needs—continuous professional service. 

Shippers should be kept informed on how to reduce insurance costs 
through proper packing and marking . . . how to safeguard overseas 
shipments with contingent interest insurance. Manufacturers and mer- 
chants should be told about the advantages of insuring future earn- 
ings... about the economy features of “package policies” written by 


the Atlantic Companies. 


Is this money-saving service missing from your company’s insur- 
ance picture? If it is, talk with an independent insurance agent or 
broker. Your company deserves the continuing, careful attention of a 
competent agent or broker and an insurance company known for 
prompt service and ungrudging claim settlements. 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL 


© CENTENNIAL 


Home Office: 45 WALL STREET, NEW YORK 5 
28 Offices in Cities from Coast to Coast 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 





This advertisement appears in the Country’s leading newspapers 








Blackstone Studios 
J. RAYMOND BERRY 


stand that we are ready and prepared 
to work with our companies toward the 
solution of all of these problems, 

“I am most pleased to report that 
during the past year there have been 
many evidences of the desire of our 
companies and their associations to con- 
sult with producer groups. I am con- 
fident that I am not being overly op- 
tomistic when I observe that the discus- 
sion of certain problems during the past 
year have at least alleviated the serious- 
ness of them and we sincerely trust that 
the future will bring with it the oppor- 
tunity for even further cooperation and 
discussions between the producers and 
the companies.” 


Competition Demands Better Service 


In stating why it is absolutely neces- 
sary for producers to step up services 
rendered to small and large assureds, 
or continue to lose business as they have 
in recent years, Mr. Suter told the 
GIBA members and guests: 

“Today you are facing the toughest 
competition which has ever confronted a 
broker or agent. One has only to look 
at the record to see that direct writers 
and specialty companies wrote 13% of 
the fire business in 1944, 30% of the busi- 
ness in 1954 and at their present rate ot 
growth may be expected to be writing 
50% of all available fire business in the 
United States in 1964. In the automobile 
insurance field, the direct writers have 
fared even better in that they are now 
writing 60% of the business and are ex- 
panding their activities to include per- 
sonal and commercial lines with goals of 
doubling their writings in this area every 
two to three years. Even this does not 
represent the entire picture. More and 
more life insurance companies are now 
going into the general insurance business 
and many industrial firms are p'ann-ng to 
increase fringe benefits to their em- 
ployes by offering personal insurance 
coverage under various Group plans. All 
of this should be proof enough of the 
serious competitive situation facing the 
broker. 

“If the past record of growth of the 
direct writers is any indicatidn of the 
future—and if nothing is done to alter 
the trend—it would appear that there wil 
be fewer brokers and companies in the 
times ahead. It would aso seem that 
brokers, agents and insurance companies 
will have to adopt many of the successful 
practices being followed by the direct 
writers, if they are to be competitive 
in the insurance market,” Mr. Suter ob- 
served. 

“Whether this includes such items as 
direct billing, smaller commissions, con- 
tinuous policies or other changes, greater 
cooperation and coordination of effort 
between the broker and the insurance 
companies will be required. The past 
record of differences of opinion and di- 
vergence of effort has certainly been 
one of the factors in the loss of markets 
to the direct writer. 
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“There are brokers who feel that they 
have to sell for less and there are other 
brokers who may use dubious markets to 
gain a temporary price advantage. The 
end result, is that the unsuspecting in- 
sured invariably winds up with poor loss 
settlements, cancellations, a loss of mar- 
ket and a new broker. The insurance 
companies should not make an excessive 
profit but we believe that they are en- 
titled to a fair profit. 


“Not a month goes by that a client 
doesn’t ask us.for an opinion on some 
sort of low-rate insurance plan. In most 
of these cases it was obvious that the 
underwriter coudn’t hope to make an 
underwriting profit, if the premium was 
based on the risk being assumed. In such 
instances we recommend that the plan 
should not be accepted because it might 
subject the insured to future rate in- 
creases and a host of other troubles that 
usually accompany such plans. A cheaper 
product, with all of its pitfalls, is not the 
answer to the cost problem. 

“The broker and agency insurance 
companies are gradually closing the cost 
gap between themselves and their com- 
petitors and the gap will be narrower 
in the future. However, there are many 
things that the broker can be doing now 
to lower costs. Many insureds have high 
insurance costs because rates and cover- 
ages were not properly written or have 
not been brought up-to-date since the 
insurance was first placed. A careful 
insurance analysis often indicates that 
costs can be lowered in many ways. 

“Rate schedules can be checked to 
make sure that the insured is getting 
credits to which he is entitled, also they 
may be checked to ascertain if rating 
penalties are still applicable. Occassion- 
ally it may even be feasible to shift the 
coverage to an entirely different rating 
basis to save costs. Property and busi- 
ness interruption values should be per- 
iodically checked to make sure that 
policy conditions are met and that the 
client is not overinsured. 

“Perhaps the cost of an appraisal, the 
installation of sprinklers or the con- 
struction of a fire wall may be more 
than offset over a period of time by a 
reduction in insurance costs. Savings 
can often be obtained through the elimi- 
nationt of duplication of coverages. 
There are many avenues to premium sav- 
ings which may be uncovered by a 
thorough cost and risk analysis. For ex- 
ample, we have seen a monthly reporting 
form policy written for the full amount 
of 3% million dollars where values only 
fluctuated $20,000 a year. This policy 
could have been written for a stated 
amount policy with an 80% coinsurance 
clause at a substantial savings. 

“A consolidation of policies often pre- 
sents possibilities for premium reduc- 
tions, also it offers savngs to the insured 
in his administration cost. We find that 
company after company has been saddled 
with hundreds of fire policies and yet 
we often wonder why clients are con- 
fused and dissatisfied with their pro- 
prams,” Mr. Suter stated. 


Deductibles 


“Deductibles can be a method of sav- 
ing premiums. However, in fire insur- 
ance particularly, the general broker is 
at a disadvantage in this area due to the 
reluctance of many insurance companies 
to write this type of business. As a re- 
sult, many large commercial concerns 
who want to buy deductible insurance 
are forced to turn elsewhere. While 
this large loss of premium is regrettable, 
the fact that the demand for deductibles 
is increasing should be of immediate 
concern to everyone. This trend has now 
spread to institutional and other public 
properties where it kas been felt that 
because of their past loss experience a 
Savings can be made in insurance costs 
through the use of deductibles. 


Professionalism 


“Obtaining the confidence of the cli- 
ent, so that he will rely upon the broker 
in any insurance matter rather than seek 
advice from others, is one of the first 
rewards of professionalism. This con- 
fidence in turn develops from the bro- 
ker’s possessing a thorough knowledge of 
the insured’s business so that he can re- 


late insurance principles and coverage 
to the client’s operations. The client has 
problems in all fields,” said Mr. Suter. 
“Thus the broker, in order to establish 
the relationship between exposures and 
proper insurance protection, must be 
familiar with all types of insurance cov- 
erages and not only a few specialized 
lines. Just as the general practitioner in 
the medical profession must be familiar 
with all of man’s ailments so must the 
general broker be familiar with all forms 
of insurance protection. 

“It has been our experience that one 
of the primary reasons to which the 
loss of or the lack of business can be 
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ascribed is that many brokers do not 
keep themselves informed on the latest 
developments in the insurance business. 
In fact, in many instances brokers shy 
away from certain classes of coverage. 
Today’s successful broker must keep at 
his fingertips full information on all in- 
surance protection which may be suitable 
to his clientele. 

“Professionalism is not limited to the 
brokers but also extends to members of 
the brokers or agent’s own office. An 
efficiently managed office is the best as- 
surance for keeping business on the 
books. A poorly run office, on the other 
hand can be the chief source for a loss 


of business. I am sure that every one is 
aware of the trouble that clerical errors 
can cause and the serious aspects. that 
can arise in the event of a loss. How- 
ever, a few people realize to what extent 
these errors can undermine .a job that 
may Otherwise be weil done. 


Producers’ Services 


“The odds are 9 to 1 that the client 
buying a policy was sold on service. 
What are the odds that this service js 
being provided? A recent consumer sur- 
vey asked insured’s when was the last 
time their agent or broker has person- 
ally called on them. In reply, 14% said 
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it had been within the last year, 23% said 
over three years, 32% had never had a 
personal call and 16% had been limited 
to contact by telephone,” Mr. Suter re- 
vealed. “An insurance company polled 
75 of its oldest policyholders and found 
that only a few of its customers had 
been contacted since the original sale. 
If these surveys are indications of the 
amount of service being provided to cus- 
tomers, it gives credence to one of the 
reasons why business has been drifting 
into the folds of the direct writer. As 
one optimistic direct writer stated ‘the 
competition gives us business.’ : 

‘What can be done to combat this 








the 
buyer must be made to realize that in- 
surance cannot be handled as any other 


situation? The first step is that 


commodity. Insurance is affected by 
economic and social influence which de- 
mand specific treatment. It must be 
properly serviced to take advantage of 
the latest forms, values and_ rate 
changes; values must be continually 
brought up-to-date; new exposures must 
be protected; claims must be handled; 
recommendations made to reduce losses; 
suggestions made to reduce rate charges; 
and the insurance program periodically 
reviewed to keep it current with present 
day operations. 


“If the buyer can be made to see the 
advantages of these services, he will seek 
to place his coverage with the broker 
who can do the job and he will be getting 
more for his money than any other prod- 
uct on the market today. 

“The second step is to generate a de- 
mand for service that the buyer needs. 
A manufacturer in the southeast asked 
us to comment on the practical aspects 
of a self-insurance plan for them. Our 
report indicated that the client would 
save a minimum of $50,000 a year by the 
use of such a plan. He finaliy decided 
not to self-insure as he felt the services 
of his local broker were worth more to 
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59 Maiden Lane, New York 8, N. Y. 








him than the amount of savings he 
would receive. The past service record 
of this local broker generated this de- 
mand, thereby saving his account. 


Surveys and Loss Adjustments 


“Another client asked our advice on 
a plan where a direct writer has offered 
him one over-all policy which would re- 
place his present 180 policies and save: 
his $120,000 a year. Our comment was 
that the coverage appeared to be an ex- 
cellent one, but to effectively insure his 
operation we didn’t see how he could do 
without the services provided by his local 
broker. He declined the plan. In pro- 
viding service to clients we have found 
that two primary areas are often neg- 
lected. These are surveys and loss ad- 
justments. The question that we often 
hear is ‘why wasn’t I told that this 
wasn’t insured?’ If a survey had been 
made, this question probably would never 
have arisen. 

“Our experience has been that surveys 
are indispensable. Clients have their 
books audited periodically by their ac- 
countants. The same care should be 
provided for the client’s insurance pro- 
gram. Where programs have not been 
kept up-to-date, we have found clients 
who were three million dollars under-in- 
sured on business interruption; crime 
policies which had not been brought up- 
to-date in 14 years, although the com- 
pany had greatly expanded; and con- 
tents of over one-half million dollars 
which had been omitted from the list of 
insurable values. These are only a few 
of the many situations that come to our 
attention, yet all of these clients thought 
that they were properly insured. A 
simple survey would have meant full pro- 
tection for Mr. Client and more premium 
for Mr. Broker. 

“The other vital area in providing 
service is loss adjustment. Many agents 
and brokers send an adjuster out and feel 
that they have fulfilled their obligations 
by arranging for the insured to settle the 
loss through regular adjustment facilities. 
Such action takes away from the broker 
that vital item of personal interest which 
a client definitely appreciates. We have 
had the opportunity to review many 
such cases.” 





Hurst Is Appointed 
Ontario Fire Marshal 


The Ontario Attorney-General A. 
Kelso Roberts, Q.C., announces appoint- 
ment of Martin S. Hurst, Deputy Fire 
Marshal, as fire marshal, to fill the va- 
cancy created by the recent death of 
W. J. Scott, Q.C., O.B.E. 

Mr. Hurst, who was born and edu- 
cated in Toronto, joined the Toronto Fire 
Department in January, 1940, and served 
in both operations and administration. 
In 1942, during second World War, he 
joined the Corps of Canadian Fire Fight- 
ers and served as a staff officer in Lon- 
don, England and Ottawa. He returned 
to the Toronto Fire Department in De- 
cember, 1945. 

In August, 1949, Mr. Hurst joined the 
staff of the Ontario Fire Marshal as ad- 
ministration officer, was promoted to As- 
sistant Deputy Fire Marshal in July, 
1951, and to Deputy Fire Marshal in 
March, 1956. Mr. Hurst is a member 
of a number of both National and In- 
ternational Associations whose work is 
directly associated with fire protection. 


Decsi Hartford Payroll 
Supt.; Succeeds Young 


Louis Decsi thas been named super- 
intendent of the payroll department of 
the Hartford Fire Group succeeding Al- 
fred H. Young, retired. Mr. Decsi, a na- 
tive of Akron, Ohio, joined the Hartford 
in 1948. He is a graduate of Bucknell 
University and attended Harvard Uni- 
versity. During World War II he served 
with the Navy for more than three years. 
Mr. Decsi is a past president of the 
Hartford Group Men’s Club. : 

Mr. Young has been associated with 
the company since 1927, first with the ac- 
counts department and since 1936 as pay- 
master. A native of Canada, he formerly 
worked for the Bank of Montreal and 
served with the Canadian Army. 
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Ex-New Jersey Fieldmen’s Assn. 


Annual Banquet Festive Occasion 


By Epwin N. Eacer 


When over 30 members and guests 
of the Ex-New Jersey Fieldmen’s Asso- 
ciation gathered for the eighth annual 
good-fellowship reunion and_ banquet 
October 24 at the Gramercy Park Hotel 
in New York City they practically dup- 
licated the turnout in 1959 when attend- 
ance was 35. But it was not a complete 
duplication in the individuals who came 
to have a grand evening of laughter, 
tall tales, recollections of past years on 
the road in the Garden State and catch- 
ing up on news of fellow former field- 
men during the last 12 months. Probably 
a majority of those at this year’s festive 
occasion were on hand a year ago, but 
there 


were around a dozen new mem- 

bers, and veterans who couldn’t make 
the 1959 reunion. 

Whatever the changes in faces may 


be, the atmosphere of these gatherings 
remains the same: joyus, and convivial 




















with everyone, young and old, join ng 
in the conversation which sparkles with 
wit. Those ex-New Jersey fieldmen who 
don’t attend, or have not become mem- 
bers of this association are missing a 
real treat. One cannot get the real 
story from reading this—you have to 
be present! 


President Williams Presides 

Richard C. Williams, Hanover, pres- 
ident of the association, made a com- 
manding presiding officer. Possessed of 
a strong and deep voice he could get 
the members back into order when ne- 
cessary, which wasn’t often, to be sure. 
Whoever is president gets a real work- 
ing over from the diners during the post- 
prandial hours when some business has 
to be attended to. 

Don (Maclay, Great American, past 
chairman of the New York Ex-Field- 
men’s Society, after which the New Jer- 
sey association is patterned, was guest 
of honor representing the Empire State 
group. He voiced his appreciation at 
being present again and expressed the 
hope and confidence that both groups 
will continue to grow. The New York 
Society is about 40 years old now. 

President Williams announced with 
deep regret the passing of valued mem- 
bers of the New Jersey ‘Association dur- 


ing the last 12 months. They were Sam- 





Ben Fasman 


Officers for 1959-60, past leaders and members of the executive committee of the 
Ex-New Jersey Fieldmen’s Association in session prior to the 1960 annual dinner 
meeting at the Hotel Gramercy Park in New York City. Seated, left to right, are 
Paul V. Hartelius, secretary; Donald Maclay, representing the New York Ex-Field- 


men’s Society; Richard C. Williams, president; Walter M. Sheldon, vice president, | 


and Joseph H. Wilson, treasurer. 


Left to right standing are William T. Murphy, past president; F. Wickham 
Mallalieu, Jr., past president; Carl Fry, past president; C. B. Cleaves, member of 
executive committee; Victor L. Pitchford, new treasurer, and Harry Kohler, past 
president. All past presidents are members of the executive committee. 

New officers of the association, to serve until the 1961 banquet, include Mr. Shel- 
don, president; Mr. Hartelius, vice president; Mr. Wilson, secretary, and Mr, 


Pitchford, treasurer. 





uel A. Mehorter, retired head of the 
New York City agency of McDaniel & 
Co., and Leon A. Watson, retired man- 
ager of the Fire Insurance Rating Organ- 
ization of New Jersey. 

Harry W. Kohler, America Fore, char- 


bc 


rail 





ter member and first president of the as- 
sociation, spoke of opportunities for con- 
structive action by the association in ad- 
dition to holding the annual dinners. He 
feels there is a good field for action 
among retired members of the organiza- 





Ben Fasman 


Not a dissenter in this group of congenial former fieldmen of New Jersey as they prepare to enjoy the annual banquet of 
the Ex-New Jersey Fieldmen’s Association at the Gramercy Park Hotel. They may, or may not, be divided in their support 
or opposition to the Presidential candidates campaigning over the country, but they are fully united in support of these 
annual dinners which provide both good fellowship and worthy deeds. 
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tion. He did not spell out any definite 
program but tossed out the idea for con- 
sideration. 

“Bob” Moore Now in Hospital in 

East Orange 

However, definite progress in that di- 
rection has been achieved. It was an- 
nounced that almost entirely through ef- 
forts of members of the association, 
Robert F. Moore, former New Jersey 
fieldman and New York City agent, who 
suffered a stroke some years ago, has 
been transferred from a_ hospital im 
Cleveland to East Orange, N. J. Friends 
of his are urged to visit or write him 
at the following address: Ward 10-A, 
Veterans Administration Hospital, East 
Orange, N. J. There he is receiving 
excellent care and is in good physical 
condition to receive visitors, despite 
handicaps resulting from his infirmity. 

Vice President Fred H. Morasch of 
The Fund Companies in San Francisco, 
who was East for several meetings, re- 


(Continued on Page 27) 
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Among Speakers at New York Agents’ Meeting 

















































<r aes 
Dignitaries at the recent annual Downstate regional meeting of the New York ee mmm, eas: << P 
State Association of Insurance Agents at the Garden City Hotel. Left to right, 35 j | -) \ 
sman Robert B. Douglass of Potsdam, president of the state association; Superintendent x re ei een a OM Be ae 
of the Thomas Thacher, Insurance Department State of New York; State Senator Samuel NJ i —> Pa 2 
Jinner L. Greenberg of Brooklyn, ranking minority member of the Joint Legislative Com- ? i | i ‘ay Wid ,4 
it, are mittee on Insurance Rates and Regulation, and Lionel Goldberg, president of the [ | / i ( 
Field. Suburban New York Association of Insurance Agents, co-sponsors of the meeting. H ‘aa \ 
‘ident, fe ee a mates : g< ee 
kham | Legislative Objectives NAIA Committee Heads 
er of | Four new chairmen are appointed and 
» Past Of New York Agents seven reappointed to head standing com- 
Arthur L. Schwab, Staten Island, leg- mittees of the National Association of : 
bers islative ont ee a spokesman Insurance Agents for 1960-61 by Presi- Se ue 
r for the New York State Association of dent Porter Ellis, CPCU of Dallas, 
Insurance Agents and also past president Texas. TYPICAL TWO-WAY INFORMATION FLOW ; 
— 3 of the association, outlined briefly the Newly appointed chairmen are: Rosser i 
ia legislative program for 1961 when ad- Long, te. Vewuseniine. W. Va., agency BETWEEN CONTROL AND FIELD : 
an dressing the Downstate regional meet- management; George J. Margraff, Phil- - ee Ene 
n ad- ing at Gorden City last week. Heading adelphia, finance; Joseph L. B. Murray, ; 
. the program will be an effort to repass Washington, D. C., local board and mem- : 
ge into eaege ge a nb 7 cone bership, and A. Julian Lenke, CPCU, e 
+ “freedom of contract” law, dealing with Cincinnati, property. a t t ed OYA L G L O BB E 
eae commission changes by companies, which Reappointed chairmen are: Stanley W. irs a a = 





eiger counters, dust impingers, gas de- WW) wp 
Chamber of Commerce. Be18 PINGETS, & \\ /| J omens onan ge wg 
fi ld tectors, etc. — and (C) our IBM loss FIRE PROTECTION >| 
Ex-N. J. leramen Safeguard Elects Prince analyses. He then summarizes and k B | | | . 
“ (Continued from Page 26) To Board of Directors analyzes the findings, constructs alter- AY son vacant 
ge A comeing welcome when he came entitle @ Dulane, tein been elected nate plans, and relays this vital infor- | oxen . 
oO the cinner. to the board of directors of the Safe- mation to the client in a clear ve mw (> 
Several ex-field men were elected to guard Insurance Co., a member company : aie _ 
weal membership 2 gg sag gg Pawo 4 of the London & Lancashire Group. An- comprehensive form. This is Royal- 
wat |W Rugen'8:Roy’Carson thedore  fyunemment was made by Charles Globe's control engineer. Ifyou want 
| ‘ , O. é : hey ox, president. ‘ F 
pport Roller, Alfred A. Wolff, Richard Wyck- Mr. Prince is president of W. J. Rob- to sell insurance that needs engineer- 
these off, Hugh Kohlhofer, and A. W. Patten. grts & Co. Inc. of New York City, U. S : , 
j , an é . . of } » U. d. ing service, call Royal-Glob ! 
It was voted to continue the gift of managers for the Safeguard. In 1951 8 y e today 
Gnite $25 tr. — nate to the ee ee the Union Insurance Society of Canton. 
ing the best mark in one of the nre in- wy J. Roberts also serves as marine 
nm — tT Ne. vo by the Insurance jyanagers for the Safeguard. be 1951 
ociety of New York. Mr. Prince joined W. J. Roberts as Le : 
in Sheldon New President comptroller. He formerly was treasurer Profit-minded agents know Royal-Globe is TOPS IN EVERY SERVICE 
When voting for new officers got at the American International Marine : 
t di- under way, with overtones of the 1960 Agency. Mr. Prince was elected vice 
an- eat ee se eB” gccer See president in 1955, and president in 1959. 
h ef- alented oratory 0 1 Murphy, Gen- 
tion, eral Adjustment Bureau, and “Wick” ; ae 
oni Mallalieu, Great American, was called was conducted with the spirit and 
‘who upon to put over the nominations of solemnity “appropriate to this occasion.” 
has Walter D. Sheldon, America Fore Lov- Members of pe a 28 present at 
1 in alty Group, for president, and Paul V._ this dinner included the following: 
oni Hartelius, also America Fore Loyalty E. S. Brokaw, C. B. Cleaves, Chas. W. INSURANCE GROUP New York 38, New York 
him toup, for vice president of Field- Demerest, Vincent Donahue, Carl Fry,  povat insurance COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD.- ROYAL INDEMNITY COMPANY - GLOBE 
10-A, men’s Association. So persuasive were Paul V. Hartelius, M. J. Hartelius, R. C. INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERICA + NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
Fast the lohicena: fhe speeches that all op- erm ieee Reater ee a ta INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
a position—and there. never was any — . Leach, ‘William urphy, Fre : 
iving ¢ ’ - : 
: evaporated. During the past vear Mr. Morasch, J. Alexander Neill, E. C. Niver. 
‘sical g the past ’ ‘ 
spite : oe served as vice president and Nise Walter D__ Roden, Harold J. 
' t. Hartelius was secretary. amsel, Walter eldon, rnest F. 
tae Advanced ‘toisecretary from the post Warren, Andrew B. White, Richard C. 
ject treasurer is:Joseph H. Wilson, Home Williams, Joseph H. Wilson, F. W. Mall- 
~ Nsurance Co.. and the new secretary is lieu, Jr., ‘Walter Wallin, E. Richard 








went into effect earlier this year, with 
an April, 1961, deadline. 

The new financing law, passed in 1960, 
amending the banking section, prohibits 
kick-backs to agents and brokers by fi- 
nance companies. The New York As- 
sociation would extend that prohibition 
to the personal property law so as to 
prevent auto dealers receiving similar 
payments on financing of car sales and 
auto insurance. 

The New York agents also favor 
amending Section 129 to add the word 
“agent” to the provision which now 
states that brokers may make separate 


Greaves, River Edge, N. J., accident 


prevention; I, A. Rosenbaum, Jr., Merid- 
ian, Miss., educational; Donald H. Den- 
ton, Charlotte, N. C., fidelity and surety; 
Edwin P. Simon, Chicago, metropolitan 
and large lines; C. D. Swett, Woodland, 
Calif., rural and small lines; Harry F. 
LeCrenier, Jr.. West Palm Beach, Fla, 
fire safety and civic defense, with Joseph 
O’Toole, St. Louis, named as vice chair- 
man; and Roy H. MacBean, Cranford, 
N. J., casualty, with newly named Vice 
Chairmen Wm. R. Lee, Chehalis, Wash., 
and Dave Johnson, Pensacola, F a. 
Chairmen of special NAIA committees 


the CONTROL ENGINEER 


To provide coordinated service to multiple-location accounts, 
Royal-Globe’s Loss Prevention & Engineering department has 
developed the unique concept of a control engineer. Stationed near 
a client’s headquarters, the control engineer collects reports and 


data from those of our 250 field engi- 
neers who work in the client’s plants. 


, . = ¢ seine ; mp 4B Ais) 
and additional charges to clients for spe- for 1960-61 are: Morton V. V. White, When needed, he calls into play (A) Sd. romns anes eS ™ on’! 
cial services rendered above and beyond Allentown, Pa., Federal affairs; and Joe our New York testing laboratory, Nia fenn / aso 
that called for in ordinary producer- E, Vincent, CPCU, Bryan, Texas, ad- B ‘ : A ans vty C=) hy am ° f 
buyer transactions. vertising. Ralph Howe, Richmond, Va., (B) our extensive instrumentation — VIA aN) cad 





ictor L. Pitchford, American Insurance 
. The inauguration of the new officers 


is NAIA representative to the U. S. 








Sprague, Victor L. Pitchford, Donald 
Maclay, Donald Sheldon, C. Neville. 
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. Howell of N. J. Comments 


On Homeowners’ Changes 
Charles R. Howell, New Jersey Com- 
missioner of Banking and Insurance, an- 
nounces that the new Homeowners pol- 
icy contracts and premiums which be- 
came effective September 19 will result 
in an estimated premium saving to New 


Jersey policyholders of $5,000,000 for 
those home owners and tenants purchas- 
ing these three-year term insurance 
packages. This estimated savings de- 
velops from upward and downward ad- 
justments in the premiums for all con- 
tracts available in New Jersey 


| 
. 


Venezuela's Autopista enroute toward Caracas 


A safe “‘Bridge”’ to 
insure your clients’ 
business abroad 


Commissioner Howell stated that while 
some slight changes in coverage have 
taken place, the new forms are sub- 
stantially similar to the Homeowners A, 
B and C Policies ang the Tenants Form. 
The new Forms 1, 2 and 5 replace the 
Homeowners A, B and C. Form 4 re- 
places the Tenants Form, and Form 3, 
when combined with Form 4, replaces the 
Homeowners B Policy and the All- 
Physical Loss Endorsement. 

Commissioner Howell noted that New 
Jersey premium volume for the Home- 
owners policies has increased from $153,- 
000.000 in 1956 to almost $35,000,000 in 
1959, 





Joseph R. Sullivan 


Supt. U.S. Brokerage Dept. 


Wherever your clients may operate overseas, AFIA men can 
“‘bridge’’ the distance with sound insurance protection. 
Through years of experience and a continuous exchange of 
first-hand information AFIA specialists here and abroad can 
skillfully prepare fire, marine, casualty and surety coverages 
that safeguard your interests and comply with the laws and 
insurance requirements of each country. 


FOR EXPERT GUIDANCE AND WORLD-WIDE SERVICE, 
CONSULT AFIA ON ALL FOREIGN INSURANCE PROBLEMS 











AMERICAN FOREIGN INSURANCE ASSOCIATION 


161 William Street 


CHICAGO OFFICE . 
DALLAS OFFICE . 


New York 38, New York 


- Insurance oor i Building, 175 West Jackson Blvd., Chicago 4, Illinois 

- 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
rer rT eS The Century Building, 2120 Travis Street, Houston 2 
3277 


, Texas 
Wilshire Boulevard, Los Angeles 5, Californie 


SAN FRANC IscO OFFICE. .Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE.... Woodward Building, 733 15th Street N. W., Washington 5, D. C. 


An association of leading American capital stock fire, marine, casualty and 


surety 1 


nsvrance companies providing insurance protection in foreign lands 


Homeowners Conferences in N. J. 


Che New Jersey Association of Insur- 
ance Agents, working closely with the 
Fire Insurance Rating Organization of 
New Jersey, recently sponsored three 
discussion conferences in the Garden 
State on the newly revised Homeowners 
policy. These meetings—held in Camden, 
Atlantic City and Newark—were open 
to all holders of homeowners manuals 
and their clerical personnel. Nearly 2,000 
persons jammed the Military Park 
hotel’s ballroom in Newark. This novel 
approach was worked out by Ira F. 
Weisbart, CLU, CPCU, immediate past- 
president of NJATA, and S. Gage Lewis, 
general manager of FIRONJ. 

The program was the same for all 
three meetings: introduction by James 
L. Ryan, NJAIA president and then the 
presentation by the three-man panel. 
The program was moderated by Mr. 
Weisbart, and the panelists were Elmer 
Jones, Homeowners unit supervisor for 


the Home Insurance Company ; Frank 
Rudden, administrative supervisor 9 
FIRON], and Andrew Lyon, researe} 
director for FIRONJ. 


According to Mr. Ryan, the regional 


meetings are being followed up by local 


seminars under the auspices of the aj. 
filiated county boards of NJAIA. 


these initial conferences, a‘l manual. 


holders in each area will be invited tof 


attend, including those 
members of NJAIA. 
Mr. Lewis stated that these pane 
discussions should reduce the clerical 
overhead for both producer and com. 
pany. “Half of the policies forwarded 
for auditing,” he said, “in the first 10 
days after the effective date of the new 


who are no 


As in} 


Vali 


Homeowners policies had to be returned § 


because of violations.” He anticipated 
that the educational program should re- 
duce these violations “to a_ negiigible 
percentage of the daily report audited,” 





Yorkshire and Seaboard 
Now at 80 Maiden Lane 


The Yorkshire Insurance Co. of New 
York and the Seaboard Fire & Marine, 
member companies of the America Fore 
Loyalty Group of Insurance Companies, 
have moved from their home office lo- 
cation at 90 John Street to the group’s 
home office building at 80 Maiden Lane, 
New York City. 

This move, involving the entire execu- 
tive staff and about 200 personnel, brings 
America Fore and Yorkshire home office 
operations under one roof. Metropolitan 
New York operations of the entire group 
will also be at 80 Maiden Lane. York- 
shire fire underwriting and brokerage 
service will be on the 20th floor. 

Yorkshire and Seaboard officers are: 
Alan O. Robinson, president; Horace 
Crowell, Jr., executive vice president; 
Robert L. Deverall, vice president; 
James Strain, vice president; Anthony 
J. Falke, Jr., secretary, and Vincent J. 
Charte, treasurer. 





Wellons Succeeds Bosler 
With Louisville Bank 


Frank Bosler, manager of the Citizens 
Fidelity Bank & Trust Co. insurance de- 
partment has retired after 47 years with 
the bank in Louisville, Ky. He is a mem- 
ber of the Louisville, Kentucky and Na- 
tional Associations of Insurance Agents. 
Mr. Bosler will be succeeded by Ben 
Hardy Wellons, who has been with the 
organization for 28 years. 

Mr. Wellons, a native of Knoxville, 
Tenn., joined the underwriting depart- 
ment of the Queen Insurance ‘Co., at 
Atlanta, when 18 years of age. He spent 
five years with the Queen, joining the 
Booker & Kinnard Agency, Louisville, 
in 1925. He later served as an adjuster 
for the former John H. Harrison adjust- 
ment agency, Louisville; and the Under- 
writers Adjustment Co., and at one time 
had a local agency in Louisville. 


LABORATORIES CHANGES MADE) 





Matson Retires After 41 Years 
Chemical Dept.; Davis Succeeds Him; 
Bawden Retires as Inspector 
A. F. Matson, managing engineer, 
chemical department of Underwriters 
Laboratories, retired after 41 years, E 
N. Davis will take over his job as man- 
aging engineer of the department. Claude 
Bawden, UL inspector at 
Ohio, retires after 
service department. 
Mr. Matson was born and raised in 
Vermillion, S. D. and graduated from the 
University of South Dakota in 1919 with 
a B.A. degree in Chemistry. He joined 
the UL staff in October, 
sistant chemical engineer. Working up 
through the ranks he was made head of 
the chemical department in 1946, He is 
a registered professional engineer in 

Hlinois and California. 
Mr. Davis graduated from the Uni- 


28 years in label 


versity of Illinois in 1933 with a BS. J 


degree in chemical engineering. He re- 
ceived his M.S. degree in chemistry in 
1941. He joined the staff of Underwrit- 
ers’ Laboratories in 1937 as a rubber re- 
search chemist. In 1954 he was promoted 
to managing engineer, 
department, the department now being 
combined with the chemical department. 
He is active on several ASA, ASTM and 
NFPA committees with particular refer- 
ence to insulated wires and cables and 
rubber-lined fire hose. 

Claude Bawden, Columbus supervising 
inspector for Underwriters Laboratories, 


Inc. retired on October 31 after 2 
years of service. Mr. Bawden began 
his career within the area of public 


safety in 1920 with the Ohio Inspection 
Bureau. Most of his time with the bu- 
reau was spent doing UL inspections. In 
1932 he officially joined Underwriters’ 
Laboratories as an inspector in Mans- 
field, Ohio. In 1936 he was transferred to 
Youngstown, Ohio. 

In 1950 he was transferred to Colum- 
bus and assumed the duties of senior 
inspector for the entire area. In 1953 he 
was promoted to supervising inspector. 
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CHRYSLER VICE PRESIDENT 
Advanced by Maryland Casualty to Head 











, Stee and Marine Division; Succeeds 
Barclay, Who Has Retired 

Prank Pp. C. Chrysler has been elected a vice 

Or of 


president in charge of the fire and ma- 
rine division of Maryland Casualty. He 
succeeds F. John Barclay, who retired, 
November 1 at his own request for 


Search 


egional 
y local 


he af. 
re reasons of health. He had been on leave 
lanual.™@ of absence since an illness several 
ited tol months ago. 
“e not Mr. Chrysler went with the company in 
B December, 1950, as manager of the fire 
, Panel @ division and also served as general as- 
lerical sistant to Mr. Barclay. In 1956 he was 


| com- 











elected an assistant secretary of the 
varded, company. He started his insurance 
rst 10M career in 1925 and has been engaged 
1€ New} in fire insurance since then. 
ea Mr. Barclay, went with the Mary- 
ald ry land in 1950 to organize the company’s 
rligible RW fire and marine business, and had 
dited” been in charge of this division since its 
‘ B inception. Prior to going with the Mary- 
——— Bland he had for many years been vice 
MIADE §§ president of a fire insurance company. 
A native of England, Mr. Barclay came 
With @ to this country in the early 1920's. 
Him; 
r 
ineer, 
‘rite’ @ Grand Nest Blue Goose 
a Meets in N. Y. in August 
Claude The grand nest convention of the 
umbus © Honorable Order of the Blue Goose, 
label | International, which is the leading fra- 
ternity of fire insurance men in the 
sed in{™ United States and Canada, will be held 
om the @ August 6-10, 1961, at the Statler-Hilton 
9 with @ Hotel in New York City. Most Loyal 
joined § Grand Gander Robert Stumpf of Pat- 
as as-ferson, N. J., will preside, with the 
ing up ™@ Garden State and New York City Ponds 
ead of #} acting as sponsors, 
He is 
eer in 
Uni | Fund Names Entriken 
. Produce Research Head 
stry in Robert K. Entriken, CPCU, has been 
erwrit- @ placed in charge of product research 
ber re- = and development activities in the re- 
»moted | search, development ad sales department 
control | of the Fireman’s Fund. He will make 
being § his headquarters at The Fund’s home 
‘tment, © Office in San Francisco. 
M and Mr, Entriken’s career includes experi- 
refer- § ence as both a local agent and company 
es and § multiple-line branch manager. He has 
had extensive experience in both the 
rvising | underwriting and production of auto- 
itories, |} mobile, workmen’s compensation, liabil- 
ter 28 © ity, accident and health, fidelity, surety, 
began § burglary, inland marine and surplus lines. 
public § He joined National Surety Corporation, 
rection § a subsidiary of Fireman’s Fund, in 1942 
he bu- § as assistant branch manager at Memphis, 
ons. In § Tenn. During the last five years he has 
vriters’ § been assistant manager of The Fund’s 
Mans- § central bonding office, San Francisco. 
rred to |} He is a past president of the Surety 
Underwriters Association of Northern 
Solum- § California and of the Northern Cali- 
senior § fornia Chapter of CPCU. 
953 he 
pector. 
Boston Library Assn. 
Elects Trustees, Officers 
At the annual meeting of the Insur- 
ance Library Association of Boston Ed- 
ward J. Martin, vice president of the 
Phoenix of Hartford and William N. 
oodland, executive vice president of 
the Mutual Fire Insurance Association 
of New England were elected to the 
board of trustees. Homer W. Jones, 
State agent, Aetna Insurance Co.; War- 
ten G. Reed, attorney; A. Brooks 
Parker, Jr., vice president, Boston In- 
a surance Co., and Benjamin M. Hermes, 
€xecutive manager, New England Fire 
Nsurance Rating Association, were re- 
tlected to the board. 





tr. Parker was reelected president, 
Mr. Jones vice president, Mr. Hermes 
tteasurer, Abbie G. Glover secretary and 
sistant-treasurer, and Constance L. 
Duncan was elected assistant-secretary. 


Garden State Pond of 


Blue Goose Committees 


The Garden State Pond of Blue Goose, 
in New Jersey, will hold its next meet- 
ing November 9 at The Rock, West 
Orange. Committees of the Pond have 
been appointed by Most Loyal Gander 
Robert E. Trinks as follows: 

Auditing and finance—Samuel A. Gen- 
net. 

Editorial—George W. Fornoff, Henry 
G. Heins. 


at 





aval Wasue 
nce 


e Insurance 


ee gsually c 
pce COMANY ye FideltY A cogumeril coma | 
COMPANY i yaukee, Wis $ Niagat \nsuranct 
pany company ° 


Entertainment and dance — Gilbert 
Brady, Henry C. Bornkamp, David B. 
Roden, William O. Minter, Henry C. 
Heilshorn, Paul J. Hughes, William B. 
Ward, Edward Krowen. 

Golf—Herbert D. Young, David P. 
Bresnahan, William A. Bruckmann Jr., 
James P. Cahill, Arnold Bucklow. 

Inter Pond relations—Philip M. Win- 
chester,P.M.L.G.G., Elbert W. Hoffman, 
hangs A. Bruckmann Sr., Dudley J. 

ewis. 


Life insurance—George 


P. Albiez, 
P.M.L.G. 


ewark, NJ ‘ Royal 





c 

ve \nsuran 

Firemen’s ‘op 
ya! 





e 
; rane 
_ New bt ™ Franklin = ‘oun 
Nation: The been \nsurance 


Membership—David P. 
Edward L. Olson, John J. Hulighan, 
Vernon Doudt, William M. Burns, 
George A. Burger Jr., Donald Clark. 

Memorial—Paul J. Hughes, Howard 
S. Roberts, P.M.L.G. 

Publicity and advertising—Carl J. 
Helmstetter, Charles J. Unger, Robert 
F, Stumpf, P.M.L.G., Walter D. Roden. . 

Ritual—George P. Albiez, P.M.L.G., E. 
Henry Lamwers, Andrew G. Skonberg. 

Welfare—Gilbert J. Brady, C. Stan- 
ley Postern, Robert J. Thomas, Robert 
G. Planer, Francis J. Rudden, Reginald 
Devine. 


Bresnahan, 


This advertisement is 
currently appearing in 
FORTUNE 
4 
TIME 
«x 
NEWSWEEK 


*« 
U.S. NEWS & WORLD REPORT 






Are You a Boiler Room Habitue? 


Or do your clients find it necessary to place their Boiler and 
Machinery Insurance with your competitor? 


Agents who represent the America Fore Loyalty Group 
enjoy the services of Boiler and Machinery experts— 
men thoroughly trained in customer relations, analyzing 
problems, making inspections and adjusting claims. 


It gives them a big advantage in a very important market. 
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Possibilities For Successful Sales 


By Agents’ Advertising Held Endless 


By FRANKLIN E. SCHAFFER 
Vice President, Doremus & Co., New York 


Franklin E. Schaffer, vice president of 
Doremus & Co., well known advertising 
and public relations firm in New York 
City, tells local agents that “total adver- 
tising,” including capitalizing on the Na- 
tional Association of Insurance Agents’ 
Big “I” symbol, which is becoming a na- 
tional trademark, will bring more business 
to an agent’s office. In a talk to the an- 
nual meeting of the Arizona Association of 
Insurance Agents he cited numerous spe- 
cific instances of agents’ associations and 
individual producers building up premium 
income through local advertising. His sales 
ndcas are as follows : 


Voices in the insurance market place 

today make a louder hubbub than ever 
before. To cut vurough the clamor an 
insurance agent’s advertising must speak 
in clear, convincing tones. It must be 
based on facts. It must interpret and 
use those facts with vigor, clarity, and 
imagination. There is no place in today’s 
insurance arena for the hitch-hiker on 
yesterday's ideas. 
" Every insurance agent today should 
think in terms of total advertising. Total 
advertising is made up many techniques. 
Careful aay samen ty of the market comes 
first. How large is the possible market 
for different forms of protection? What 
sort of person is the typical buyer of 
insurance? Could new kinds of buyers 
be successfully reached? Understand 
why people buy. Accurately describe the 
real market, zero in on the type of 
people who buy insurance, and establish 
the easiest way to sell it. 

Once a sound basis of facts has been 
established, creative ideas come into play. 
By creativity, I mean the hatching of 
new ideas which will work for their liv- 
ing 

Total advertising means squeezing the 
last cent out of the advertising budget 
by wise selection and use of media. 
Total advertising means continual trial 
and error to determine what works best 
—a testing of ideas to make the adver- 
tising dollar work longer over a larger 


area 
NAIA Ads Effective 


The National Association advertising is 
telling the message of the independent 
agent to millions of potential customers. 
These ads are effective. Starch Reader- 
ship Service—an independent advertis- 
ing research agency, reports that the 
Bill Holden ad was the best read insur- 
ance ad in the June issue of “Life”—it 


*. SCHAFFER 


FRANKLIN E 


seventh among 70 ads in that 
issue. Starch reported that the “little 
boy” ad which ran last March was three 
times better read than the average ad 
in that issue of “Life.” 

The NAIA TV commercials, tested by 
Schwerin Research Corporation, have 
proved to be almost twice as effective 
as the average insurance commercial. 

The national advertising is constantly 
telling the public about all the many 
advantages of doing business with an 
independent agent. Let’s see what indi- 
vidual agents are doing to tie-in with the 
national advertising and to create fresh 
ideas of their own. 


Tie in With Big “I” Seal 


To tie-in with the national program, 

the first step is to use the Big “I” seal. 
More and more agency companies each 
year are using this seal in their ad- 
vertising to the public—advertising which 
will prove of ever greater help to the 
agent. 

There is no limit to the number of 
ways the agent can tie-in with the Big 
“T” seal. The National Association esti- 
mates that already about $26,000,000 is 


(Continued on Page 31) 
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Hawes’ 50th Wedding 
Anniversary Celebrated 


Louis Hawes, retired executive secre- 
tary of the Monroe County Insurance 
Agents Association at Rochester, N. Y., 
and Mrs. Hawes, marked their 50th 
wedding anniversary recently. They 
were feted at Asbury Park, N. J., by 
their sons, Richard and Louis, Jr., teach- 
ers at Rutgers University in New Jer- 
sey and Columbia University in New 
York City, respectively. At Rochester 
the golden anniversary was celebrated 
with a dinner at the Hawes’ home, with 
all of their six attendants at the wedding 
ceremony present. Another son, Gor- 
don, of Rochester, was host. 

Mr. Hawes, highly popular in New 
York State, retired about a year ago 
after 36 year’s service with the Under- 
writers Board of Rochester and its suc- 


cessor, the Monroe County Association. 
He has continued his own insurance 
business. Mrs. Hawes is active in Beth- 


any Temple White Shrine. 





NAIA Adds Parker to 


Advertising Committee 

Fred Parker of Nebraska City, Neb., 
has been appointed a member of the 
1961 advertising committee of the Na- 
tional Association of Insurance Agents. 
Toe E. Vincent, CPCU, Bryan, Texas, 
heads the committee which has the job 
of raising the 1961 goal of $1,285,000 
and planning the advertising campaign. 
Other members of the ad committee are: 
Tohn S. Sheiry. Bridgeton, N. J.; E. B. 


Learned, Jr., Norwich, Conn.; George 
P. Cooper, Tr., Huntsville, Ala.; Frank 
L. Smith, Tucson, Ariz.; and Sanford 


H. Lederer, CPCU, Chicago, TI. 

The 1961 program will mark the fourth 
year of NAIA’s national advertising ef- 
fort. Member agents have vo'untarily 
subscribed over one million dollars in 
each of the three preceding vears for 
the Big “I” advertising campaign. 


Stringfellow General 
Manager Mutual Agents 


William <A. Stringfellow, Bethesda, 


Md., is the new general manager of the 
National Association of Mutual Insur- 


ance Agents. His appointment was an- 
nounced at the 29th annual association 
convention at the Statler-Hilton, Wash- 
ington, D. 

Mr. Stringfellow succeeds Philip L. 
Baldwin, who died July 7, after serving 
the organization for 20 years. A native 
of Louisville, Ky., Mr. Stringfellow is a 
graduate of the University of North 
Carolina law school. He has practiced 
law in Asheville, N. C., served as claim 
representative for the United States Cas- 
ualty in Charleston, S. C., and as cas- 
ualty manager for the underw riting firm 
of Johnson & Johnson in Raleigh, N. C. 

In 1954 Mr. Stringfellow became the 
first executive secretary of the North 
Carolina Association of Mutual Insur- 
ance Agents where he served until 1957 
when he was appointed assistant general 
manager of the National Association in 
Washington, D. C. 





HENRY F. GRIEME DIES 
Word has been received in New York 
of the death in Ireland of Henry F. 
Grieme, 55, president of Henry F. 
Grieme Inc., New York insurance bro- 
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Baldwin Memorial Fund 


A $25,000 educational fund supported 
voluntarily by all segments of the mv- 
tual insurance industry was announced 
at the 29th annual convention of the 
National Association of Mutual Insur- 
ance Agents in Washington. The fund 
will be known as the Philip L. Baldwin 
Memorial Fund in honor of the associa: 
tion’s late general manager who served 
the organization for 20 years. 

Money contributed to the fund and 
interest in its investments will be used 
to perpetuate the School fr Mutual In 
surance Agents, which is conducted an- 
nually at Oberlin College, Oberlin, Ohio, 
for agency educational scholarships an 
for other educational purposes approved 
by the fund’s directors. Announcement 
of the fund was made at the recom- 
mendation of Earl A. Lamb, New York 
City, chairman of the board of trustees 
of the School for Mutual Insurance 
Agents. 





kerage firm. Mr. Grieme attended Syra- 
cuse University and was associated with 
several banking firms during his early 
business career. He established his own 
company in 1943, 
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Schaffer on Sales 
(Continued from Page 30) 


spent by local associations and_ indi- 
vidual agents each year to supplement 
the national advertising. 

This local tie-in works. 

In Colorado an agent reports that the 
president of a large manufacturing firm, 
faced with an unusual insurance problem, 
said, “I'll bet one of those Big ‘I’ agents 
could figure that out.” 


A Texas agent reports that a minister 
moved into his hometown from Cali- 
fornia. He saw the Big “I” bumper 
sticker on the agent’s car, followed him 
to his office, and said that he was a new 
arrival and wanted to be sure he got an 
independent insurance agent. 

An agent in Maine reports an un- 
usual incident. It seems that he parked 
briefly in a “No Parking” area to make 
a business call and came out to find a 
ticket for the violation. On the face of 
the summons was a pencil note from the 
policeman, who saw the Big “I” seal 
and wanted information on home and 
car insurance. 

NAIA Past President Paul Jones upon 
landing at the Washington, D. C., air- 
port, was delighted and surprised when 
the ticket agent said, “It’s a pleasure to 
welcome you, Mr. Jones, an independent 
insurance agent, to Washington.” It 
turned out that the airline agent was a 
client of an insurance agent who al- 
ways wears a Big “I” lapel pin. 


What State Associations Are Doing 


Local associations throughout the 
country. are capitalizing on the national 
campaign in a number of ways. I don't 
think that one sees the Big “I” with 
greater. frequency any place in the 
country than in Arizona, where it ap- 
pears on road signs. billboards, news- 
papers, television and window displays 
by individual agents. ’ 


In Tennessee the state association has 
adapted the Big “I” of the national ad- 
vertising to their own successful “In- 
suror” campaign on television, newspaper 
and outdoor posters. 

In Connecticut, the state association, 
through individual contributions, is now 
running a series of newspaper ads in 19 
newspapers covering the state. Each 
of these ads ties-in directly with the 
1960 national advertising; each ad lists 
member agents in town. 


Individual Agency Action 


Individual agents, each in his own way, 
have used the Big “I” to promote their 
own agencies: 


An Ohio agent devotes the center 
spread of a brochure on his agency to a 
description of the Big “I.” 

An agent in Mississippi uses one Big 
‘T’ outdoor billboard at each entrance 
to his town. He says that he gets most 
of his walk-in business as a direct result 
of this advertising. 

The Augusta, Ga., board has tied-in on 
their local radio program with 20-sec- 
ond spots that have proven highly ef- 
fective in registering the independent 
agent idea. 


An agent in a small Florida town uses 
his local classified phone book, with a 
Big “I” display ad. He says he gets over 
100 customers a year from this advertis- 
ing alone. 

The St. Louis board uses large-space 
Newspaper ads which feature the Big 
‘T’ to announce their local television 
and radio sports programs. And they 
seize Opportunities to get pictures with 
a Big “I” backdrop in the local news- 
papers, 

_The possibilities for agent’s advertis- 
ing are endless, and they are largely 
untapped. Here are 14 sales ideas in 
capsule form which have worked for in- 
dependent agents in different parts of 
the country, . 


14 Tested Sales Ideas 


_No. 1. Make home appraisals the sub- 
ket of your newspaper and direct mail 
advertising. A agent in New York sent 
out a direct mail letter to each of his 
customers asking if he would sell 
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his home today for the amount for which 
it was insured. Most important, he cited 
the specific dollar figure in each case. 
Two out of three of his customers in- 
creased their home insurance. 

No, 2. Offer your prospects the op- 
portunity to buy their insurance in in- 
stal:‘ments. You determine whether to 
use a bank plan, a company plan, or 
a plan like Afco. A Texas agent who 
is heavy advertiser now spends his en- 
tire advertising budget on premium 
budgeting. Over a two year period this 
advertising has produced over 4,500 new 
customers ! 

No. 3. Encourage your customers to 
increase their automobile insurance 


limits. An agent in New Jersey (who 
does a great deal less advertising than 
that Texas agent) stressed the import- 
ance of increasing bodily injury limits in 
a direct mail campaign. During three 
summer months, wth a minimum of ef- 
fort, he increased the B.I. limits on 36 
policies. 


Publicize Claims Payments 


No. 4. To build public confidence, 
publicize the claims you pay. An agent 
in Pennsylvania used an attractive folder 
to advertise the prompt payment of a 
staggering $96,000 loss to one of his 
customers. On the left appears a re- 
print of a newspaper story about the 





loss; on the right a letter announcing 
prompt payment of the claim. 

No. 5. Indicate unusual ways in which 
you serve your customers. A agent in 
Florida ran this ad when one of his 
business customers ‘was burned out. It 
demonstrated with utmost simplicity the 
value of an independent agent. The ad 
announces that men’s store is operating 
a temporary office in this insurance 
agency, and that anyone wishing to file 
claims, pay accounts or obtain informa- 
tion from the store can do so there. 

No. 6. Use a combination of different 
media. An agent in Rhode Island used 
several different media and _ finally 
settled on a combination of radio and 
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direct mail to promote a new merit- 
rating automobile policy just issued by 
one of his companies. The company paid 
for a portion of this advertising. During 
the first five months of 1960, the agent 
sold 500 new policies as a direct result 
of this advertising, with an average 
premium of $93 per policy. He had to 
make only two personal calls. Incident- 
ally, 67% of these new customers came 
from Allstate! 

No. 7. Try unusual sizes or positions 
for your advertising. A Pennsylvania as- 
sociation runs small, six-line advertise- 
ments on the front page of the local 
newspaper. These look like news briefs 
or classified advertising, and get high 
readership. One reads: 

“Trouble -We can’t keep you out of it 
but an independent agent can be at 
your side in no time flat. Call a “Serves 
You First” insurance agency NOW!!!” 

Meeting Competition Claims 

No. 8. Don’t be afraid to set the record 
straight on competitive claims. An agent 
in Indiana got fed up with the local 
deluge of misleading direct writer ad- 
vertising, and composed this ad in re- 
ply: 

“At night all cats are gray. Insurance 
policies are beautifully engraved, and 
the printing is a work of art. And un- 
less you have a loss, one policy is as 
good as another. But who selected the 
insurance company? Who examined the 
form and suggested the amount of cov- 
erage? Only your independent insurance 
agent can perform these services for you. 
Many other so-called agents are actu- 
ally company employes who are subject, 
of course, to discharge if they do not 
perform their duties as directed by their 
superior.” 

No. 9. Offer some special service to the 
community. An agent in New Hampshire 
builds good will via the telephone. He 
has installed an automatic telephone de- 
vice for reporting weather forecasts. 
People in the community can get up- 
to-the-minute weather news by dialing 
a number in his agency. 

No. 10. Cash in on local news events 
that relate to insurance. A Kentucky 
agent has been advertising on the same 
local radio news program for five years. 
He has commercials prepared on fire in- 
surance which the station uses whenever 
there is a local fire. The same for wind- 
storm, burglary, and other news events. 

No. 11. When a new development 
emerges in the business. get your local 
association to take large, dramatic space 
to advertise it. A good ad run by the 
Houston Exchange upon the introduc- 
tion of a safe driver plan in the state 
has this headline: “You will set your 
own insurance rates under the new safe 
driving insurance plan.” 

Advertising Promotions 

No. 12. Think up original promotions 
for anniversaries and other special oc- 
casions. At the time of his agency’s 
25th anniversary, an agent in a small 
Illinois town ran a large ad in the local 
newspaper announcing the anniversary 
He then urged all and sundrv who read 
the paper to have coffee and a roll “on 
him” at any lunch counter in town—and 
he made arrangements with all the lunch 
counters in town to pick up the tab. 
Don’t try this if you live in Chicago, 
Los Angeles, or New York. 

No. 13. Make your advertising as per- 
sonal as possible. One ingenious letter, 
devised by a Pennsylvania agent, actu- 
ally shows a photograph of the prospect’s 
house. After pointing out what a beauti- 
ful home it is, the letter goes into a hard 
sell for a package homeowner’s policy. 

No. 14. Try an occasional gimmick. 
Here is a successful gimmick used by an 
agent in Decatur, Ill, in writing to pros- 
pects: 

“My name is Paul Swarm and I am 
in the fire and casualty insurance busi- 
ness and as you can see from this little 
bottle of perfume my companyy has 
been in business for fifty years. Now, 
if you have any problems with your 
wife, I suggest that you take this per- 
fume that I found in Paris last year 
and give it to her. She will put it be- 
hind her ears and be so delighted with 
the smell that she will forget all about 
the amount of money that you are spend- 
ing on insurance.” 


To sum up, total advertising will make 
a dent in the insurance buying market 
for you. Total advertising means the 
use of every modern advertising and 
merchandising technique. In _ today’s 
highly competitive insurance market, no 
technique can be neglected. Agents’ ad- 
vertising must be creative—based on 
facts but highly individual in character. 

Total advertising will create an image 
of the individual agent in the public mind 
as someone with whom people will want 
to do business. It will bring business 
running—or at least walking—into his 
office. 


Mutual Agents’ Directors 

Eleven new members were named to 
the board of directors of the National 
Association of Mutual Insurance Agents 
at the group’s 29th annual convention 
in Washington. They are: Bernard T. 
Dodder, Washington, D. C.; Lawrence 
Ilfrey, Houston, Tex.; Herman Faber, 
Parkersburg, Iowa; C. Goodman Jones, 
Bluefield, W. Va.; Thomas R. Mote, 
Piqua, Ohio; Marvin Bjorkland, Glas- 
gow, Mont.; William E. Terry, Little 
Rock, Ark.; John B. Read, Chicago; T. 
Craig Watson, Gastonia, N. C.; Robert 


Schoelzel Senior V. P. 


Charles W. Schoelzel, vice president 
and insurance department manager for 
Van Schaack & Co., Denver, Colo., has 


been promoted to the newly created posi- | 


tion of senior vice president, according 
to H. C. Van Schaack, board chairman, 
and Thomas B. Knowles, president. 

He has been with the firm since 1919 
and insurance department manager since 
1933. William R. Kersten, replaces him 
as manager. 





D. Knott, New Haven, and Sidney Stall- 
ings, Leland, Miss. 
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Nuclear Risk Problem in Germany 


Nuclear risks and developments in the 
German marine insurance market were 
described by Karl-Friedrich von Schlayer 
of Munich at the recent meeting of the 


International Union of Marine Insur- 
ance in Washington. Mr. von Schlayer, 
a new member of IUMI executive com- 
mittee, stated in Washington: 

“Since the IUMI Conference in 1959, 
an important step in the field of legis- 
lation has been achieved, in that the 
law governing the peaceful uses of 
nuclear energy and the security measures 
to be observed in connection therewith— 
the “Atom Law’—came into force on 
January 1, 1960, This law contains reg- 
ulations regarding the supervisory con- 
trol of the import, export, transportation 
and handling of nuclear substances and 
the licensing of plants, and, further, 
basic legal liz ibility provisions in respect 
of personal injury and property damage, 
caused by the effects of nuclear fission 
or radiation emitted by radio-active ma- 
terial. 

“The operator of a reactor has to as- 
sume casual liability, irrespective of 
whether fault or negligence are present 
or not. In addition to this, liability in 
respect of personal injury or property 
damage also exists on the part of all 
persons in possession or in charge of 
radio-active material, such as for ex- 
ample carriers and_ shipowners, _ this, 
however, with the possibility of excul- 
pation under strict conditions. The offi- 
cial license required for the operating of 
a reactor or the handling or transporta- 
tion of nuclear fuel is issued only upon 
proof of adequate provision of cover— 
particularly in the form of third party 
liability insurance—to meet legal liabili- 
ties. 

“The shipper of nuclear fuel is obliged 
to procure such provision of cover as to 
fulfill the legal liability of the carrier. 
In respect ot losses in excess of such 
cover, a state guarantee limited to DM 
500 million becomes effective. 


Two New Decrees 


“Two decrees relating to this law have 
hitherto been passed. The ffirst pertains 
to protective measures against radiation, 
and incorporates detailed stipulations on 
handling of radio-active material, includ- 


ing the transportation and disposal of 
nuclear waste. The second decree sets 
out procedure for licensing of reactor 
plants. A third decree, not yet passed, 
will contain more detailed regulations on 
the provision of cover required to meet 
legal liabilities and will thus pertain first 
and foremost to the extent and scope of 
the insurance cover. 

“The Atom Law confines itself in this 
respect to a more generé il clause stipulat- 
ing that the provision of cover shall 
‘correspond proportionately to the degree 
of danger present in the plant or the 
activity pursued, and shall not, as a rule, 
be lower than the maximum insurance 
protection obtainable on the insurance 
market at reasonable expense.’ The offi- 
cial license necessary for the transpor- 
tation of nuclear fuel can be issued the 
carrier from case to case only, 

International Conventions 

“In the field of international Conven- 
tions, the German government and the 
German insurance market have sup- 
ported the OEEC ‘Draft Convention on 
third party liability. The stipulations of 
the German Atom Law deviate from the 
liability stipulations of the OEEC Con- 
vention, particularly with regard to the 
carrier. While the Convention also ap- 
plies the principle of channeling of lia- 
bility to the operator in respect of nu- 
clear substances in transit, thereby ex- 
cluding carrier’s liability, the German 
Atom Law stipulates independent lia- 
bility of the carrier, however, with the 
above mentioned obligation of the oper- 


cover. It remains to be ‘seen, whether 
subsequent harmonization will ensue 
here, 


Insurance of Nuclear Risks 

“Liability of Nuclear Substances in 
Transit. An Atomic Insurance Pool was 
formed two years ago in Germany to 
provide insurance cover for stationary 
reactors and the liability emanating from 
their operation. Almost all insurance 
companies of the German market are 
members of this pool. The pool decided 
at its meeting in October, 1959 to also 
accept nuclear liability risks in connec- 
tion with the carriage of nuclear sub- 
stances, subsequent to examination of 
each individual case. The German Ma- 
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rine Insurance Association confirmed at 
its annual meeting in October, 1959 that 
these liability risks cannot be the subject 
of cover under a_ transport (marine) 
policy. This ensues from the fact that, 
under German insurance law, only insur- 
ance limited strictly to genuine marine 
risks is exempted from insurance super- 
visory control. 

“The German Atomic Pool inclines to 
the opinion that damage to the means 
of transport itself, caused by nuclear 
substances in transit, should be excluded 
from the cover of liability i insurance. The 
same stipulation is aimed at by Article 
3 (b) (II) of the OEEC Convention, 
although this conception has been op- 
posed by a number of countries, with the 
consequence that this point will not be 
binding on the various national legis- 
lations. (The German marine insurance 
market deems it desirable to arrive here 
at a uniform provision, particularly in 
view of international reinsurance.) 

“If nuclear damage to the means of 
transport, caused by nuclear substances 
in transit, it excluded from the liability 
of the operator or from the cover of the 
liability insurance of the operator, the 
marine insurer will have to deal with this 
risk. As far as the marine transport of 
nuclear substances is concerned, the 
question will particularly concern hull 
insurance. German hull insurers are of 
the opinion that damage to the hull 
caused by radiation, especially without 
any other external cause, is not auto- 
matically covered under the German 
standard hull form. 

“These conditions would have to be 
extended by a special agreement, pos- 
sibly against an additional premium ac- 
cording to ‘the risk. The German marine 
insurance market, however, has not yet 
arrived at a final decision in this ques- 
tion. It is inclined to take the view that 
the inclusion of these risks, if accepted, 
should be limited to damage to the vessel 
itself, at most, to the normal collision 
liability, under’ exclusion of personal in- 
juries, loss of earnings, etc. 


Transport of Nuclear Substances 


“On the German market, transport 
(marine) policies covering the transport 
of nuclear substances are limited to 
physical loss or damage of the nuclear 
substances themselves, No new pues 
loss experience has become available 
since last year’s conference. The ques- 
tion of salvage costs in connection with 
such transport is still, at present, under 
examination. 


Nuclear Damages to Conventional Goods 


“No particular loss experience was 
recorded last year in this connection. 
Scientific research, under participation 
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Insurance Section of 


Milk Foundation Meets 


The effect of building and remodeling 


on insurance coverages was discussed 
before the insurance section of the Milk 
Industry Foundation annual convention 
in Chicago on November 3 by George 
K. Simpson and George M. Lewis. Mr.. 
Simpson is assistant manager of the 
western department of Aetna Fire and 
Mr. Lewis is assistant manager of The 
Travelers in Chicago. 

Mr. Simpson discussed the property 
insurance aspects and emphasized the 
importance of submitting building plans 
to the agent before beginning construc- 
tion. Recommendations as to casualty in- 
surance were made by Mr. Lewis. 


Springfield-Monarch Plan 
Eight Regional Offices 


The Springfield-Monarch Insurance 
Companies, Springfield, Mass., will open 
eight new regional offices within the next 
year, it is announced by President Frank 
S. Vanderbrouk. 

The new offices will be located in Free- 
port, Ill., headquarters for the Midwest- 
ern region; Cleveland, north central re- 
gion; Kansas City, Mo., Southwestern 
region; Atlanta, Southeastern region; 
New York City, Mid-Atlantic region; 
Springfield, Mass., Northeastern region; 
San Francisco, Pacific region; and To- 
ronto, Canadian region. 

Springfield-Monarch fire and casualty 
operations are now conducted on a de- 
partmental office basis through three 
departmental offices. The companies be- 
lieve that agents as well as policyhold- 
ers will ‘be better served by locating 
complete facilities closer to sources of 
business through these regional offices 
that will supervise their long-established 
network of service and field offices. 








F. A. WILDNAUER DIES 

Frederick A. Wildnauer, 74, marine in- 
surance producer, died October 25 at 
East Orange Memorial Hospital in East 
Orange, N. J. He had spent nearly 50 
years in insurance, being last associated 
with Adams and Porter, Inc., of New 
York City. He was a former president 
of the Marine Insurance Club of New 
York. Mr. Wildnauer was loss manager 
for the British Ministry of War Trans- 
port during World War IL. 
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Senate Committee In Search For Truth 


(Continued from Page 1) 


as those in the A. & H. business already 
have, that election years are almost al- 
ways difficult ones. 

Sen. Greenberg listened attentively 
while Messrs. Johnson, McCullough and 
Allstate’s Vice President and General 
Counsel George H. Kline submitted plans 
to limit cancellations. Mr. Johnson rep- 
resents 135 stock companies, Mr. Mc- 
Cullough 105 mutual companies, and Mr. 
Kline, “the largest automobile insurer in 
the state of New York.” (Ed Note: All- 
state over 760,000 auto pol- 
icies in this state.) 

It was further along when Mr. Mc- 
Cullough and Nationwide Mutual’s Vice 
President Charles W. Leftwich traced 
down the much-publicized New York 
Daily News complaints, that Sen. Green- 
herg’s questions became more pointed as 
he saw possible discrepancies. 


NBCU Proposal 


now writes 


In brief, the proposal Mr. Johnson 
said the National Bureau of Casualty 
Underwriters will soon file with the 


State Insurance Department, would do the 
following: Limit the right of companies 
to cancel policies; offer a merit-rating 
plan that reduces or increases premiums 
in accordance with driving records of 
those operating an insured car; on a pol- 
icy written as new business, unless can- 
cellation has been issued within 60 days 
of the effective date of the policy, can- 
cellation may be effected by the company 
during a one-year period only for certain 
policy reasons; on renewal business no- 
tice would be mailed to the insured at 
least 45 days prior to the expiration date 
of the policy, with insurance continuing 
for a one-year period following such 
expiration date. 

Mr. Johnson said the filing would in- 
clude a rate adjustment and that sim- 


ilar merit-rating plans have had en- 
thusiastic acceptance from the public in 
18 other states. 

Mr. McCullough’s proposal similar to 


Mr. Johnson’s does not apply to assigned 
risks, to taxis or other cars used for 
public conveyances, U-Drive-It cars, or 
fleets of five or more automobiles. The 
examination period would be 45 days. 


In comparing the bureau’s proposal 
with bills proposed by Sen. Edward 
Speno (R., East Meadow, L. I.) and As- 
semblyman Alfred Lerner (D., Queens), 


Mr. McCullough brought out that Sen. 
Speno’s bill provided an examination 
period of only 15 days and “Assembly- 
man Lerner’s bill made no provision for 
an initial examination period at all.” 

Mr. McCullough opined that “both 
measures, in this respect, would accom- 
plish the opposite of their sponsors’ 
purposes.” He continued: 

“If insurers do not have a reasonable 
initial period in which they can investi- 
gate the risk with freedom to cancel, the 
natural result is for them to withdraw 
all authority to promptly issue binders on 
policies and to rigidly control the is- 
suance of new policies. This point seemed 
to be recognized by almost all the wit- 
nesses who testified on this subject be- 
fore your committee, including, as I 
remember Sen. Speno.” 

Mr. McCullough said the right to can- 
cel for “various public policy reasons” is 
a necessity and cannot be eliminated as 
was done in Assemblyman Lerner’s bill. 
He said further that “if these reasons 
are not retained, insurance companies 
are in the intolerable position of having 
to continue to assist a person to stay on 
the road who has shown by his own con- 
duct to have a disregard of the right of 


his fellow motorists as to make his con- 
tinued driving unwarranted.” 

Mr. Kline of Allstate came equipped 
with slides showing his company’s “Pro- 
tection Against Cancellation Plan” in- 
troduced in New York state June 11. He 
told the committee that he understood 
“Allstate’s plan has been referred to at 
previous hearings,” and he wanted to 
take this opportunity “to explain the 
plan as clearly and concisely as possible 


so that we all understand it for what 
"ae Sl 
When Mr. Kline finished those as- 


sembled had learned among other things 
that Allstate’s “Crusader Policy” was 
non-cancellable after 90 days because 
of accidents and its renewal is guar- 
anteed up to five years. 

Before departing for Skokie, Mr. 
Kline issued a polite challenge to other 
auto insurers in the best tradition of the 
free enterprise system. 

“Our new program is certainly evi- 
dence that private enterprise can solve 
the problem your committee is studying, 
whatever its magnit ude,” said Mr. Kline 
to Sen. Greenberg. “Not only does it 
provide a solution for Allstate’s present 
New York policyholders and those who 
choose to become our policyholders, but 
it sets in motion the chain reaction that 
is competition in this country. In a com- 
petitive market such as exists in New 
York, we believe that this program of 
ours will inevitably produce other com- 
peting solutions. 


“The people of New York are capable 
of making realistic decisions among com- 
peting plans. They will buy those pol- 
icies embodying plans which most nearly 
meet their needs, and they will not buy 
those which miss the target. As the 
people speak their mind, and insurance 
company managements hear their voices, 
plans will be tailored to meet their de- 
mands.” 


Leftwich on Cancellations 


Mr. Leftwich, who is also president of 
the National Association of Independent 
Insurers, was the first witness to get 
himself entangled in the committee’s web 
of cross examination while trying to ex- 
plain the companies’ stand on cancella- 
tions. 

It was evident Mr. Leftwich was there 
to read the prepared statement and be- 
gone. But after a few minutes, he re- 
alized escape would not be so easy. 

“Our association,” he read, “is op- 
posed to any legislation which inter- 
feres with the ability of insurance com- 
panies to weed out from the ranks of 
voluntarily insured policyholders the 
reckless and irresponsible fringe of driv- 
ers who have far more than their fair 
share of accidents. In New York state 
tod: iy the regular automobile insurance 
rates contain no subsidy for the drunks, 
the hoodlums, the hot-rodders, and other 
extra hazardous risks. These people have 
been weeded out by the judgment of in- 
surance underwriters and they are today 
in the New York Assigned Risk Plan.” 

“These aren’t the only people in the 
assigned risk plan,” Sen. Greenberg in- 
terjected. 

“Tl deal with 
Mr. Leftwich, taking up where 
off. He did not get very far. 

“Do you want me to understand that 
these big-hearted insurance companies, 
it was Sen. Greenberg again, “absorb 
all loss on assigned risks without in- 
creasing rates 

“I believe so,” said Mr. Leftwich. 

At this point Julius Wikler, who has 
been to the Condon Committee during 


the others later,” said 
he left 
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these hearings what John Daly has been 
to “What’s My Line,” broke in and con- 
tradicted Mr. Leftwich. 

“John Q. Public picks up the tab,” Mr, 
Wikler declared and there were murmur- 
ings in the gallery. 

Mr. Leftwich struggling bravely to 
finish, was again halted when he er- 
roneously quoted New York State’s As- 
signed Risk population at 350,000. “It’s 
500,000,” Mr. Wikler amended. 


The Worst of the Lot 


Mr. Leftwich said the clean risks in 
the Assigned Risk Plan “were the worst 
of the lot.” He also cited case histories 
of damage done by these “clean risk” 
drivers. Asked about cancellations, he 
gave the following break down of 126 
complaints so far traced by the NAII: 

Seventy-five of the risks were can- 
celed because of severe circumstances or 
frequency of accidents, indicating they 
were not entitled to rates accorded the 
normal, responsible driver. 

Twenty- one were canceled as persons 
of disreputable or questionable  char- 
acter, based on inspection reports re- 
vealing such things as immoral or illegal 
activities, lying as to past convictions, 
exaggeratng claims for damages, etc. 

Twenty-two cases turned out not to 
involve cancellations at all: In 12 of 
them the insured either voluntarily 
dropped the insurance or let it lapse for 
non-payment. In five of them the com- 
pany simply failed to renew at end of 
term (and three of these were assigned 
risks completing three year terms.) An- 
other case was not a cancellation but an 
initial turn-down by the agent, without 
any binder issued. And the other four 
out of those 22 alleged cancelees are 
still insured by the company concerned. 

Two cancellations were for drinking; 
Three because of inexperience in driving; 
Two because the use of the vehicle 
changed materially; One was because the 
vehicle was junked, 


McCullough Does Some Tracing Down 


Mr. McCullough in dealing with com- 
plaints involving mutual alliance com- 
panies, said 50 had been traced down as 
follows : 

Three are still in the process of investi- 
gation due to time limitations. Of the 
remaining 47, seven cases involved a com- 
plete blank. Neither the alliance staff, 
nor the company involved could find any 
record of having had any contact with 
the complainant 

Of the remaining 40, three involved 
cases where the company complained 
against is still on the risk, “and we are at 
a loss to understand the complaint.” Oi 
the remaining 37, investigation revealed 
cancellation for such things as: Re- 
peated traffic violations; revocation of 
license; accident situations involving re 
peated ‘accidents or substantial fault (this 
category led with 13), and termination of 
producer. 

After being asked in detail about clean 
risks, faulty statistics, and roughly how 
much profit a company clears on one 
insured, Mr. McCullough was applauded 

(Continued on Page 39) 
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16th Annual Meeting National Assn. 


of Independent Insurers 





Non-Admitted Insurers’ Bill Under 
Fire at NAII’s Annual Meeting 


Burdensome Restrictions Seen Placed on Conduct of Business; 
Shaw Issues Statement; National Association of Casualty & 
Surety Agents’ Harrington Calls Amendment Necessary 


By Wat race L. Crapp 


St. Louis, Nov. 2—Attendance at this 
16th annual meeting of National Asso- 
ciation of Independent Insurers, which 


opened here this morning at Chase Park 
Hotel, topped the 800 mark, the largest 
gathering to date of this organization 
which boosts of over 320 fire and casualty 
member companies. 

At least 20 state insurance commis- 
sioners are on hand plus many of their 
departmental key people. NAIC officers 
include Sam Beery, Colorado, president 
of the Commissioners’ Association and 
Rufus Hayes, Louisiana, executive com- 
mittee chairman. Cyrus E. Magnusson, 
Minnesota Commissioner, put in a busy 
day as presiding officer of the hearing 
on NAIC’s proposed uniform non-ad- 
mitted insurers act which is frowned on 
in many respects by industry leaders and 
insurance buyers. 

This morning’s program got under way 
with a gracious welcome by C. Lawrence 
Leggett, Missouri Superintendent of In- 
surance, who pointed to NAII’s prestige 
in the industry, its dynamic leadership 
and large membership. He urged that 
“you continue to strive for independence 
of thought” but remarked that “inde- 
pendence is not enough—it should always 
be in the public interest.” 

Edward B. Rust, president, State Farm 
Insurance Companies, in his response 
commended Superintendent Leggett for 
the attitude of cooperation with the in- 
dustry which has always characterized 
the Missouri Insurance Department. He 
remarked that St. Louis was an ideal 
choice for NAITI’s gathering, rather 
than a far-away resort city “because 
these days we must be watchful of our 
traveling expenses.” 

It was announced that the 1961 an- 
nual gathering will be held in late Oc- 
tober at Los Angeles. 

Balance of the morning program was 
devoted to the presidential address by 
C. W. Leftwich, vice president, Nation- 
wide Insurance Companies, who presided 
at the first session; annual report of 
Vestal Lemmon, NAII General Man- 
ager; and address on “state regulation in 
perspective” by NAIC President, Sam 
Beery. All of these are reviewed in this 
issue. 


Non-Admitted Insurers Act Under Fire 


_ While NAII’s morning meeting was 
in progress a 24-man sub-committee of 
insurance consumers, headed by Charles 
H. Groves, insurance buyer for Colorado 
Fue & Iron Corp., Denver met in closed 
session with NAIC’s unauthorized in- 
surance committee. This sub-committee 
as well as insurance industry leaders who 
testified this afternoon, made specific 
recommendations. Overall impression 
gained was that the proposed act (draft 
of May 20, 1960) imposes burdensome 
testrictions on the conduct of business 
With non-admitted insurers, which limit 
the opportunity for sound and fair com- 
petition. 

Industry groups in the afternoon open 
session expressed opposition to the bill 
inits present form and submitted specific 
editorial changes. Barclay Shaw, secre- 
tary-counsel, National Association of In- 
surance Brokers, in a 2l-page statement 
made the following points: 

“This bill in its present form would 
not be in the public interests since among 
other things, it sets up artificial and re- 


strictive barriers to the purchase of 
necessary insurance coverage from the 
unadmitted market on behalf of an im- 
portant segment of the insurance public. 

“Furthermore, it does not take into 
consideration one of the most important 
needs for such coverage, i.e., interstate 
or multi-state location ‘risks of com- 
mercial or industrial insureds. If the bill 
were to be adopted by NAIC and be- 
come law in a number of states without 
appropriate amendments to remedy these 
general defects, a serious question would 
be presented as to propriety of state 
regulation in this field. This would be 
most unfortunate at this particular time 
when congress has this matter under 
consideration.” 

Mr. Shaw assured the NAIC committee 
that NAIB believes that “drafting and 
adoption of a satisfactory uniform non- 
admitted insurers act would be a for- 
ward step toward correcting the some- 
what chaotic national condition in this 
field ... but we believe that such a uni- 
form law need not be substituted for the 
laws of those minority of states, such as 
California, where surplus line laws are 
believed to be operating in the public 
interest. 

As a possible solution to the problem 
created where insureds have risks or 
property in more than one state, Mr. 
Shaw said: “We believe it is essential 
that the bill contain a so-called ‘deemer 
clause’ which would in substance provide 
that if the unadmitted coverage on this 
type of risk were placed in a particular 
designated state in conformance with 
laws of that state, it would be deemed 
to have been placed in conformance with 
laws of the other state or states in which 
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there existed risks of the insured cov- 
ered under the same policy. 
“The test as to which would be the 








Hubbard Enlivens Meeting 


Moses G. Hubbard, counsel, Commer- 
cial Travelers, Utica, who can always be 
counted on to liven up any hearing, 
talked long and vigorously in opposition 
to NAIC’s proposed non-admitted in- 
surers act this afternoon despite the fact 
that Counsel Julius Wikler of New York 
advised him that A. & S., annuities and 
life insurance were excluded from the 
act. Mr. Hubbard would not be ‘shut off. 

Members of the insurance consumers 
subcommittee made an impressive show- 
ing in their opposition to the bill. Their 
chairman, Charlie S. H. Groves, led off 
and his committeemen who spoke in- 
cluded William Osmun, Corn Products 
Refining Co.; T. J. Byrne, Acme Steel 
Co.; Gerald i. Foley, Humble Oil & Re- 
fining Co.; Leonard J. Gee, Pickands 
Mather & Co.; Cass Z. Greenley, Inter- 
national Minerals & Chemical Corp.; G. 
G. Looney, United Gas Corp. Their over- 
all feeling was that NAIC give much 
more study to the act before action. 

This feeling was reflected in testimony 
of industry representatives including 
Messrs. Shaw and Harrington, John 
Hanna, HIAA counsel; C. M. Cubbedge, 
NAIA vice president; American Mutual 
Insurance Alliance and NAII, and In- 
surance Service Association whose rep- 
resentative, Patrick Fitzpatrick, urged 
that closer study be made as to effect 
of bill on interstate risks. 

Chairman Magnusson instructed one 
and all to submit written statements for 
further consideration at NAIC’s mid year 
meeting in New York starting November 
28, 


A final speaker, W. T. Hockensmith, 
Kentucky Insurance Commissioner, spoke 
appreciatively of London Lloyd’s opera- 
tions in his state where it is a licensed 








insurer. “We have enjoyed a wonderful 
relationship with Lloyd’s,” he said, “and 
they have served Kentucky well.” 

sll 





designated state with whose laws the 
placement would have to conform might 


NAII Sets Up Regional 


Seminars For Next Year 


St. Louis, Nov. 2—At NAII’s executive 
session here this afternoon action was 
taken to put into effect in 1961 a series 
of regional seminars on personnel ad- 
ministration and public relations to be 
attended by NAII member companies. 
These will be four-day conferences. 

Tentative plans call for 
gatherings, 


three such 
the first to be in the south- 
east followed by one in midwest and far 
west. Staff responsibility for setting up 
these conferences will be vested in Bob 
Oelberg, NAII’s public relations director. 
NAII President W. Leftwich 
touched on importance of personnel ad- 
ministration studies in his formal ad- 
dress yesterday. Emphasis in the regional 
conference will be on pension plans for 
small companies, testing of applicants, 
recruiting executive manpower, training 
employes at supervisory level, wage and 
salary comparisons, etc. In public rela- 
tions seminars basic P.R. techniques and 
devices will be discussed in such area as 
press. relations, community relations, 
P.R. planning ‘and programming, how 
and where to find P.R. manpower. 





be based on the place of the principal 
office of the insured or state to which 
the largest portion of the premium were 
allocable based on exposure or some 
other appropriate test. 


C. F. J. Harrington’s Views 


Speaking for the National Association 
of Casualty & Surety Agents, C. F. J. 
Harrington, its executive vice president, 
pointed out: “Any bill that imposes 
criminal penalties and tax obligations 
because of inadverent acts or oversights 
certainly is not a fair regulatory pro- 
gram. Thus, we believe that amendments 
to this proposed bill are necessary to 
remedy those possibilities. 

“We further believe that the public 
should be permitted to have available 
the services of agents and brokers when 
the admitted company market is not 
available.” 
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Casualty Actuarial 
Society Meets Nov. 16 

THREE-DAY CONVENTION IN D. C. 

Election of Officers, Addresses by Leslie 


And Morrill, Seminars—Featured; 
List of New Papers Given 





The Casualty Actuarial Society will 
hold its fall meeting, with election of 
officers, at the Statler Hilton Hotel, 
Washington, D. C., on November 16-18, 


President William Leslie Jr., announced. 


In addition to election of officers, 
highlights of the program include four 
seminars; an address by ‘Mr. Leslie; a 
social hour and banquet with guest 
speaker Thomas C. Morrill, vice presi- 
dent State Farm Mutual Automobile 


Insurance Co.; introduction of new asso- 
ciates and presentation of diplomas to 
new fellows; and a presentation of new 
papers. No planned luncheon arrange- 
ments are being made for the three day 
meeting. 


Carlson a Moderator 


simultaneous seminars Wednes- 
day afternoon, November 16, will be 
repeated that same afternoon. Thomas 
Carlson, manager of the southeastern 
branch of the National Bureau, will mod- 
erate “Automobile Merit Rating’; Leo 
M. Stankus, associate actuary of All- 
state, will preside at a discussion called 
“Guaranteed Renewable Automobile In- 
surance”; no one has been named as yet 
to conduct talks on “Hospital and Surgi- 
cal Benefits for Persons Over Age 65- 
Private Insurance or Social Security ?”; 
Norman J. Bennett, actuary of the 
America Fore Loyalty Group, will mod- 


Four 


erate “Stastistics for Rating and Re- 
search.” Mr. Carlson, and Mr. Bennett 
are fellows of the Casualty Actuarial 


Society, and Mr. Stankus is an 
ciate, 

All members and their invited guests 
are Fellows of the Casualty Actuarial 
with Mr. Skelding, secretary-treasurer, 
and to inform him whether they will at- 
tend the banquet. New papers being 
presented for discussion at this meeting 
are: 

(1) “The Rating of Crop-Hail Insurance,” by 


asso- 


Richard J. Roth, assistant secretary and man- 
ager, Crop-Hail Insurance Actuarial Assoc ‘ation. 
(2) “The Census Method—A New Approach 


To The Analysis of Casualty 
surance Statistics for Rate Making,” by Lau- 
rence H. Longley-Cook, actuary, 
of North America. 

(3) “The 


Canadian 


And Property In- 
Insurance Co. 
Negative Binomial 
Merit Rating 
Automobile Risks,” by 
actuary, American International 

(4) “Actuarial Notes 
ing And 
Dropkin, associate actuary, 
surance Department. 

(5) “Any Room Left For 
Cream?” by Robert A, Bailey assistant actuary, 
of North America. . 

(6) “A New Approach To Infant and Juvenile 
Mortality,” by Charles C. Hewitt, , 
ican International Underwriters. 

(7) “Burglary 
Wolfrum, 


Applied To The 

Plan For Individual 
Charles C. Hewitt, Jr., 
Underwriters. 
Merit Rat- 
Lester B. 
New York State In- 


Automobile 


Inverse Probabilities,” by 


Skinning The 


Insurance Co. 


actuary, Amer- 
Insurance,” by 
Walker S. 
Liberty Mutual 
Experience 
Klaassen, associate 


Richard J. 
actuary and Richardson, 
actuarial assistant, 

(8) “Multiple Coverage 
Plan,” by Eldon J. 


Continental Casualty. 


Rating 
actuary, 


Texas Ins. Board Dividend 
On Auto Rate Proposals 


New insurance rates for private auto- 
mobiles in Texas at the moment are re- 
maining unchanged as a result of further 
delays requested by state insurance 
board members for the purpose of study- 
ing proposals for increases and for cer- 
tain refinements in the safe driver plan. 

Awaiting action are recommendations 
of the board’s actuaries for an increase 
of 13.3% in B.I. and 4% in collision rates. 
The only approval so far is for a 9% 
reduction in rates for most commercial 
vehicles. Concurrently the cael which 
is sharply divided in its views on auto 
coverage, refused to re-adopt the present 
rates for next year. 





“Here and There” Observations on 
Insurance Shares Market Trends 


By SHELBy CuLLom Davis 
Managing Partner, Shelby Cullom Davis & Co., New York City 


Specialists in Insurance Stocks 


Most significant observation made by Shelby Cullom Davis in the following sizeup 


of the the current msurance 


profitable years ahead.” 


Insurance stocks have been showing 
their “true colors” in recent weeks, be- 
ing dismayed neither by the rush to buy 
gold in London nor by the sinking spells 
in the stock market here. Prices have 
been level to rising. The tone has been 
good and Wall Street houses are taking 
increased interest. 

More and more are these Wall Street 
financial firms referring to the insurance 
group as the “most heavily depressed” 
group of stock. Technical studies are 
showing that about half the life stocks 
and certain selected fire and casualty 
issues have recently penetrated their 
1954-1955 highs. That they could traverse 
this layer of “stale supply,” including 
holders who have been waiting five 
years for a profit and meanwhile holding 
an investment yielding only 1%, is quite 
remarkable. Insurance stocks have been 
quietly going into stronger hands who 
believe the business is here to stay and 
that there are profitable years ahead. 


Take-Over Offers Not Ignored 


Nor have the recent take-over offers 
been ignored, Federal’s to Great North- 
ern and Glens Falls to Kansas City Fire 
& Marine. Stockholders of the smaller 
companies have been enriched since the 
larger companies have had to offer gen- 
erous terms to execute the transactions. 
Net worth has played a signficant roll 
in both these exchanges as it has with 
the merger into American Equitable of 
Merchants & Manufacturers in the 
Corroon & Reynolds Group. 

Since many fire and casualty stocks 
are selling at discounts of 40- 50% from 
net worth, and since net worth is now a 
meaningful, practical figure, bargain 
hunters are eagerly scanning potential 
merger candidates. 

Connecticut General’s appeal before 
the Appellate Division in its suit against 
the Insurance Department of the State 
of New York to own a company engaged 
in the fire and casualty business is also 
attracting widespread interest. 

Such a “blue chip” as The Travelers 
stock ae been strong, up from 80 to 86 
during the recent general market weak- 
Continental Casualty has advanced 


ness. vai 
also, from 70 to 77, while its affiliated 
life company, Continental Assurance, 


has gone from 150 to 160. Crum & Forster 
sprang to life, from 66 to 74. The rein- 
surance stocks bounced back, General 
Reinsurance from 103 to 117. 

Conn. General Rebounds 40 Points 


Connecticut General, on rumors of an 





important stock dividend, came back 
from 350 to 390. Great American Life 
Underwriters (holding company for 


Franklin Life stock) gained 530 points, 
from 640 to 690. 

Liquidation of two large Fort Wayne 
estates caused Lincoln National of that 
city to break 200 for the first time in 
several years, to 190. At this level long 
term buyers came in. The spread be- 





Syracuse Safety Courses 

The city of Syracuse has embarked 
on an intensive driver training course 
for city employes in “an attempt to cut 
down approximately $40,000 in above- 
normal liability insurance premiums re- 
sulting from excessive accidents involv- 
ing city vehicles.” The program was 
opened in the Public Works garage in 
Pine Street under direction of Deputy 
DPW Commissioner Arthur Biesemeyer 
and insurance company experts. 


shares picture is that 


going into stronger hands who believe the business is here 





stocks have been quietly 
to stay and that there are 


“insurance 


tween Connecticut General and Lincoln 
National, which was 35 points four years 
ago, widened to 190 points, apparently 
far too wide. 

At the recent American Life Conven- 
tion annual meeting company officials 
who five years ago had asked why their 
stocks were so high, were asking the 
writer why they were so low. Funda- 
mental values of many life stocks have 
gone up 50% during the past five years 
while their prices are actually lower. 
Some bargain basement values here, too, 
for those who can afford a low yield! 


Study Shows Assigned Risk 


Prems. Fail to Cover Claims 


A compilation of experience under 
automobile assigned risk plans in 49 
states and the District of Columbia for 
the five latest policy years, 1954-1958, 
showed that underwriting losses suf- 
fered by the companies on assigned risk 
business have been severe. 


The compilation, which was issued by 
the National Bureau of Casualty Under- 
writers, reported combined bodily in- 
jury and property damage liability 
earned premiums of $375,045,005 as com- 
pared with incurred losses totaling $412,- 
002,690. This means that for every $100 
of premium the incurred claims, includ- 
ing allocated claim adjustment expenses, 
amounted to approximately $110; this of 
course does not include any other ex- 
penses. Inasmuch as the compilation 
covers policy years 1954 through 1958, 
it includes losses from accidents accur- 
ing in 1959 where covered by policies is- 
sued in 1958. 

The information disclosed by.this com- 
pilation of the latest available data pro- 
vides the answers to many questions 
that are frequently asked concerning 
underwriting results on assigned risks, 


the NBCU said. 





Travelers Advances Sisbower, Johnson 


THOMAS J. SISBOWER 


The Travelers President J. Doyle De- 
Witt announced the following appoint- 
ments after a recent board of directors 
meeting: Thomas J. Sisbower, named 
secretary, automobile, compensation and 
liability division of the casualty under- 
writing department Gustav Johnson 
named secretary, mortgage loan depart- 
ment; Carter Johnson, Jr., named as- 
sistant secretary of the agency services 
department, and Walter E. Beverly, Jr., 
claim office supervisor, claim department. 

Careers 

Mr. Sisbower, a graduate of Trinity 
College, joined the company in 1936 in 
the casualty underwriting department. 
He subsequently served as assistant un- 
derwriter, underwriter, supervising un- 
derwriter, and was named chief under- 
writer in 1955. A year later he was ap- 
pointed assistant secretary. During 
World War II he served with the Army 
as a major. 

Mr. Gustav Johnson joined The Trav- 
elers in 1946 in the building department 
and a year later was appointed assistant 
superintendent. In 1950 he was named 
engineer and in 1956 chief engineer. Mr. 
Johnson attended New York City schools 
and University of West Virginia where 
he studied hydraulics. He is a veteran of 
the U. S. Merchant Marine. 

Mr. Carter Johnson, Jr., joined The 
Travelers as a field supervisor at Dallas 
in 1952 in the life, accident and health 
agency department. In 1955 he was ap- 
pointed assistant manager at Shreveport 





GUSTAV JOHNSON 


and two years later was named manager 
at The Travelers South Bend branch 
office. Mr. Johnson attended Texas Wes- 
leyan College and Texas Christian Uni- 
versity. During World War II he served 
with the Army. 

Mr. Beverly attended Virginia Military 
Institute and is a graduate of Richmond 
Law School. A member of the bar in 
Virginia, he joined The Travelers in 
1949 as an adjuster in the claim depart- 
ment at Richmond. He was promoted to 
line adjuster in 1953, to supervising ad- 
juster in 1955 and to examiner in 1957. 





LAHR ELECTED PRESIDENT 

The Insurance Federation of North 
Dakota, during its recent annual meet- 
ing in Bismarck named E. V. Lahr, Jr, 
of Bismarck, president, succeeding Al 
Ueckert, Beach. Other officers include 
Charles Johnson, Minot, vice president; 
and Donald Taylor, Bismarck, secretary- 
treasurer. 

Named to two-year terms as directors 
were Robert Hart, Bismarck; Vincent 
Stenehjem, Watford City; Harold Loths- 
puch, Langdon; William Boze, Fargo; 
Paul Paulson, Grand Forks; and Ker- 
neth Engberg, Crosby. 





THAYER NAMED ASSOCIATE MGR. 
Standard Accident has named William 
A. Thayer associate manager of its In- 
dianapolis branch, office. He formerly 
had charge of the Louisville office. 
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| Who is he? Editors call him the Backbone of America. Politicians call him the 
Majority Vote. Economists call him the big Middle Income Market. 


He’s a prominent man in the State Farm picture. Our agents write much of his car 
insurance—and as a result are serving at the same time his long unfilled needs 
for life and home insurance. For him, our agent is the Family Insurance Man. With 
buyers in higher economic levels too, the same State Farm agent has ably earned 
his reputation as a man who knows his business and does it well. 
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STATE FARM 


STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY and companion companies, State Farm c- 
Life Insurance Company and State Farm Fire and Casualty Company. Home Offices: Bloomington, Ill. 8 
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as Lemmon Points to Advantages 


Of NAIT’s Model Regulatory Bill 


Says That While D. of C. Bill Is Similar There Are Major 
Differences; Fearful of Effect of N. Y. Cancellation 
Fight; Proposes Tighter FR Provisions 


St. Louis, Nov. 1—Treating develop- 
ments on the insurance scene which will 
have a powerful impact on the future of 
the business—for better or worse—Vestal 
Lemmon, general manager of National 
Association of Independent Insurers, in 
his report at the 16th annual meeting 
here today in Hotel Chase-Park Plaza 
devoted his major attention to three 
crucial questions: (1) The regulatory 
and competitive picture, present and 
future; (2) the tightening shroud of 
controls on underw riting and cancellation 
of automobile insurance, and (3) ~ the 
“still unresolved” financially irresponsible 
motorists problem. 

Because of the current widespread in- 
terest in the regulatory and mpuiwve 
situation Mr. Lemmon gave his majo 
attention to it. He told how NAII re- 
sponded last November to the request of 
NAIC’s subcommittee on  fire-casualty 
rating laws and regulations for recom- 
mendations by preparing a completely 
new model bill for fire, casualty, marine 
and surety rate regulations—a bill which 
stirred up considerable interest among 
Insurance Commissioners and insurance 
executives. 

This bill, Mr. Lemmon said, was unani- 


mously approved by NAII’s board, cir- 
culated to all its member companies, and 
then presented to the NAIC last May 


30. In so doing, the Commissioners were 
told: “We believe this model bill reme- 
dies shortcomings of present laws and 
will greatly enhance the cause of state 
supervision of the insurance business in 
the public interest. 


No Serious Quarrel Yet with Bill 


The speaker noted that to date no 
industry group has seriously quarreled 
with the model bill or offered a substitute. 
“In fact, we have reason to believe that 
our approach or major features of it are 
gaining strong support in the councils 
of several other important trade associa- 
tions,” he said. 

Five of the major attributes of t] 1e bill, 
aside from its feature in combining fire 
and casualty into one statute, were out- 
lined by Mr. Lemmon as follows: 

1. It retains the requirement of filings, 
both rate changes and 


but in 
streamlined form whereby 
effect 
power to revoke any 
violate the 


deviations take automatically, subject to 


the Commissioner’s rates 
found upon hearing to 
standards. 


2. It specifically allows incorporation by refer 


ratemaking 


ence of all or part of any existing filing and any 


other relevant information in the commissioner's 


possession. 
3. It provides definitions of “excessive” and 
“inadequate” rates. 


4. It resolves the “aggrieved person” issue by 
preventing one bureau or company from appear 
ing as adverse party to contest or litigate the 
filings of a competitor, but it permits anyone 
to request the commissioner to call a hearing on 
another's filing. 

5. It includes a detailed and 


pellate review provision. 


Where D. of C. Bill is Different 


Noting that U. S. Senators O’Mahoney 
and Kefauver in filing the District of 
Columbia rate regulatory bill (S.3907) 
had incorporated therein the rate-making 
definitions and basic filing procedurés of 
the NAII model bill, Mr. Lemmow ‘took 
pains to explain that there are seVeral 
important differences between the D. of 
C. measure and NAITI bill. He brought 
out: 


improved ap- 


“For one thing, whéreas out proposal 


follows the Commissioners’ all- industry - 
bills in pernditting,*rating” buneatticom- » 


panies to agree among themselves to 
adhere to a common pattern of rates, 
S. 3907 adopts the California approach 
and with minor exceptions, forbids such 
agreements. 

i 3907 also abolishes 
procedure completely, treating is as un- 
necessary surplusage in view of the in- 
surer’s right to be a bureau member or 
subscriber and still make its own direct 
filings. Under our proposal, the deviation 
route is retained in streamlined form. 
It serves as the sole avenue of variation 
for bureau members, and as one of two 
avenues for subscribers, the other being 
the direct filing procedure. 

“S. 3907 goes much further than our 
bill in its machinery for scrutiny and 
supervision of advisory organizations. 
This feature stems largely from the un- 
happiness of Senators Kefauver and 
O’Mahoney about the strong influence 
exerted by the Inter-Regional Insurance 
Conference over the actions of local fire 
rating bureaus as revealed in the Senate 
hearings.” 

The practical effect of S. 3907 in Mr 
Lemmon’s opinion is to reduce rating 
bureaus to the status of mere statistical 
and advisory facilities. The NAII bill 
retains bureau mechanism for those who 
wish to use it for cooperative ratemak- 
ing, he said. 

Dwelling at length on the streamlined 
filing procedure and inclusion of rate- 
making definitions, major features of 
NAII’s model bill, Mr. Lemmon told why 


the deviation 





VESTAL LEMMON 


over All-Industry type rating laws. “The 
theory of the All-Industry laws is one of 
subsequent disapproval. Yet in practical 
operation they have become prior ap- 
proval statutes, which placed upon the 
office of the Insurance Commissioner the 
burden of attempting, under pressure, to 
process and act upon hundreds of routine 
filings. He is forced to take a stand in 
advance on every rate change . and 
sometimes is prevented from taking a 
broad view of the rating picture,” the 
report said. 

Mr. Lemmon argued that in providing 
that rates take effect immediately, on 
date specified in the filing (subject to 
the Commissioner’s power of subsequent 
revocation) ‘ ‘our bill... equips the Com- 
missioner with powers he can use as he 


elects, rather than imposing duties he 
must discharge when each filing is 
made. 


Further along NAII’s general manager 
gave cognizant arguments to support his 
conviction that “our model bill holds the 
greatest promise for the small company.” 
He further maintained that “independent 
companies, small and large, favor a com- 


reasonable regulation. They know that 
its long range advantages clearly out- 
weigh any short range disadvan- 
tages. hg 
Before turning to his next subject he 
said NAII’s bill “clears the air” on defi- 
nition of an “inadequate” rate. He ex- 
plained: “It bases the test of adequacy 
on this fundamental question: Upon 
reasonable assumption of prospective loss 
and expense experience, will the rate 
produce an underwriting loss? If so, it is 
inadequate. If not, it is adequate.” Mr, 
Lemmon observed ‘that this definition is 
new in the casualty-fire insurance field, 
and gave reasons why. 

Auto Insurance Pressures in N. Y. 

His appraisal of the automobile insur- 
ance cancellation situation, especially 
in the light of New York hearings con- 
ducted by the Condon legislative study 
committee, is that “we are face to face 


(C ontinued on Page 43) 
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Beery and Kefauver Express Their 


Strong Views on State Regulation 


St. Louis, Nov. 2—Two notable ad- 
dresses at the NAII annual gathering 
here, those of NAIC President Sam 
Beery, Commissioner, Colorado and U. S. 
Senator Estes Kefauver, co-chairman 
with Senator O’Mahoney of the Senate 
Antitrust and Monopoly Subcommittee, 
created considerable interest. At a time 
when state regulation of insurance is un- 
der Congressional scrutiny, Commis- 
sioner Beery defended its effectiveness 
despite budgetary problems. He ex- 
pressed to his NATIT audience: 

“While state supervision must neces- 
sarily meet the standards Congress has 
set, our regulatory philosophy must be 
fired by more than just a desire to escape 
from Federal jurisdiction. It should be 
motivated by an affirmative, constructive 
purpose of providing good regulation for 
its own sake. We must always set our 
sights on a concept of regulation which 
does not stop with a bare fulfillment of 
jurisdictional requirements under the 
McCarran Act, but which goes beyond to 
meet the people’s most exacting stand- 
ards of intelligent, enlightened and 
judicious administration of the insurance 
business. 

“Accordingly, although we must pay 
careful heed to constructive criticisms 
voiced by the Senate Subcommittee, we 
should as in the past demonstrate by 
word and deed that we are not depen‘- 
ent on their prodings as a primary 
source of initiative and inspiration. In 
short, we must be our own_ severest 
critics, our own most demanding task- 
masters.” 

Kefauver Points to Weaknesses 

Senator Kefauver, in turn, told the 
NAII that as a result of the Antitrust 
and Monopoly Subcommittee’s hearings 
in the past year “definite weaknesses 
have shown up in the structure of state 
regulation which «have already been 
pointed out. Corrections have been sug- 
gested more in conformity with McCar- 
ran Act’s true spirit. 5 Ne 

He made clear that he was in full ac- 
cord with all members of the subcom- 
mittee “that state regulation is in the 
public interest, and that while insurance 
is clearly interstate commerce, there has 
been no showing that a comprehensive 
system of Federal regulation is needed. 
Nor has it been demonstrated that such 
a system would be superior to state reg- 
ulation.” 

One development, that of the merger 
of state and regional advisory organiza- 
tions into the Inter-Regional Advisory 
Conference, was particularly disturbing 
to Mr. Kefauver. “I view with consider- 
able alarm,” he said, “this national 
merger of advisory organizations which 
have possessed great influence over the 
making of rates. I said at the hearings 
this development was a manifestation otf 
the trend of concentrating all control in 
one place and having the operations 0! 
people and companies all over the United 
States run by a handful of people in 
New York. I foresaw in this develop- 
ment further opportunity for the dom- 
inant companies to tighten their grip on 
the rating structure. I see no reason to 
alter this view.” em 

In the Senator’s opinion “the answer 
must lie in greater regulation of the 
activities of these national advisory or- 
ganizations by the states.” He pointed 
to the D. of C. rate regulatory bill as 
providing a remedy fcr this problem in 
that it “would subject national and local 
advisory organizations to the kind of 
surveillance which would enable local 
tegulatory authorities to keep their 
power and influence in check.” 

Mr. Kefauver declared that he in- 
tended to re-introduce this regulatory 
bill as soon as possible after the new 
Congress convenes. “I expect to have 

support of the other co-sponsors and 
Many other members of the Senate who 


wish to preserve free enterprise in the 
insurance industry,” he emphasized. 

Among other points made by Mr. Ke- 
fauver were (1) difficulties and long de- 
lays faced by well-established companies 
in being admitted into certain states, and 
(2) wide variations in minimum capital 
and surplus requirements for solvency or 
organization of new companies may have 
an adverse effect upon competition. On 
the first point, he urged re-examination 
of state licensing policies; on the second, 
he said that adequate capital-surplus re- 
quirements should not be discriminatory 
in character or have for their purpose 
protection of the home market to detri- 
ment of the consumer. 

Sees Restraint of Rate Competition 

Overall the speaker said the Subcom- 
mittee’s record “furnishes a graphic 
picture of the concerted efforts on the 
part of certain insurance groups, pri- 
marily in the fire insurance field, to re- 
strain rate competition and to impose 
non-competitive rates on the public. Un- 
fortunately, certain state regulatory of- 
ficials have sanctioned such activities. 
More to the point, many state laws have 
tended to perpetuate non-competitive 
rating practices and procedures. 

“IT do not believe that State laws 
which require all insurers to adhere to 
the same rates are consistent with the 
purpose and spirit of the McCarran Act. 
Such laws make a mockery of competi- 
tion. Forcing companies to compete 
rate-wise only by means of paying divi- 
dends denies to the public the opportun- 
itv to obtain initially lower rates. 

“When state insurance officials ap- 
peared before the subcommittee. testi- 
mony was presented that a number of 
states have adopted laws making mem- 
hership in rating bureaus mandatorv. 
Fortunately. these states are in the 
minoritv. The District of Columbia is 
included among such iurisdictions. This 
is one of the princinal reasons Senator 
O’Mahoney and I have sponsored the 
rating hill there in order that Congress 
can make crystal clear its refusal to sanc- 
tion such restrictive regulatory laws.” 

Beery Sees Areas For Improvement 

Taking an objective approach to the 
nroblems of the state supervisory of- 
ficial. Commissioner Beerv in his ad- 
dress identified three basic factors which. 
he said. cause or at least ageravate 
shortcomings that may he said to exist 
at the state regulatory level. He listed 
them as follows: 

1. “The nhenomenal upsurge over the 
past decade in the number and the com- 
nlexitv of responsibilities thrust upon the 
insurance commissioner from every di- 
rection This problem is brought on bv 
such thines as entry of new enterprises 
into the insurance business: the birth 
of new ratine and coverage concepts; in- 
flation exn@nsion. changes in our econ- 
omv. Finally, the tendency of citizens 
in a 1960 society to expect more and 
more government attention to their prob- 
lems 

2. “Underlving anv existing short com- 
ines in state sunervision is the fact that 
most Insurance Department budgets have 
nowhere near kent pace with soaring de- 
partmental workloads 

3. “The growing difficulty experienced 
by insurance commissioners in attractine 
and keepine competent. dedicated staff 
personnel. This is caused by the lack 
of funds iust noted, hv the competition 
of your industry itself in wooing away 
good men. and by the fact that manv 
departments cannot offer lasting career 
opportunities—either for staff men or 
for the commissioner himself. 

“All these prohlems add up to the un- 
varnished truth that many Insurance De- 
partments must now run 16-cvlinder en- 
terprises on four cylinders. It is no sur- 
prise that the figures cited in the O’Ma- 


F. A. S. Gentry Elected 
President of the NAII 


FIVE NEW V.P.s 





ARE NAMED 


Take Office at 16th Annual Meeting in 
St. Louis Along With New Members 
Of Board of Governors 








St. Louis, Nov. 2—The new president 
of the National Association of Inde- 
pendent Insurers is Fenton A. S. Gentry, 
president of the Southern Fire & Cas- 
ualty, Knoxville, Tenn. ; 

Mr. Gentry was elected to a one-year 
term at NAII’s 16th annual meeting here 
today at the Chase Park Plaza Hotel. 
He had previously served as a vice pres- 





honey Subcommittee critique show many 
Department staffs overloaded beyond 
reasonable limits.” 

As to solution of the problem, Mr. 
Beery said: “Two basic approaches sug- 
gest themselves: (1) To make additional 
qualified manpower available to devote 
to the workload, and (2) to cut down on 
the workload itself or develop more ef- 
ficient ways to handle it. 

“A suggestion sometimes voiced is that 
the supervisor's job could be greatly 
simplified by merely eliminating the 
‘right to be different’ and requiring all 
companies to adhere to one master pat- 
tern of rates, classifications, coverages, 
and methods of operation. Needless to 
say, such an idea is directly contrary to 
the concept of state regulation contem- 
plated by Congress and has been re- 
peatedly rejected by the several states 
and representatives of major segments 
of the insurance industry. If state super- 
vision is to satisfy its obligation to Con- 
gress, and even more important, to the 
public, it must provide a climate for 
exercise of individual initiative and the 
interplay of healthy competitive forces. 

“While competition may bring a few 
administrative headaches which would be 
absent in-a completely monolithic sys- 
tem, it brings benefits which far out- 
weigh them. In other words, competi- 
tion more than pays its way by acting 
both as an invigorating stimulant and as 
a powerful if not indispensable regula- 
tory force.” 

Preparing Citizens For Rate Hikes 

Before closing Commissioner Beery 
told the NAIT that much more needs to 
be done by industry in a cooperative 
spirit with state officials. For example, 
he said, there is the bread-and-butter 
problem of preparing citizens of a state 
for a justified but unwelcome rate hike. 
This task calls for the very best public 
relations that your industry can muster. 

Another administrative problem which 
vexes the regulator is caused by a lack 
of care and consideration on the part of 
some who present matters to us for ac- 
tion. Those of you who have been on the 
supervisory side of the fence know how 
burdensome it is to have slipshod, ill- 
prepared filings and prospals literally 
thrown in our laps with nothing behind 
them but wishful thinking. 

“There is one more important element 
to be considered in connection with this 
problem of making the state regulatory 
machine operate with maximum effec- 
tiveness. That is the matter of how ef- 
ficiently we commissioners are able to 
utilize the administrative resources at 
our disposal. 

“This depends largely on our concept 
of our role as regulators. If we are 
to foster and preserve a dynamic, pro- 
gressive, self-reliant industry and the 
rich benefits it brings the public, we 
must carefully observe the distinction 
between enlightened regulation and bu- 
reaucratic regimentation. We must re- 
sist the temptation to sit on  manage- 
ment’s shoulder and second-guess its 
every move. We must emulate the traffic 
policeman and not the back-seat driver. 
We must be door-openers ‘instead of 
door-slammers. Our credo. must never 
be ‘How would I do it?’ but rather, ‘Is 
it lawful, fair and honest ?’” 





FENTON A. S. GENTRY 


ident and on NAII’s board of governors. 

A native of Chattanooga, Mr. Gentry 
was educated at the University of Vir- 
ginia and as a Rhodes scholar at Oxford 
University, England. He has been pres- 
ident of Southern Fire & Casualty since 
1946 and is chairman of the board of 
Southern Title Insurance Co. and South- 
ern Insurance Services, Inc., Knoxville. 

Board Members and V.P.’s 


Elected to NAII’s board of governors 
were P, N. Snodgrass, president, General 
Casualty of Wisconsin and E. L. Lowder, 
manager, Alabama Farm Bureau Mutual 
Casualty of Montgomery, Ala. Re- 
elected to the board were W. A. Brooks, 
executive vice president, Oregon Auto- 
mobile of Portland; William C. Searl, 
president, Auto Owners of Lansing, 
Mich., and Paul R. Erickson, general 
counsel, Detroit Automobile Inter-In- 
surance Exchange. All were named to 
three-year terms. 

The association also named five new 
vice presidents, all elected for one-year 
terms. They are Preston Estep, presi- 
dent, Transit Casualty of St. Louis; John 
J. 'Nangle, Jr., president, Utilities Insur- 
ance Co., St. Louis; W. L. Cobb, presi- 
dent, Hawkeye-Security, Des Moines; 
S. Arch Richards, vice president and 
manager, Olympic Insurance Co., Los 
Angeles, and Paul R. Gingher, president, 
State Automobile Mutual, Columbus, O. 

Re-elected for one-year as secretary 
was J. Carl Suverkrup, secretary-treas- 
urer, Wabash Fire & Casualty of Indi- 
anapolis. W. M. Ritter, president, Pre- 
ferred Risk of Fayetteville, Ark., was 
named treasurer. Vestal Lemmon, Chi- 
cago, NAII general manager, was re- 
elected assistant secretary-treasurer. 


N.Y. Auto Ins, Hearing 


(Continued from Page 34) 





when he suddenly said: “I’m more con- 
cerned with the fix we are in, fhan how 
we got there.” 

Mr. Pouy—whose business as principle 
examiner for the Department happens to 
be finding out “how the companies got 
there’—followed Mr. McCullough to the 
stand. He read the results of a survey 
undertaken in 1958. The Department had 
found there had been discrimination: 
Against young drivers, old drivers, driv- 
ers in certain neighborhoods. 

Sen. Greenberg asked for the record. 
All eyes were on him as he read further 
of forced tie-ins sales—something bro- 
kers at past hearings had lamented, 
“Whom are we to believe,” Sen. Green- 
berg asked sharply, “the companies or 
the Departments ?” 

Exclaimed Kings County Insurance 
Brokers’ President Edward Cirlin, who 
had followed proceedings from, a front 
row seat: “Boy, this is dynamite!” 
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Future of Workmen’s 
Compensation Ins. Told 


BY GURASH IN IN CALIF. SPEECH 
Pacific Employers President Sees Gov't 
Intervention Unless Research and 
Development Organization Formed 


Members of the California Manufac- 
turers Association were recently urged 
to take the initiative in keeping work- 
men’s compensation insurance out of the 
government tax structure. 

Speaking at the annual conference of 
the association in Monterey, Calif., John 
T. Gurash, president of Pacific Employ- 
ers Insurance Co., Los Angeles, told the 
delegates a concentrated effort by indus- 
try and private insurance carriers is 
necessary to save workmen’s compensa- 
tion from bureaucracy and _ resultant 
waste and inefficiency. 

Terming the expense of workmen's 
compensation insurance a signal part of 
the cost of every manufactured product, 
Mr. Gurash said it is essential to keep 
it free from interference or coercion by 
the Federal government and that indi- 
vidual states should be given every en- 
couragement to effect necessary improve- 
ments in their own insurance laws. 


Would Correct Inadequacies 


Mr. Gurash, who currently serves as 
president of the Association of California 
Insurance Companies, called for indus- 
try to establish a research and develop- 
ment organization to ascertain the cost 
factor of workmen’s compensation to all 
industry and to particular industries in 
areas of various sizes. 

“Such a unit,” he 
velop reasonable 


said, “could de- 
standards in the var- 
ious states by which the adequacy of 
workmen’s compensation laws could be 
measured. By projecting the cost of 
proposed ch: anges or corrective measures 

it could be determined whether industry 
in the particular area could afford such 
standards in their competitive fields.” 

The same research unit, Mr. Gurash 
brought out, could take the initiative in 
correcting or modifying inadequacies in 
workmen’s compensation and _ occupa- 
tional disease laws wherever they exist. 
“Industry must have the knowledge,” 
he added, “to intelligently combat ex- 
cesses in benefits.” 

Discussing the future of workmen’s 
compensation, Mr. Gurash termed re- 
habilitation a rapidly developing science 
which offers an opportunity ot substan- 
tially reduce the psychological, human 
and financial cost of on-the-job injuries 

“Depending upon our attitude toward 
it, rehabilitation can be a burdensome 
expense with little beneficial effect or it 
can accomplish savings in loss costs and 


give new purpose and dignity to trau- 
matically crippled people,” he pointed 
out 


“Industry and insurance carriers should 
lend full support to and actually cam- 
paign for more and improved teaching 
and experimental facilities for the science 
of rehabilitation—and we must use every 
care to keep it on a selective and volun- 
tary basis as the means of accomplishing 
the greatest benefit to the injured at the 
most reasonable speaker _ re- 
marked 

Mr. Gurash said any speculation on the 
future of workmen’s compensation would 
be incomplete without considering the 
impact on it of the rapid development of 
atomic energy for peacetime uses, which 
in turn will present complex injury and 
me dical problems in the future 

“The industrial radiation hazard,” he 
stated, “will cast the spotlight on occu- 
pational disease laws of the various 
states. It is certain that many amend- 
ments to such laws will come about in the 
near future.’ 

The inadequacy of workmen's compen- 
sation laws in regard to radiation haz- 
ards could, according to Mr. Gurash, 
provide the springboard for future in- 
volvement of the Federal government, at 
least to the extent of establishing min- 
imum standards of benefits for the states 
to follow in compensating workers for 
job-connected injuries. 


cost,” he 


Two Rating Organizations 


Revise Minnesota Car Rates 


Automobile insurance rate revisions for 
Minnesota, effective October 26, are an- 
nounced by the National Automobile Un- 
derwriters Association and the National 
3ureau of Casualty Underwriters. The 
NAUA announced revisions for private 
passenger automobiles applicable to all 
automobile physical damage policies, in- 
cluding the family automobile policy and 
the special automobile policy. 

In Minneapolis, St. Paul and St. Louis 
County, premiums for comprehensive in- 
surance for private passenger cars are 
increased an average of 8 to 13%; and 
in other areas of the state premiums re- 
main at approximately the same level. 
The adjustments result in an average 
statewide increase of 4%. 

For private passenger cars, $50 de- 
ductible collision insurance premium re- 
ductions range up to 10% and the ad- 


justments result in an average state- 
wide reno reduction of 5%. The 


$100 deductible collision insurance pre- 
mium increases range up to 7% and these 
adjustments result in an average state- 
wide increase of 2.5%. 

For commercial automobiles, fire rates 
are reduced approximately 10%. For 
commercial vehicles operating within a 
radius of 50 miles, premiums for collision 
insurance are increased approximately 
7%. For commercial vehicles operating 
in excess of a 50 mile radius, collision 
premium reductions average 10 to 20%. 

NBCU announced revised automobile 
liability insurance rates for commercial 
cars and garage risks buying the broad 
protection. These revisions, which are 
based on the latest available experience 
data, result in average statewide rate 
increases of 5.3% for commercial cars 
and 22.5% for the garage risks. 





WEDGE HARTFORD SPECIAL 

Peter J. Wedge has been appointed 
special agent for the Hartford Fire at 
Bangor, Me. He assumes his new post 
October 1. For 12 years he has been 
associated with another insurance com- 
pany in claims adjusting and sales in 
Greater Boston, and in Maine. A grad- 
uate of the University of Maine, Mr. 
Wedge is past president of the Univer- 
sity’s Alumni Association of Greater 


Portland, Me. 


West Va. Motorists to Save 
On NBCU-NAUDA Auto Plan 


A new low-cost automobile insurance 
policy and a “safe driver” rating plan 
which will reduce insurance costs for 
many West Virginia car owners are 
announced by the National Bureau of 
Casualty Underwriters and the National 
Automobile Underwriters Association, ef- 
fective November 1, in accordance with 
the approval by Insurance Commissioner 
C. Judson Pearson. 

The NBCU said basic premiums for 
automobile liability insurance are being 
increased approximately 10% on_ the 
average at the sa ame time in accordance 
with the companies’ loss experience. The 
NAUA explained that automobile phys- 
ical damage rates were revised effective 
October 1 and that these changes re- 
sulted in a small overall premium re- 
duction statewide, although there were 
increases in some areas. 

The rating organizations described the 
special policy as a “package” policy af- 
fording liability, collision, comprehensive 
and other insurance coverages designed 
to meet the needs of the individual 
motorist at an overall savings for most 
motorists of approximately 15% under 
the revised cost of comparable coverages 
if bought separately. 

The new premiums will be further re- 
duced as much as another 15% for those 
motorists who, by their good driving 
records, qualify for reductions under the 
safe driver insurance plan. 

For motorists who qualify, the fo'low- 
ing additional discounts will continue to 
apply: a discount of 30% for farmers, 
25% discount for each additional car in 
the family, 10% driver training discount 
and 10% discount on liability and col- 
lision insurance for compact cars. 

For automobile liability insurance the 
revisions result in an average statewide 
increase of 10.3% for private passenger 
cars, the NBCU said. The rating bureau 
also announced an average statewide in- 
crease of 20.9% for garage risks buying 
the broad protection. 


San Francisco Office Moved 


The San Francisco branch office of 
Hartford Steam Boiler moved on No- 
vember 1 from its present quarters at 
98 Post Street to 230 California Street. 
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Laderer, Berk, Schlueter 
Named by Safety Engineers 


Five officers and three elected mem- 
bers-at-large to the executive committee, 
governing body of the American Society 
of Safety were installed at 
the society’s recent annual meeting at 
the Conrad Hilton Hotel, Chicago. 

The new national officers, all of whom 
were elected for one year terms, are 
George L. Gorbell (president), manager 
- safety and hs protection, Monsanto 

Chemical Co., St. Louis; John V. Grim- 
aldi (first vice president), consultant 
for safety and plant protection, General 
Electric Co., New York City; Michael 
F. \Biancardi (second vice president), 
manager of safety services, Allis-Chal- 
mers Mfg. Co., Milwaukee; Frank E. 
Laderer (treasurer), director of safety, 
Nationwide Insurance, Columbus, Ohio; 
Alfred C. Blackman (secretary), man- 
aging director, American Society of 
Safety Engineers, Chicago. 

The three members-at-large, 
to the executive committee for 
year terms to represent those members 
of the society who are located in areas 
where no society chapters have been or- 
ganized, are Thomas J. Berk, safety con- 
sultant, Metropolitan Life, New York 
City; Samuel McKay Jr., supervisor of 
safety, Bell Telephone Co. of Pennsyl- 
vania, Philadelphia, and Clyde F. Schlue- 
ter, accident prevention manager, Em- 
ployers Mutuals, Wausau, Wisc. 


Engineers, 


elected 
three 





LOOKING FOR NEW HORIZONS? 
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FEDERAL LIFE & CASUALTY CO. HAS THEM! 


Success treeds 


With over a half-century of service behind, and exciting new horizons ahead, Federal 
Life and Casualty Company pauses to review their many coverages: 
REGULAR LIFE INSURANCE—<a full line of policies. 
CREDIT LIFE INSURANCE—for the debtors through financial institutions and retail sales outlets 
providing credit facilities. 
CREDIT DISABILITY —remunerating indebtedness by monthly payments in the event of disability. 
ACCIDENT & HEALTH—a pioneer in this field, Federal offers a full line of Accident & Health and 
Hospitalization. Many unusual forms may be had, including special plans for those over 
65, and occupational coverages. 
GROUP LIFE & A&H—Complete coverage for large or small groups in modern business and in- 


dustry. Liberalized and flexible as our plans are, an increase of over 35% was realized last 
year in this division. 


Now! 

Mutual Fund 
Representation 
Available. 
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FEDERAL LIFE & CASUALTY COMPANY 3 !NSURANCE ° 

BATTLE CREEK, MICHIGAN wa | po 
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a member of the Tower Insurance Group 
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In these days of low profit margins, accidents and injuries on the job can mean the 
difference between profit and loss in construction and industry. 

That is why so many firms from coast to coast count on the Travelers—not only 
to protect them against loss but to suggest added safeguards. 

This dolly is just one of the many devices produced by the Travelers Engineering 
and Loss Control Division to help eliminate accidents, lost time and dollars. The 
dolly enables one man to do the work of many without exposure to back strain and 
other injuries. 

Backing up Workmen’s Compensation, Public Liability and Travelers contracts 
for all forms of insurance, is an unequalled claims organization that gives prompt 
attention anywhere in the United States. 

These important features can help you get and hold new business. A Travelers 
fieldman—whose business is your business—will be glad to help you. Call him today. 





HARTFORD 15, CONNECTICUT 


THE TRAVELE ae neveener 




















Page 42 








November 4, 196 











16th Annual Meeting National Assn. 








Leftwich Commends 
NAII’s Committees 


IN A PRESIDENTIAL ADDRESS 





Also Pleased by Industry Togetherness 
In “Amicable Consultation” on 
Intra-Mural Problems 

St. Louis, Nov. 1—C. W. Leftwich, vice 
president, Nationwide Mutual, made a 
good impression in his presidential ad- 
dress which opened the 16th annual con- 
vention of National Association of In- 
dependent Insurers here this morning. 
He not only expressed his pride over the 





C. W. LEFTWICH 


for its own 
but spoke apprecia- 
tively over the “great strides” made by 
the insurance industry toward amicable 
consultation on intra-mural problems 
concerning all fire-casualty companies. 
Specifically he cited the industry ad- 
visory committee on the uninsured 
motorist problem, which has united auto- 
mobile insurance carriers into a single 
voice on all types of FR legislation, and 


NAII’s accomplishments 
member companies, 


the Insurance Institute for Highway 
Safety, which has already proved its 
worth. 

“There are other areas, such as as- 
signed risks, defense, and occasionally 
public relations, in which the various 
segments of our industry are at last 
showing a — a common 


consideration. These » healthy 
said the speaker. 

Directing attention to NAII committee 
activity in the past year, Mr. Leftwich 
commended “the busy executives of so 
many egg ol companies, large and 
small, who take time out from their own 
exacting schedules to discharge their re- 
sponsibilities on NAII committees.” 

In particular he spoke of the steering 


signs 


committee, appointed from the board 
membership, to work with the staff in 
developing and implementing NAII’s 


proposed model fire-casualty rating law. 
Another group deserving of special men- 
tion, he said, was the preservation of 
competition committee in which he has 
a proprietary interest, having proposed 
its formation three years ago. Scope of 
its work was enhanced a year ago to in- 
clude in its public relations efforts the 
full range of NAII activities. 


Auto Liability Has Become 
“Cause Celebre” 


Mr. Leftwich emphasized that at this 
crucial juncture in the development of 
the business, “we need every aid we can 
get our hands on. Today the automobile 
liability business in particular has be- 
come the ‘cause celebre’ for all manner 
of “do-gooders.’ Every session of every 
legislature is plagued by those who, dis- 


guised as defenders of the common man, 

seek to plug their own brand of political 

merchandise by promoting schemes 

whose net effect would be to injure the 

very people they are supposed to bene- 
% 


The speaker emphasized that no single 
state is immune from people who want 


to pass laws to make insurance com- 
pulsory, created unsatisfied judgment 
funds increase financial responsibility 


limits, require hearings on rate filings, 





meddle in selection of risks, prohibit 
canc ellations, or increase premium taxes. 
“It is because of these and other prob- 
lems,” he said, “that we can no longer 
be content to be geared only to fight 
the occasional brush fire, nor can we, as 
company officials, isolate ourselves re- 
gardless of the geographical limits of 
our operations.’ 

Referring to NAII’s newest committee 
activity, Mr. Leftwich pointed with pride 
to the work being done by its personnel 


of Independent Insurers 





administrative committee through which 


member companies can pool their know. ff 


how and exchange information about the § 


full range of personal problems. He § 
said: 
“This committee is now learning | 


through surveys and other devices pre- 
cisely what the problems are that con- 
front the companies with the objective 
of making available up-to-date informa- | 
tion and research. Examples: Pension 
plans for small companies; the survey- 








NOW AVAILABLE TO FLEET OWNERS! 








ALLSTATE SERVICE 
AND SAVINGS 
ON INSURANCE 


The same benefits that attracted 
nearly 5 million motorists to Allstate 





1. FAST, EFFICIENT 
CLAIM SERVICE 


Allstate has the largest number of 
claim service locations, staffed by 
the greatest number of full-time 
salaried claims people in the auto 
fleet insurance business. 224 loca- 
tions ...in all 50 states and 
Canada! 

We keep your public relations 
policies in mind, and as always, we 
pay all legitimate claims promptly. 


2. NO UNCERTAINTY 
ABOUT WHERE 
YOU STAND 


Allstate is in the fleet insurance 
business to stay, and that’s a guar- 
antee. We’re interested in joining 
with you in a long-term partner- 
ship, as we have with many of the 
companies listed in this ad. 





AUTO * 


AL 


PROFERTY °* 





3. GOOD SAVINGS 
ARE POSSIBLE 


As with all fleet insurance, your 
loss experience sets your rate. But 
Allstate’s efficient office proce- 
dures, minimum use of independ- 
ent adjustors, and electronic 
record-keeping help keep our costs 
lower, so your ultimate premium 
may well be lower than what you’re 
now paying. (Standard ratesin Texas 
where eligible policyholders have 
always saved through dividends.) 

We’d like the opportunity to tell 
you, in detail, about all the ad- 
vantages Allstate offers you. A 
letter, wire or phone call to Jim 
Wickens, Manager, National Ac- 
counts Division, at our Home 
Office, is all that’s necessary to get 
you the full story. Allstate Insur- 
ance Companies, Home Offices: 


Skokie, Ill. 
May we help you? 


You're in good hands with 


LSTATE 















These are just a few of the 
companies currently insuring 
their fleets with us. A number 
of them have been with us over 
10 years. We invite you to 
check with any of them: 


Anchor Motor Freight 
International Shoe 
Kimberly-Clark 
Mohawk Motors, Inc. 
National Cash Register 
Rexall Drug 

Sears, Roebuck 

United States Gypsum 


Westinghouse 
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INSURANCE COMPANIES 


ACCIDENT and SICKNESS °* 
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ing and testing of applicants; recruiting 
executive manpower; training employes 
at the supervisory level ; wage and salary 
comparisons ; scientific job evaluation 
and description ; work standards and 
many others. How-to-do-it information 
on these and other personnel topics will 
be disseminated, probably through the 
medium of regional personnel seminars.’ 

While singling out certain key commit- 
tees for special mention, Mr. Leftwich 
made clear that he was also appreciative 
of the fine work done by many others. 
“In the technical aspects of our business 
such as claims, underwriting, statistics 
and assigned risks, our committees have 
worked long, hard, and often. Their 
members deserve a special salute, par- 
ticularly those who represent smaller 
companies.” He closed his address by 
re-emphasizing the “truly democratic” 
nature of NAII committees whose per- 
sonnel include representatives from com- 
panies of all sizes, types and geograpical 
locations. 





REJECT INS. INDUSTRY REQUEST 


D. of C. Commissioners in Finalizing 
New Rules for Time Car Buyers Do 
Not Include Credit A. & H. Costs 
Costs of credit A, & H. coverage writ- 
ten in connection with financed auto- 
mobile sales in the District of Columbia 
may not be included in the installment 
contract, under regulations adopted by 
the District Board of Commissioners. 
The Commissioners, in finalizing rules 
under the new statute governing the 
sale and financing of motor vehicles 
here, accepted the recommendations of 
the Corporation Counsel, and _ turned 
down requests by the insurance industry 
and finance companies for more lenient 

treatment of credit A. 

Enactment of the restrictive regula- 
tion, they contended in recent hearings 
before the Commissioners, would have 
the practical effect of barring virtually 
completely the sale of credit A. & H. 
coverage to time car buyers. 

Under the new regulations, premium 
charges for credit life coverage may be 
included in the finance contract with the 
agreement of the borrower, and the 
dealer or lender may require inclusion of 
costs for collision, comprehensive or fire 
and theft and towing coverage. 

But the Commissioners did accept 
amendments to the regulations proposed 
by the Association of Casualty & Surety 
Companies to permit licensed dealers and 
finance companies to post cash or ne- 
gotiable Government securities, as well 
as approved corporate sureties, to meet 
bonding requirements authorized by the 
statute which the new regulations im- 
plement. 

Under the law, the Commissioners are 
empowered to require the posting of 
sureties up to $25,000. The proposed 
regulations would have forced all deal- 
ers and finance companies as a licensing 
condition to post a $5,000 corporate 
surety written by a company approved 
by the Treasury Department and the 
District of Columbia Insurance Depart- 
ment. 





Lemmon’s Report 


(Continued from Page 38) 


With the threat of serious legislative in- 
toads upon our right to underwrite.” 

The Condon committee, he said, invited 
people to present complaints of allegedly 
unjust cancellations of their auto insur- 
ance. New York newspapers joined the 
hue and cry; the New York Daily News 
even printed a convenient coupon for 
disgruntled cancellees to clip out and 
mail in. 

“With all this furor,” Mr. Lemmon re- 
marked, “one might expect complaints to 
pour in by the tens or hundreds of 
thousands. As it turned out, the Condon 
committee received a mere 414, and the 

aily News coupon campaign brought 
in just 468. Of these, only 213 named 
NAIT member companies. 

‘The microscopic quantity of com- 
Plaints filed in New York, and the facts 
fevealed on closer scrutiny of even those 
tw complaints ought to serve as com- 


plete exoneration of the industry's posi- 
tion, and bring an end to demands for 
restrictive legislation.” 

In this connection Mr. Lemmon ad- 
vised NAII members that their president, 
C. W. Leftwich of Nationwide, had testi- 
fied at last Friday’s Condon hearing (see 
front page story of this issue) and had 
emphasized among other points that 
“anti-cancellation bills would not cure a 
tight market but severely aggravate 


it. 

outcome of New 
York’s cancellation controversy, Mr. 
Lemmon said: “It has crucial implica- 
tions not just for companies doing busi- 
ness there, but for companies every- 
where. If New York should adopt re- 


Fearful as to the 


it will form a dan- 
from Maine to Cali- 


strictive legislation, 
gerous precedent 


fornia. We must fight the fire where it 
starts, lest it triggers a general con- 


flagration.” 


Promotion of Widespread Purchase of 
UM Coverage 


The third leg of NAII’s industry pro- 
gram, the speaker said, “has been pro- 
motion of widespread purchase of UM 
coverage. We can take comfort in the 
fact that number of motorists volun- 
tarily buying this protection has steadily 
climbed. But something more definite 
and dramatic is needed to top compul- 
sory in 1961 in certain states ; 


His specific proposal was a combina- 


tion of tighter financial responsibility 
provisions wth a measure requiring in- 
clusion of UM coverage in every private 
passenger auto liability policy, with right 
reserved to the insured to have the cov- 
erage endorsed off if he wishes. This 
complete package—tighter FR provisions 
plus statutory UM with right of refusal 
—I urge upon you for your immediate 
and serious consideration.” 


TWO JOIN TOLEDO AGENCY 

Walter W. Daniels and Edwin C. Falls- 
graff, Jr. have joined the staff of Hylant- 
MacLean, Inc., Toledo, Ohio, insurance 
agents, the former as manager of the 
property insurance department and the 
latter as head of the casualty section. 








Now—more strongly than ever—U.S.F.&G. reaffirms its faith in the 
independent agent with unusual four-color page advertisements like 
this in The Saturday Evening Post, Time and U.S. News & World Report. 
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How Do You Pay, by Check or in Cash? 


Agents Learn New A. & H. Selling Methods At New Jersey 
Health Underwriters’ Sales Congress, Hear Forrest, 


Colflesh, Richards, Warren and Torsney 
By Smwney S. WHIPPLE 


What do you do if someone suddenly 
asks: “You want to see me successful, 
don’t you?” Or: “You could use these 
$50 bills I have in my hand, couldnt 
you?” Or: “How are you going to live 
without your pay check ? 

If you are like 70,192,000 others in 
the United States you buy an accident 
and health policy, or at least the New 
Jersey Association of Health Under- 
writers would like to think so. 

Last week during their fourth annual 
sales congress at the Military Park 
Hotel in Newark, a predominantly young 

group of agents took notes furiously as 
the old pros told them how to increase 
this figure, and incidentally double or 
triple their present incomes. 

It was an attentive audience. 

First on the list of guest speakers 
was John Forrest—“‘A man,” explained 
Provident Life & Accident’s Eston V. 
Whelchel, “who has really put Mutual 
of Omaha on the map. 

Following Mr. Forrest, Saul S. Vort 
of The Prudential moderated a sales 
panel which included Paul E. Colflesh, 
eastern regional superintendent of agen- 
cies, Paul Revere Life; George Richards, 
general agent for Monarch Life in Hart- 
ford, and George B. Warren, head of 
John Hancock’s home office health in- 
surance sales school. But it was Philip 
J. Torsney, Metropolitan Life’s manager 
in Bloomfield, N. J. who sent them back 
to their offices with a loud fanfare. 


Get It In Your Heart 


A self-styled “man with a mission,” 
Mr. Torsney mounted the speaker's plat- 
form with gusto and plunged into a 
nine-minute talk on A. & H. selling as 
a life-time vocation. 

“In looking back over the years,” Mr. 
Torsney said, “the most successful un- 
derwriters I have known were those 
who regarded selling not as a business 
or profession, but as a vocation. 

“We must show this to the people,” 
he declared, “we must have the guts to 
say what we feel. There are no prospects 
until you create them. You must have 
the philosophy that you'd buy too if you 
were in their place. I tell my prospects— 
let Mother Metropolitan Life take care 
of you. Let her take over your worries. 
But to tell ’em this, you got to get it 
in your heart!” 

For all Mr. Torsney’s good intentions 
it was a matter of too little, too late. 
The realization that selling in America 
is an art form had already come to those 
at the sales congress—and they were 
there to learn from the masters. 

Mutual of Omaha’s Ambassador of 
Good Will, John Forrest—invited back 
on the strength of his last association 
talk—told them what they wanted to 
hear and scored another big success. 

“So you're a salesman,” he said, “so 
what. I have hired more good salesmen 
who have failed than succeeded. Why? 
There is a lot more to insurance than 
selling. You yourself are an insurance 
business, not a salesman—and the key 
is in the word business.” 

Developing this concept further, Mr. 
Forrest pointed out that the man sell- 
ing insurance retains an ownership in 
the business and is a partner with the 
company. Making reference to renewals 
and service fees, he stated: “If you own 
sOmething you're in business and there 


“ 


is a big difference between being in 
business and being a salesman.” 

Mr. Forrest emphasized that there are 
three departments in any business: Pur- 
chasing, manufacturing and sales. Each, 
he stressed, is interdependent on the 
other. These departments are usually 
headed by a vice president while the ex- 
ecutive or president assures harmony. 
Without this harmony, he said, the busi- 
ness would die. 

Vice President with a Washer 

“You are a business,” Mr. Forrest de- 
clared, “how are your vice presidents? 
How is your vice president in charge 
of purchasing? This vice president pros- 
pects raw material. You must prospect 
raw material or your business will fail. 
Would you as president, tolerate a vice 
president with only one source of sup- 
plv ?” 

Mr. Forrest cited a friend of his, a 
company president, who after many suc- 
cesstul years was now harely making a 
living. The reason: He had limited all 
his business to one other company. 
When that company had cancelled its 
contract, his only outlet was gone. “How 
many of you have ten sources of sup- 


ply?” Mr. Forrest asked. 

He told about another friend, one of 
the few making money in coal mining 
today. Why? The man put in a washer 
to take out impurities 15 years ago and 
now makes “the best coke in the U. S.” 
Therefore, the steel mills pay him more. 


“Does your vice president have a 
washer, washing out impurities?” Mr. 
Forrest asked. “Would you fire your 


vice president in charge of purchasing, 
or give him a raise?” 

The gathering began talking among 
themselves in low monotones. Mr. For- 
rest smiled and waited. There were 
still the vice presidents in charge of 
manufacturing and sales to be discussed. 

“What gives one company the edge 
over another one—manufacturing,” Mr. 
Forrest stated. “The greatest cost is 
labor—which is expenditure of time, 
nothing else. And it is here that the 
vice president of manufacturing has his 
greatest job—efficienc y. 

“How is he on keeping records of per 
unit cost? Does he waste a lot of time? 
Remember efficiency gives you more time 
to play. You may think that going out 
and seeing more people is the answer 
to more sales—it is not necessarily, 

“A woman in my agency is second in 
in production, although she has a won- 
derful home and family. Let me tell you 
why she is up there. 

“This woman met the president of a 
trucking firm, sold him a policy and got 
a list of his drivers. Knowing that these 
drivers are on the road a good part of 
the time, she hired a secretary to call 
them at their homes. Although two out 
of three were out on the road she brought 
in 37 applications last week. Gentleman, 
that’s what I call marshaling your time 
effectively. 

“Alright,” he said, “you have good 
purchasing and manufacturing vice pres- 


idents— but nothing happens. Gentle- 
men, nothing happens in the U. S. until 
you sign on that dotted line. What 


should your vice president in charge of 
sales have to get that person to sign? 
Intensity of purpose! 

“The prospect is convinced of the logic, 
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but only buys when he is moved to buy, 
And that is where your intensity of pur- 
pose must sway his emotions. How is 
the prospect going to live without a pay 
chec k? It’s his problem—not yours. 
“You are the only person w ho has the 
answer. I don’t care if eg re_ selling 
the worse contract in the A. & H. field, 
you are the only one who can solve his 
problem—now. Competition isn’t there, 
you are. Tomorrow may be too late. A 
premium represents a solution to a prob- 


lem. 

“Don’t forget,” Mr. Forrest said in 
conclusion, “some men can make a living 
with an unknown company in a horrible 
market—others can’t with a fine com- 
pany in a good market.” 

Mr. Colflesh, substituting on the panel 
for Thomas Schillerstrom also of Paul 
Revere Life, said he believed prospecting 
was the most important step in the policy 
sale, “because it is where you start.” 
Prospecting has to be a continuous day- 
in, day-out process—then it ceases to be- 
come a problem, he brought out. 

Mr. Colflesh broke down the total mar- 
ket concept into certain segments: The 
professional man, the farmer, the white 
collar worker. The last, he said, was “a 
tremendous market” and predicted that 
the white collar worker would be the 
largest market in the future. 

He emphasized selling the top man 
and getting a list of his employes. Dis- 
ability-buy-out he called “easy selling” 
because “not one out of 100 businessmen 
have it.” 

Mr. Colflesh stressed referred leads as 
a good market, but added that you have 
to ask about them in the right way, 
With a piece of chalk and a blackboard, 
he described two giant circles. 

“This, gentlemen,” he said, “is the 
circle-of-friends theory. You tell your 
prospect: ‘Look you and I have a circle 
of friends that overlap.’ (Mr. Colflesh 
chalked in the circles where they over- 
lapped.) ‘Now I want to get to your 
friends at the other side of the circle, the 
ones I don’t know. You want me to be 
successful don’t you?’ 

“Of course, if this prospect has just 
hought a policy from you he wants you to 
be successful. People want to identify 
themselves with successful people.” 

Prospecting Is Like Shaving 

George Richards said although his talk 
concerned the presentation, he had a 
pretty good thought on prospecting. “It’s 
like shaving,” he asserted, “if you don't 
do it regularly, pretty soon you're a 
bum.” 

Mr. Richards is of the opinion that to 
be successful in A. & H. selling, an 
agent must be versatile—able to shift 
quickly during interviews. 

- tell the prospect I’m selling silver 
dollars,” he said producing a large shiny 
cartwheel from his pocket. “Then I ask 
him how many would he need to keep 
his home together, at the same time re- 
minding him that the average man without 
insurance would be bankrupt within 
three months if he were hit by a serious 
illness or suffered a major accident.” 

Another point Mr. Richards brought 
out, is the advisability of being well-or- 
ganized during the interview. “Lapses 
come from confusion. Nail home he’s 
being paid dollars, when he'll be paid 
and when he won’t be paid. Know what 
you are going to say, have a track laid 
out and don’t let him stray from it. 

“Get two prospects from everyone you 
talk to. The best time for small busi- 
ness men is early in the morning, be- 
fore customers come; for executives it 
is usually about 10:30 to 11:00 when they 
have read their mail, got their worries 
out of the way and are thinking about 
who they will have lunch with. 

“Twelve o'clock is a good time to see 
professional men. If they are going out 
to lunch, have lunch with them. In 
evenings the biggest obstacle is television. 
So if you must see prospects then, try 
to set up an interview from 4:30 to 5, 
or after supper before television starts. 

“In selling you have to pick your own 
battleground. You need at least 20 min- 
utes, so get the forms filled out later—the 
deposit and signature now.” 

Mr. Richards said it was imp< yrtant to 
know the prospect’s weak point, but at 
the same time have his confidence. “Ask 

(Continued on Page 45) 
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CENTRAL NEW YORK INS. DAY 





Syracuse Insurance Field Club, C. & S. 
Club to Sponsor First Agents’ 
Education Day, Nov. 9 

For the first time, an Insurance Ed- 
ucation Day will be held for agents of 
Central New York. Under the joint 
sponsorship of the Insurance Field Club 
of Syracuse and the Casualty & Surety 
Club, this event will be held on Wednes- 
day, November 9, at the Hotel Syracuse 
in Syracuse. 

A warm reception on the part of the 
various agents’ associations within the 
15 county central New York area indi- 
cates a probably attendance of 250 agents 
and company men. 

The program will be similar to “I” Days 
which have been held in other cities 
throughout the country. The format will 
consist of two lectures, two panel dis- 
cussion groups and a luncheon speaker. 

The Syracuse chapter of Chartered 
Property and Casualty Underwriters is 
assisting in the program with three of 
its members leading one of the panel dis- 
cussion groups. Their subject will deal 
with public liability insurance and neg- 
ligence as it relates thereto. The panel 
members are Francis F. J. Maloney, 
CPCU, George F. Christie, CPCU, and 
Alan R. Carey, CPCU. 

The New York Insurance Department 
will be represented by Miss Justine Go- 
bel, manager of the complaint depart- 
ment, speaking on the functions and 
duties of her department. The luncheon 
speaker will be Charles S. Cooper, man- 
ager of the research and development and 
sales department of the Fund Insurance 
Companies. ~ 

The afternoon sessions will open witha 
panel discussion of agency operations. 
Participants: J. Paul Pizor, assistant 
vice president of the Excelsior Insurance 
Co. of Syracuse, C. L. Newman and Irv- 
ing W. Schwartz. 

Activities will be concluded with an ad- 





N. J. Sales Congress 


(Continued from Page 44) 


him for five minutes in your first inter- 
view,” confided Mr. Richards. “Then 
when ‘five minutes are up—look at your 
watch and stop in the middle of a sen- 
tence. Tell him the rest of the time is 
his. Nine times out of ten, he’ll let you 


Mr. Richards mentioned interest-get- 
ters, such as tax-free income on disa- 
bility insurance and tax deductible pre- 
miums for the business man. 

“If the prospect has to pay hospital 
bills from his own pocket it will cost 
him 100 cents on the dollar (providing 
he has the money). On a loan from the 
bank he would have to pay 106 cents on 
every dollar. With A. & H. coverage 
i's only 103 cents to the dollar. Ask 
him which it will be.” 

Mr. Warren, who was the final panel 
speaker, revealed several methods of 
overcoming sales resistance. Sample: 

Prospect: “I’m insurance poor.” 

Agent: “That tells me you are a man 
of character and that you love your 
family. But who would take care of 
them if you got sick?” 

Prospect: “I come from a_ healthy 
family—I won’t get sick.” 

Agent: “Mr. Prospect, did you know 
that there are eight doctors in the phone 

k to every one funeral director. 
Doesn’t that bear out some significance 
a to the incidence of disability to 
death ?” 

Prospect: “I never had an accident.” 

Agent: “You carry collision insurance 
on your car don’t you? Did it ever 
occur to you that if your car is involved 
man accident you'll probably be behind 
the wheel ?” 

Concluded Mr. Warren: “Sometimes 
when nothing seems to motivate the 
Prospect, we must resort to the follow- 
ing shock treatment: ‘Mr. Prospect, 
tvery three seconds someone takes a ride 
im an ambulance just like this one. 
(Shows picture of ambulance). Believe 
me, they don’t use these to make prac- 
tite runs. How do you pay by check or 
Cash ?’ ” 

Chalk up A. & H. policy 70,192,001. 


dress by Clayton G. Smith, senior as- 
sistant manager of the automobile divi- 
sion of the National Bureau of Casualty 
Underwriters. Mr. Smith’s topic will be 
“Introduction to the Automobile Merit 
Rating Policy.” 

Details for the program have been in 
the hands of Gordon J. Hoyt, CPCU, 
co-chairman, assisted by Frank Earley, 
Harold Poole, CPCU, Alfred Talke and 
H. M. Tenney, CPCU, all representing 
the Insurance Field Club and David L. 
Schultz, co-chairman, and D. Carlyle 
Blevins, John C. Naatz, R. E. Robinson, 
CPCU, and Clark K. Walrath, all rep- 
resenting the Casualty & Surety Club. 


JOHN R. IRVING RETIRES 


Vice President of F. & C. Relinquishes 
Duties Because of Health; Abrams 
Takes Over Post 

John R. Irving of Malverne, N. Y., 
vice president of The Fidelity and Casu- 
alty of America Fore Loyalty Group, 
acting upon the advice of his physician, 
has relinquished active responsibilities 
as officer in charge of statistical opera- 
tions. He has spent 40 years in the in- 
surance field, nearly 30 of them with 
America Fore companies. 

Harvey E. Abrams, vice president has 
assumed the duties relinquished by Mr. 


Irving who will serve the group in a 
consulting capacity for the next several 
months. 

Mr. Irving joined America Fore in 
1931 in the statistical department of the 
Fidelity and Casualty, and has played 
a principal role in the organization and 
streamlining of statistical operations 
throughout the group. He _ climbed 
through various key positions to assistant 
secretary of the company in 1944, secre- 
tary in 1951 and vice president in 1957. 

Born in New York City, Mr. Irving 
studied law and accounting at Pace Busi- 
ness College. He has been active in many 
insurance organizations. 





You can count on Continental 
to write AsHon... 
































The man who works with high-voltage wires can be in a pretty hot spot . . . but not too hot for 
Continental. We’re just as ready to write Accident and Health Insurance on high-voltage line- 
men as on the little lady whose closest contact with electricity is plugging in a hair dryer. 

See your nearest Continental Agent or Branch Representative for complete information on 
any of our A & H products—Loss of Income . . . Hospital . . . Medical . . . Accidental Death 
... Travel, etc. Individual and Group coverages are available for Standard and Impaired Risks 


and People Over 65. 


For A&H agency appointments, write to: 


AGENCY DEPARTMENT 


Continental Casualty Company 


310 SOUTH MICHIGAN AVENUE, CHICAGO 4 





A Member of the 


CONTINENTAL-NATIONAL 
GROUP 


Continental Assurance Company 
National Fire of Hartford 
Transportation Insurance Company 


Transcontinental Insurance Company 












UNDERWRITER 


et 





November 4, 196 








MARKET 


OSLER ON 


WIDE-OPEN 


Underwriters National Assurance Presi- 
dent Urges Health Ins. in Estate 


Planning, Deferred Compensation 

The application of health insurance in 
estate planning and business insurance 
“wide-open market,” R. W. Osler, 


National Assur- 


is a 
president, Underwriters 
ance, Indianapolis, told members of the 
Evansville. Ind. Estate Planning Coun- 
cil at a recent dinner meeting. 
“Wherever an interruption of earned 
income would throw an estate plan awry, 
there is a need for health insurance,” he 
said, “and the need for it to buttress the 
estate against the unpredictable costs of 


final expenses is clear to anyone who 
sives it a second thought.” 
Illustrating his contention with ex- 


amples from the areas of intervivosy, 
and temporary trusts and stock options, 
Mr. Osler turned to business insurance 
and urged the necessity of health insur- 
ance in deferred compensation, key man, 
and business buy-out situations. 

“Say ‘key man’ to the average health 
insurance writer, and he thinks only of 
salary continuance,” the speaker pointed 
out; “but what about indemnification of 
the business for loss of his services? 
True, if salary continuance enables it to 
rec apture his salary, it has some indemni- 
fication; but often the loss of the serv- 
ices of a key man costs the business 
more than his salary alone. Health insur- 
ance can make up at least part of the 
excess loss 

“Assume a key man earning $10,000 a 
year with a 23% tax bracket. The com- 
pany can replace his net salary with 
$641.41 of disability income insurance a 
month. If he receives that much in tax- 
free disability benefits, the company 
is, in effect, paying him full salary dur- 
ing disability 

“Under today’s underwriting 
it can buy at least $260 
him. This portion it 


rules, 
a month more on 
can make payable 


Conn. General Names Coyle 


Mgr. Wilkes-Barre Agency 


KENNETH P. COYLE 

Kenneth P. Coyle has been appointed 
manager of the Wilkes-Barre broker- 
age agency of ‘(Connecticut General Life, 
following the retirement of former man- 
ager Edward B. Stringham, II. 

Mr. Stringham, who joined Connecti- 
cut General in 1934, will be consultant 
and manager of the life department of 
the Dunlap Insurance Agency of Auburn, 
Maine. The agency represents Connecti- 
cut General as a broker. 

Mr. Coyle, a graduate of New York 
University, has been with Connecticut 
General since 1955. He has previously 
held posts as senior brokerage consultant 
and assistant manager of the 41st Street, 
New York City agency. He has been 
active in insurance organizations in 
New York City. 


J. F. Follmann Keeps Going; 
Fess Speeches Are Slated 


F. Follmann, Jr., director of in- 
a. and research of the Health 
Insurance Association of America, who 
last year made 19 speeches to national 
organizations throughout the country, 
most of them having t to do with medical 
care for the aged, is again busy fu filling 

peaking engagements. 

In the near future he is scheduled to 
make an address at Northwestern Uni- 
versity with respect to the national in- 
tercollegi ate debate the subject of which 
this ne is, “Resolved: That the United 
States should adopt a program of com- 
pulsory health insurance for all citizens. 

\ few days later he will address ine 
annual meeting of the American Publ 
H -alth Association in San Francisco on 
the subject of “Drugs, Their Cost, and 
Health Insurance.” Later in the year he 
will appear in Los Angeles before the 
California Medical Association speaking 
on the subject of “The Future of Vol- 
untary Hea'th Insurance.” 


to itself. If it is a 52% corporate tax 
bracket, the $260 coming in tax free, as 


it will, is worth $500. 
“The corporation recovers the key 
man’s $833.33 salary a month plus an 


effective $500 from the coverage payable 
to itself. The employe gets the equiva- 
lent of $833.33 tax free; so out of one, 
$900 a month policy, you get an effective 
$2,166 gross ($833 recovered salary; $500 
value in benefits to corporation, $833 in 
value of benefits to disabled key man). 
It's a deal that should attract a cor- 
poration—unless it is nuts!” 

Mr. Osler urged agents and trust 
officers to think of the applicz ation of 
health insurance in all estate planning 
and business insurance cases, “At the 
risk of making you mad, I charge that 
if you don’t, you are betraying your 
clients,” he concluded. 


Stanley Goodman Joins 


Father’s Agency in Hartford 





STANLEY GOODMAN 


Stanley Goodman has joined his father 
in the management of the George Good- 
man Agency, 962 Asylum Avenue, Hart- 
ford, Conn. The agency specializes in 
life and A. & H. insurance and repre- 
sents the American Casualty of Reading, 
Pa., as general agents, and the Crown 
Life of Toronto. 

Mr. Goodman is presently attending 
the College of Insurance at University 
of Connecticut. He is also a graduate of 
company courses in advanced underwrit- 
ing conducted by the Crown Life and the 
American Casualty. A star athlete in 
school, he was a member of the 1957 
Weaver High School New England 
championship basketball team and was 
voted a member of the 1956 All-City 
baseball team. 





Announce Five Travelers Promotions 


DUDLEY FIELD 


he Travelers has made three appoint- 
ments in its department and 
and health 


accident 
life, 
agency department. 
Carroll J. McBride is 
vice president, 
Merrill W. 
assistant 


two in its accident 
named second 
accident department and 
Ehler and John R. Barber 
serretaries in accident under- 
Also, Hinckley is 
appointed superintendent of agencies, 
while Dudley S. Field, manager at Mil- 
waukee, will be brought into the home 
office as assistant 


writing. George P 


superintendent of 
agencies. 

President J. Doyle DeWitt and Vice 
President George H. Shackelford made 
the following a recent 
meeting. 


announcements 
board of directors 
Careers 

Mr. McBride is a graduate of Illinois 
and holds a J.D. degree from 
Washington University, St. Louis. He 
joined The Travelers in 1931 in the claim 
department and served subsequently as 


College 


an examiner in the home office and 
an adjuster and supervising adjuster in 
New York City branch 
named secretary, accident de- 
in 1948, and was promoted to 
During World War II 
he served with the U. S. Navy and held 
the rank of Lt. 
separation from service. 

Mr. Ehler is a graduate of Yale Uni- 
versity and joined The Travelers in 1946 
in the accident department. Subsequent- 
ly he was promoted to assistant under- 
writer and underwriter. During World 
War II he served as a staff sergeant, 
U. S. Army Air Corps. 

Mr. Barber joined The Travelers in 
1946 in the accident department and was 
later promoted to assistant underwriter 
and underwriter. He is a graduate of 
Trinity College. During World War II 
he served with the U. S. Army Air 
Corps as Communications Officer with 
the rank of first lieutenant. During the 
Korean conflict he again served over- 
seas as communications officer with the 
rank of captain. 

Mr. Hinckley has been with The Trav- 
elers since 1948 when he joined the com- 
pany in a eeprnate as a field super- 
visor. He has served as field supervisor 
and assistant manager at St. Paul, and 
as manager at both the Rochester, N. Y., 
and Park Ave., New York City offices. 
In 1958, he was named manager at San 
Francisco and in January of this year 
was brought into the home office as as- 
sistant superintendent of agencies. A 
World War II Army veteran, he is a 


office. He was 
assistant 
partment, 
secretary in 1952. 


Commander upon his 


—=—= 
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CARROLL J. McBRIDE 


GEORGE HINCKLEY 


graduate of Queens College with a B.A. 
degree. 

Mr. Field’s career with The Travelers 
started in 1949 when he became asso- 
ciated with the company as a field super- 
visor at the Chicago office. In 1951, he 
was promoted to assistant manager at 
that office and in 1956 was made manager | 
at Milwaukee. Mr. Field attended the 
University of Chicago. During World 
War II, he served with the Army and on 
his release from active duty held the 
rank of major. 





Nat'l Fed. of P. O. Clerks 
A. & H. Business Challenged 


Charges of illegally operating a health 
insurance business in the District of Co- 
lumbia have been filed against the Na- 
tional Federation of Post Office Clerks 
and several of its officers. 

he 100,000-member union is accused 
of having issued part of its more than 
$4 million worth of policies, covering 
some 120,000 of its members and their 
families across the country, in D. 
without having a District permit to do 
SO. 

Federation President Elroy C. Hall- 
beck said the organization has been try- 
ing to get an insurance license for more 
than a year. He charged that District 
Insurance Superintendent Albert F. Jor- 
dan has been unreasonable in refusing 
to issue one. ; 

Mr. Jordan replied that, as he im 
terprets the District code, the Federa- 
tion does not at’ present qualify fot @ 
certificate. 
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ZA... first insurer with tape-oriented IBM 7070! 


lerks 

- “It’s in the bag!”’ says Mr. Za, slipping a roll of IBM tape into his spend almost full time on selling and servicing. Z-A agents own : 
than famous case. Now Z-A Insuremen will get even faster payments all renewals. age 
‘thet on new business and renewals, even faster client service. Be an Insureman. Details? Ask us. This is one answer you'll 

- io Zurich-American is first insurance company to have a get from us personally, and not from 7070! 


tape-oriented IBM 7070 installation. Five hundred and 


try- fifty six characters are electronically imprinted on each ZURICH INSURANCE COMPANY 


more p a AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
strict inch of tape. The tape, in turn, performs all punched- ZURICH LIFE INSURANCE COMPANY (an affiliate) 


Jor- ‘ 135 South LaSalle Street, Chicago 3, Illinois 
card operations. OFFICES IN: New York, Boston, Providence, New Haven, Buffalo, 
° x Ba Amsterdam, Orange, Philadelphia, Pittsburgh, Baltimore, Greens- 
Just another example of how Z-A backs its agents on boro, Charleston, Savannah, Atlanta, Birmingham, Canton, Cleve- 
. f h f b kk s l t th land, Cincinnati, Detroit, Grand Rapids, Minneapolis, Milwaukee, 
4 fg... i168 tnem : he Chicago, Jackson, Dallas, Des Moines, St. Louis, Kansas City, 
service ... irees them trom boo eeping j hy H- ANE \ Denver, Seattle, Portland, Sacramento, San Francisco, Fresno, 

Los Angeles, Phoenix, Richmond. 
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EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 
substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American market dealing exclusively in Reinsurance 





ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


Midwestern Dept.: 101 WEST ELEVENTH STREET. KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD. LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL 1, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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